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“School Savings System 


to be Permanent 


MUST 


—have co-operation of the faculty— 
—be reasonable in cost to the bank— 
—be true to,regular banking practice— 
—teach banking methods for later life— 


Tecter 6% 12%"x 13° 
Frame 12%"x14" 





THE AUTOMATIC. 
RECEIVING TELLER 


This machine, now in use in 
scores of banks, is proving to be 
the effective solution of how to 
get industrial savings at min- 
imum cost. All the employe 
has to do is to place a coin in 
the proper coin slide, push slide 
in full distance and let it return 
with stamps. Detach stamps 
and paste in a folder, which is 
furnished. These stamps, rep- 
resenting savings, are made 
for pennies, nickels, dimes and 
quarters. 


HE AUTOMATIC RECEIVING TELLER 
THRIFT SYSTEM meets all these require- 


ments and is permanent. 


Teachers co-operate because they do not sell stamps, 
do not handle funds, keep no records, accept no 
deposits, issue no receipts, issue no pass books, make 
no entries, do no accounting nor bookkeeping and are 
not responsible for any of the money saved for, any 
time at all. 


Automatic Receiving Tellers are sold outright to 
the banks and are available to use for a great many 
years without any renewal cost at any given period of 
their operation. 


Automatic Receiving Teller Thrift System for 
schools is identical with our system installed in’ 
factories, stores and all public places. It is used 
twelve months in each year and every working and 
school day during each of those months. 


The Cost Is Less Because 
Its Field Is Greater 


Automatic Receiving Tellers have replaced other 
systems in many schools and are today working daily 
in many schools right where expensive systems have 


been installed but left something to be desired in 
Thrift work. 


The children save through Automatic Receiving 
Tellers because dad also does. ‘‘Like father like son.”’ 


Schools in forty-one states are now using Automatic 
Receiving Tellers. May we tell you more about it? 


a American Banking Machine Corporation 


400 North Michigan Ave. 
CHICAGO 


Executive Offices 
SAGINAW, MICH. 


New York Office 
62 Cedar St. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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THE NEWBURGH SAVINGS BANK, NEWBURGH, NEW YORK 


NEWBURGH : is situated on the Hudson River 

a short distance above New York City. 
Its leading bank is the Newburgh Savings 
Bank, with deposits of approximately fourteen 
million dollars. After an exhaustive investiga~- 
tion of the work of architects engaged in bank 
planning and design this institution awarded 
the architectural commission for its splendid 
new banking home to the Weary and Alford 
Company of Chicago. 
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WEARY AND ALFORD COMPANY 
Bank and Office Buildings 
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PIERCE 


Perhaps the most significant fact about the 
present Pierce-Arrow is the high esteem in 
which it is held by women of taste and 
discernment. 


That distinctive feminine appreciation for 
the finer things of life is instantly apparent 
wherever a Pierce-Arrow appears. Here is a 
car which seems to satisfy completely woman's 
desire for the same standard of perfection in 
motoring which she enjoys in other phases of 


her daily life. 


The appeal of smartness, with good taste; of 
luxury, without ostentation, is particularly evi- 
dent in the Pierce-Arrow enclosed models. A 
personal examination of these beautiful cars 
will reveal an unexpected degree of refinement 
in details which to the masculine eye may 
seem inconsequential, but which are judged in 
the light of their true importance by women 
of discrimination. 


Closed Cars $7000 - Open Cars $5250 


At Buffalo—War Tax Additional 
THE PIERCE-ARROW MOTOR CAR COMPANY 
Buffalo, New York 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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The Steady Growth of 
the Welfare Loans 


Welfare Loan Societies 


and 


Companies in Operation 


at the Present Time 


INDIANA 
WELFARE LOAN SOCIETY 
OF ANDERSON 
bets ee SOCIETY 
WELFARE LOAN SOCIETY 
OF FORT WAYNE 
WELFARE LOAN SOCIETY 


N NAPOLIS 
WELFARE LOAN SOCIETY 


WELFARE LOAN SOCIETY 
OF LAFAYETTE 
wae LOAN SOCIETY 


PORT 
WELFARE LOAN SOCIETY 
OF MARION 
WELFARE LOAN SOCIETY 
OF MICHIGAN CITY 
WELFARE LOAN SOCIETY 


0 
WELFARE LOAN SOCIETY 
OF NEW ALBANY 
WELFARE LOAN SOCIETY 


F 
WELFARE LOAN SOCIETY 
OF SOUTH BEND 
WELFARE LOAN SOCIETY 
OF TERRE HAUTE 
WELFARE LOAN SOCIETY 
OF VINCENNES 
{LLINOIS 
WELFARE LOAN SOCIETY 
OF CENTRALIA 
LOUISIANA 
WELFARE LOAN SOCIETY 
OF NEW ORLEANS 
MICHIGAN 
WELFARE LOAN SOCIETY 
OF LANSING 
NEW YORK 
WELFARE MORTGAGE CO. 
OF GLENS FALLS 
OHIO 
WELFARE LOAN SOCIETY 


THE WELFARE LOAN CO. 
OF CINCINNATI 
THE WELFARE LOAN CO. 


OF COLUMBUS 
THE WELFARE — co. 


THE WELFARE LOAN CO. 
OF HAMILTON 
WELFARE LOAN COMPANX 
OF LANCASTER 
WELFARE LOAN COMPANY 
OF YOUNGSTOWN 

ORIDA 
Ss LOAN SOCIETY 


JACKSONVILLE 
WELFARE LOAN SOCIETY 


OF 
WELFARE LOAN SOCIETY 
OF TAMPA 


PENNSYLVANIA 
WELFARE LOAN SOCIETY 
OF LANCASTER 
WFLFARE LOAN SOCIETY 
OF YORK 


T THE PRESENT time more 
than thirty Welfare Loan So- 
cieties are operating in as many 
different cities under the direction 
and control of The Hawkins Mort- 
gage Company. 


All of the Welfare Loan Societies have 
enjoyed gratifying growth because they 
fit into a distinct economic need by tak- 
ing care of small loans that cannot be 
handled usually in the commercial banks. 


Thousands of small borrowers have 
felt the beneficent influence of The Wel- 
fare Loan Societies because these bor- 
rowers have received financial aid when 
they needed it and at low cost. 


The Welfare Loan Societies are not 
permitted to borrow money on demand 
or from banks; therefore they have no 
money obligations to meet, which makes 
their business safe and sound at all times. 


Every dollar invested is guaranteed 
by cash on hand, well-secured mortgage 
bonds, notes and other valuable col- 
lateral. 


(Send for our latest catalog 


“The Story of One Hundred Years” ) 


HAWKINS MORTGAGE CO. 


‘\ 


q 


PORTLAND INDIANA 
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You Should Know 
of this Way 


to Increase Business 


FOR progressive banks, we have created a series of 
posters that combine dignity with an impressive 
business winning message. 


This series is the result of a careful study of 
Poster Advertising needs for bankers. 


Noted artists and experts in Outdoor Advertising 
designed them. They are colorful, human and con- 
vincing. Three of the series reproduced below will 
give you an idea of the appeal they make. 


These posters are procurable at nominal cost be- 
cause we have them lithographed in large quantities. 


This, then, is your opportunity to use a medium 
that is ordinarily beyond the reach of local advertisers. 


The trend of banks toward Outdoor Advertising is 


not merely a coincidence. Results alone have gained 
its favor. . 


Put this force to work for your business. We will 
show you how. 


Merchandising Poster Department 


Harrison, Loomis and Congress Sts. 
CHICAGO, ILL. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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Consider It This Way! 


wer you select the First National Bank as 

your St. Louis correspondent you establish 
relations with the largest National bank West 
of the Mississippi—whose policies are broad and 
liberal, tempered by sound judgment—whose re- 
sources are adequate to meet all legitimate require- 
ments—whose officers are in constant touch with the 
changing conditions in the banking and business 
world—whose prompt and efficient service is render- 
, ed banks and bankers in EVERY state in the Union 
with complete satisfaction. 








ll It is a pleasure to answer letters of inquiry 








BROADWAY-LOCUST-OLIVE 


Capital and Surplus $15,000,000.00 
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Babson says— 
1923 Will Reward Discrimination” 


What better way to interpret this 
prophecy than to apply it to business 
building plans? For 1923 will surely 
reward the bank that chooses the 
best methods for developing the 
business it already has and for ac- 
quiring more. 


Literature under consideration 
will be examined carefully as to 
skill in presentation, style and truth- 
fulness. 


“You should” and “One must” 
preachments and sermons will be 
excluded. The exhortation and trite 
expressions of the novice will give 
way to dynamic thought, richness 
of expression and simplicity of style 
and language, which mark the work 
of trained writers. 


Word pictures and artists’ illustra- 
tions will have the realistic warmth 
of human beings, and will supplant 
pictures of dummies and puppets— 
stiff, wooden figures, the work of 
tyro artists. 


In a word, the discriminating 
banker will choose literature with 
character and personality to repre- 


sent his bank through the printed 
word just as he would desire an oral 
presentation to do the bank credit. 


Not only bank literature but 
methods of using it effectively, will 
have to stand the test of discrimi- 
nation. 


Distribution plans, based on a 
thorough field analysis, will be 
studied with a view to “hitting the 
bulls-eye”’ with every piece of litera- 
ture. Most banks will find it 
immediately profitable and less spec- 
ulative to cultivate, first, its present 
depositors and to develop the busi- 
ness already on its books. 


Bankers will demand to be shown 
actual results accomplished with 
plans under consideration. ‘They 
will demand a plan which includes 
a way to check results accurately, 
and which includes service and co- 
operation to the completion of the 
operation. 


Discriminating bankers counsel 
with the Harvey Blodgett Company 
before embarking on their business 
building programs. 


Harvey Blodgett Company 
Business Building for Banks 


Executive and Sales Offices 


University and Wheeler Avenues, St. Paul 


District Offices 


First National Bank Building, Chicago 
Old South Building, Boston 


23 West Forty-third Street, New York 
Citizens National Bank Building, Los Angeles 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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HOW OUR INSURANCE TRUST 
PLAN HELPS PATRONS _ 
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A novel plan developed by the Union Trust Company of Chicago, in 
response to inquiries from customers has won the cordial support 






VERY trust officer—and every in- 

surance representative—has at 
times been nonplused by the average 
man’s instinct for procrastination. 

Provision for the future generally 
entails sacrifice in the present; this 
together with the cireumstances sur- 
rounding the subject of provision for 
the family after the death of its head 
has set up a sales resistance which has 
proved expensive both to the trust com- 
pany and to the insurance company. 

With the development of modern 
ideas in taxation, however, an opportu- 
nity has appeared to show the business 
man an immediate saving in income 
through the instrument of a living trust 
agreement. 

The trust officers of our company 
have for a long time been developing 
a definite trust plan which combines 
and co-ordinates the co-operative ad- 
vantages of insurance, trust service and 
such tax exemption as is provided for 
under the Federal and State revenue 
laws. 

This plan we have called the Union 
Trust Insurance Trust Plan. Its object 
is to enable a man of some means to lay 
aside a sum of money invested in good 
Securities as a foundation, the income 
from which carries life insurance; the 
total estate being placed in trust under 
such provisions as may be laid down 
by the insured for wise administration 
in the interest of the family or other 
beneficiaries. 


The man of 40 who could perhaps 


lay aside $50,000 in 6 per cent bonds: 


and thus assure his family an income 
of only $3,000 gross per year in case 





of insurance companies, investment bankers and the trust department 


By C. R. HOLDEN 


Vice President, Union Trust Company, Chicago 


of his death is enabled under this plan . 


to devote this $3,000 income to the 
purchase of life insurance. The prin- 
cipal of the policy so purchased will 
approximate $95,000, making the total 
immediate estate in case of death 
$145,000. 

At this point examine what the In- 
surance Trust Plan accomplishes. In- 
stead of the competitive efforts of the 
investment house or trust company and 





—and it was not enough 


He came into our Trust Department the other day. 


Still in his early forties, he had saved $15,000 and invested 
it in good bonds. He knew that it was not enough to 
protect his wife and children from want and that the rate 
at which he was saving would leave them almost destitute 
ut it was all he could lay aside. 


= 
| He HAD SAVED $15,000 
| 


in case of his death. 
| Then—he heard that under the Union Trust Plan he could 
i increase his family’s protection immediately to more than 
} $40,000, without further outlay; and with the $15,000 in 
| bonds as a basis, build the maximum safe estate he could 
hope to accumulate. 


The Union Trust Plan securcs important advantages in com 
nection with U: S. Income Taxes, and gives you the added bene- 

of remvestment, inserance, safehe ping, coupon clipping, and 
mares. It conceres every man 
who showld be providing for —and who can devote 
$5,000 or more in securines to that purpose. Folder om request. 


1869 1922 
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UNION TRUST 
COMPANY 


MADISON AND DEARBORN STREET. ~& 


Ofering the Seven Ementials of a Banking Home 
SAFETY SPIRIT EXPERINCE CALIBER CONVENIENCE COMPLETENESS PRESTIGE 


A specimen of the newspaper advertising that 
brought inquiries on the insurance lam. 


CHICAGO 
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‘future, 


of the insurance company in selling the . . 


prospect a proper provision for the 
you obtain the co-operative 
effort of the insurance company, the 
investment banker and the trust com- 
pany, all working to persuade the pros- 
pect to an. identical action, the results 
of which are in many eases three times 
as attractive mathematically as any: re- 
sults that either alone might offer him. 
Naturally this plan should reduce sales 
resistance and sales expense by a con- 
siderable percentage. 

Resuming the description of the In- 
surance Trust Plan, let us now consider 
that the $3,000 income from the $50,000 
in bonds is accessory to other personal 
income of $50,000 from salary and other 
business interests. In other words, 
this $3,000 of interest from bonds would 
have to bear income taxes at the peak 
of an income of $53,000.- The tax 
would then absorb $930 or 31 per cent 
out of the $3,000. 

Under the Insurance Trust plan, how- 
ever, this $3,000 would come under the 
legal provision for a separate trust, 
which provides complete exemption for 
sums under $1,000, and for sums above 
$1,000 the same tax as on the income of 
a single individual. The difference in 
Federal Income tax alone in this case 
would be $790 per year for the entire 
life of the prospect under present rev- 
enue provisions. 

Looking ahead, there is another con- 
siderable saving to be foreseen in connee- 
tion with the inheritance revenue laws. 

The Insurance Trust Plan has the 
added advantages of being a thoroughly 
definite proposal based upon a printed 
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legal form which we have carefully 
worked out. 

Furthermore, the Insurance Trust 
Plan carries with it all the recognized 
advantages and conveniences of trust 
service—perpetual and expert financial 
counsel; secretarial service in financial 
matters; attention to matters of invest- 
ment, coupon clipping, reinvestment, 
payment of insurance premiums—and 
finally, to probate, trusteeship, adminis- 
tration and financial counsel to the 
beneficiaries. 

Our experience in offering the plan 
personally to some of our clients gave 
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us a high regard for the plan. But it 
was not until we announced it broadly 
by mail and through newspaper notices 
that we appreciated to what extent it 
interests men of affairs. By 9 o’clock 
in the morning of the first annourice- 
ment we had personal and telephone 
calls at the bank for the master booklet 
which outlines and graphically depicts 
the probabilities of the plan in typical 
eases. More than 150 direct inquiries 
have been received from three news- 
paper advertisements. Our mailings 
have had gratifying responses. More 
than 250 life insurance representatives 
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UNION TRUST “Insurance Plan” 


At age 40 


Original fund $10,000 in 6% securities 
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have responded to our invitations to 
make use of the plan in increasing their 
results. In fact, we have almost reached 
the conclusion that the business man’s 
procrastination in arranging his affairs 
has been partially the fault of the trust 
company in not offering him heretofore 
a fully developed commodity. 

The class of inquiries we have re. 
ceived has been particularly gratifying 
—from men of large affairs, contact 
with whom is most welcome to both the 
bank and the insurance company. 

The selling methods adopted by us 
have been prompted not by traditional 

methods but by a sincere desire 
to visualize the plan quickly 
and easily for busy men. 

Three newspaper advertise. 
ments averaging about 500 
lines have been used—an an- 
nouncement and two typical in- 
stanees, one visualizing the 
plight of the man who in his 
sixties finds that he has 
neglected to compound his in- 
vestments; the other a man 
still in his early forties who re- 
cognizes that the property he 
has been able to lay by will 
not begin to provide adequate 
income for his family in ease 
of his death. 

The printed matter has con- 
sisted of: 

A simple booklet of an 
actuarial nature for use by 
insurance representatives, 
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and offered to them by means 
of letters sent out with the 
co-operation of the leading 
insurance companies. 

A master booklet for the 
individual prospect deserib- 
ing the plan in the simplest 
possible way and depicting 
by elementary graphics sev- 

(Continued on page 62) 
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One of the trust officers explaining to an insurance agent and his client the advantages of the Union Trust’s insurance plan 
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QUIT MEDDLING WITH THE 
FEDERAL RESERVE SYSTEM 


If we debase our currency by unwise legis- 
lation, people of moderate means and the 
working man would be the greatest sufferers 


NUMBER of amendments to the 

Federal Reserve Act have been 
introduced in Congress. Many others 
are suggested. The greater number of 
such amendments would abolish or 
weaken the safeguards that the framers 
of the act wisely established. The 
proponents of these amend- 
ments shout for “easy 
money,” for “letting down 
the bars,” especially on 
behalf of farmers. They 
are wilfully or ignorantly 
deaf to reminders that con- 
gressional records show, 
and bankers know, that 
machinery already is set 
up and in daily operation, 
by means of which Federal 


By ELLIOTT C. McDOUGAL 


duty is to active business that must be 
kept moving. To serve these interests 
is the chief function of a commercial 
bank, and its chief claim to the right 
to exist. To see that his bank belongs 
to the system that best assures this is 
his plain duty. Should the Federal Re- 


The Federal Reserve Notes 


"tapings is not money. 
to pay money. By common consent, based on 
long experience, gold of standard weight and fine- 
ness is the only money of final redemption. 
rency is only one form of credit. 
enters on its books a credit subject to check by its 


It is only a promise 


President, Marine Trust Company, Buffalo, N. Y. 


In what follows the Federal Reserve 
Board, and the officers and directors of 
the Federal Reserve Banks, may not 
agree with me. Had I the advantage 
of their experience perhaps I would 
change my mind. but at present I am 
strongly of the opinion that we have 
more gold than we need. 
Every unnecessary dollar 
of reserve is an unneces- 
sary tax on business, and 
keeps state banks and trust 
companies outside of the 
Federal Reserve System. 
I have not m my mind the 
reserve requirements of 


Cur- all the states, but taking 
Whether a bank 


the State of New York as 
an example I would sug- 


Reserve Banks furnish 
their constituent banks 
with credit at very reason- 
able rates, which, by the 
regular operation of that 
machinery should reach 
the farmer. Any farmer, 
in good credit, can get the 
benefit of this machinery, 
and if the rates which he 
pays are too high that is 
not the fault of the Fed- 
eral Reserve System but 
of his own bank, which 
borrows from a Federal 
Reserve Bank cheap and 
lends dear. Some con- 
gressmen are honestly 
misled, others are playing 


depositor, issues to him its check on itself, its cer- 
tificate of deposit payable on demand, or its note in 
the form of currency, not only is its obligation in 
every case exactly the same but the essence of every 
transaction is the same. _ They differ in form only. 
This is true of Federal Reserve notes. Not on the 
printed currency itself, but on the ability of the Fed- 
eral Reserve System promptly to redeem that cur- 
rency in gold depends its soundness. At present the 
law requires that Federal Reserve notes shall be 
covered by not less than forty per cent in gold and 
not more than sixty per cent in short time promis- 
sory notes based upon strictly commercial transac- 
tions. Should the law be changed, should all or the 
larger part of that sixty per cent be represented by 
farm notes, due in a year or longer, given perhaps to 


finance the purchase of land or machinery, and- 


should the public suddenly realize what that means, 
and lose confidence in our currency, as actually 
happened in 1895 when they presented greenbacks 
issued by the United States and demanded gold, 


gest that the present re- 
serves called for by the 
state banking laws be 
maintained as they are, 


. that all non-member banks, 


except those in New York 
City, still be required to 
carry ten per cent re- 
serves, part in cash in 
vault, and part at their 
option either in cash in 
vault or with reserve de- 
positaries. I would sug- 
gest that the Federal Re- 
serve Law be modified, 
cutting these reserves in 
two. Then a bank not in 
a reserve centre that chose 


polities. From some sec- 
tions comes popular clamor 
for action, or for a show of 
action. It is good polities 
to cater to any consider- 
able class regardless of 
consequences and of the merits of the 
ease, providing its clamor be loud 
enough. 

Polities and business have no common 
interest. Combined they always spell 
inefficiency, often failure. In banking 
they are especially dangerous, and often 
result in disaster to depositors. Bank- 
ers tirelessly must oppose any legisla- 
tion that would impair their capacity 
to serve the public and to pay their 
depositors one hundred cents cash on 
the dollar on demand, or that would 
raise the slightest doubt of their ability 
to do so. The first duty of a true 
banker is to his depositors. His next 





depleting the government gold reserves to the 
danger point; the consequences might be serious, 
how serious none can predict— The Author. 





serve System, because of political 
meddling, become unfitted properly to 
eare for the country’s business needs, 
then some other agency must be found. 
Business must go on. 

Not only should we oppose all efforts 
to weaken our Federal Reserve System, 
we should if possible add to its mem- 
bership. It is doubtful whether it would 
be wise to do this by mandatory legisla- 
tion. The unwilling partner usually is 
a source of weakness rather than of 
strength. We should make the System 
‘so attractive that no state chartered in- 
stitution having the necessary capital 
requirements could afford to stay out. 


to remain outside of the 
Federal Reserve System 
would keep ten per cent 
reserves. A bank that 
chose to join the System 
would keep five per cent 
reserves, and have five per 
cent released all or part of which it 
could keep on deposit with other cor- 
respondents. This might result in 
having the great majority of state 
chartered institutions join the Federal 
Reserve System. How much it would 
reduce the present gold holdings would 
be a matter of computation, but they 
surely would not be cut in two, and 
even if they were they would be ample. 

No well managed bank would continue 
to give credit to a eustomer who year 
after year spent more than he earned 
and borrowed the excess, constantly 
getting deeper into debt. «No nation 

(Continued on page 96) 
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REVIVING AGRICULTURE 
IN NEW ENGLAND 


The Rhode Island Hospital Trust Company saw 
that Providence would be a better city if more 
food was grown in the surrounding territory 


By E. K. THOMAS 


Manager, Agricultural Department, Rhode Island Hospital Trust Company 


EW ENGLAND at the outset of its 

development was an_ agricultural 
community, but early in the history of 
the colonies great changes began to take 
place. Factories and mills sprang up 
along the swift-running waterways and 
lured tillers of the soil to loom and lathe. 
Then the story of the richer farm lands 
to the westward fanned to flame the 
spark of pioneership that was part of 
the spirit that was New England and 
hundreds of the eastern farmers turned 
their faces toward the “setting sun” 
and pushed on in quest of new lands, 
little realizing the rich possibilties they 
were leaving behind. 

The result is well-known. New Eng- 
land is today essentially an industrial 
and commercial community which is 
obliged to import 75 per cent of its food 
supply, though her great industrial 
centers are surrounded on every side 
hy acres of tillable and productive soil. 
It is estimated that Rhode Island im- 
ports at least 90 per cent of all its 
food supply, while within its borders 
and close to its great markets are thou- 
sands of unused acres. 


The so-called decline in New Eng- 
land agriculture has been brought 
about by economie conditions which 
made-it impossible for New England 
farmers to compete with the extensive 
farming operations which were de- 
veloped in the western and southern 
states. Under this economic pressure 
New England agriculture has undergone 


Mr. Thomas 
and_a customer 
of the bank dis- 
cussing seed 
corn selection. 


. Providcnce 


certain definite changes. We 
are no longer a meat and grain 
producing territory. In re- 
cent vears, however, New Eng- 
land agriculture has found it- 
self and will develop in the 
future along specialized lines. 

Fruit, poultry, market garden 
and dairy products are the 
leading agricultural products 
now being produced in New 
England. These products are 
more or less perishable and 
this is one of the reasons why 
compete with other sections of the 
country in producing them. New Eng- 
land fruit, when produced under scien- 
tifie management, is second to none. 
Dairy products are also in the best condi- 
tion when produced by efficient methods 
and marketed within a few hours. This 
is also true of vegetables and many 
other products which ean be produced 
in New England economically and pro- 
fitably. 

Probably because we are so largely 
an industrial and commercial community 
our banks have not made much of an 
effort in the past to extend a bank’s 
services to the agricultural interests of 
the community. The Rhode Island 
Hospital Trust Company recognizes the 
importance of the basie industry of 
agriculture and the inter-dependence of 
agriculture, manufacturing, industry 
and commerce. In opening an Agri- 
cultural Department this company had 
in mind extending to all agricultural 
interests the same banking facilities 
that are now extended to manufacturing 
and commercial enterprises. 

During the past year or two there 
has been considerable discussion about 
“farm eredit.”” Numerous bills have 
been introduced in Congress for “the 
relief of the farmers.” Agricultural 
credit has assumed a prominent place 
in our discussions at the present time. 
One of the interesting phases of this 
discussion is the fact that so many 
people seem to regard farm eredit as 
something different from any other 
credit problem. This may be due to the 
fact that it is only within recent times 
that the need for farm credit has 
become acute. When only a few farm- 
ers in a community wanted to borrow 
small sums of money, nothing was heard 
about a farm eredit problem. When a 
large number of farmers, however, feel 


we can 


E. K. Thomas, Manager 

of the Agricultural Depart- 

ment of the Rhode Island Hos- 

pital Trust Company, is discussing the 
importance of uniform grading of pro- 
duce for sale at this roadside market. 


the need of borrowing money and this 
situation is extended to townships, 
counties and states, the problem does 
assume national importance. 

It has been pointed out, and it should 
be emphasized again, that whatever solu- 
tion of this problem may be reached, 
the three important factors entering 
into every credit problem must be con- 
sidered in relation to the farmer who 
seeks credit. These three factors have 
often been mentioned: namely, Char- 
acter, Industry and Ability. To quote 
a paragraph from a recent newspaper 
Story on this. subject: 

“Small loans may be made safely to 
anyone of good character. It is not-the 
sole asset as many like to argue by mis- 
quoting a famous witness-stand remark 
of the late J. Pierpont Morgan, but 
character is the fundamental asset of 
the three. Fair sized loans may be 
made safely to a man who has character 
and industry; eventually he will pay. 
When a borrower can give evidence of 
good character, persistent industry and 
ability to direct his industry intelli- 
gently, he becomes no longer a credit 
risk, but a eredit investment. There is 
a vast difference between the two.” 

Students of the farm credit problem 
will have to apply these tests in some 
form, whatever their solution. There 1s 
a bit too much acceptance of the fiction 
of the screen study of the honest farmer 
—not merely as a type but as the only 
type found in rural districts today. 
There is a vast amount of ignorance of 
how ‘many hours a farmer works, not 
merely in harvesting time but every day 
in the year and there is also an astound- 
ing lack of knowledge as to how many 
farmers are directing their labors intel- 
ligently as any business man must do 
to remain in business. 

Would-be-solvers of the farm eredit 
problem may, with profit, not only ask 














“What is the Government going to do 
about it?” but also “Is the farmer ready 
for the credit he needs?” 

Farmers have been severely handi- 
capped during the last two or three 
years on account of the decreased pur- 
chasing power of the products which 
they produce. This difficulty is not due 
entirely to the value of the products 
which the farmer produced as deter- 
mined by the market price received, hut 
rather to the discrepancy 
which exists between this 
price and the price of prac- 
tically all of the things 
which the farmer buys, 
such as labor, fertilizer, 
feeds, farm machinery, 
clothing, fuel, ete. 


At the present time the 
purchasing power of farm 
products is about 66 per 
cent; that is, the things 
which the farmer has to sell 
will purchase approximately 
two-thirds as much of the 
things he has to buy as 
they would in 1913.’ This is 
another way of saying that 
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efforts for the purchase of farmers’ 
supplies at lower prices should receive 
the loyal support of everyone, and 
similar co-operative efforts for the effi- 
cient marketing of the farmers products 
should be encouraged. 

I feel that there is an excellent oppor- 
tunity to render an especially valuable 
service to the agricultural interests of 
Rhode Island and surrounding territory 
and incidentally to all the ” people, 


THIS BANK BELIEVES IN 
THE FARMER 


The Rhode Island Hospital Trust Company 
believes that agricultural as well i 
development should be encouraged by the bank, 
that both are good sources of community pros- 
perity, new business, sound credit. 
things they are doing: 

1. Making a study of the agricultural field and allied 
industries. 


2. Stimulating these industries by furnishing working 
ital at reasonable rates and bringing to such industries 
ful information that will be of value in making these enter- 


prises more profitable. 


3. Promoting buying and selling agencies and cooperating 
with farmers’ exchanges and other farmers’ organizations 
which are practical and of real service to the agricultural 





by some of the keenest and most success- 
ful manufacturing and commmercial 


as industrial 
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through the agricultural 
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interests in the New England States. 


One of the fundamental needs in 
solving this problem is the proper 
financing of the farmers and agricul- 
tural interests of the community. Im- 
proved practices and better business 
methods must be taught. Several educa- 
tional movements are already at work 
on this problem, and some encouraging 
results have been secured. The work 
of these same agencies would be made 
very much more successful 
and a great deal more pro- 
gress can be made in a much 
shorter period through the 
co-operation of a bank which 
will make a serious effort 
to furnish the agricultural 
interests with needed credit. 


Modern banks have un- 
doubtedly given a new ideal 
to business methods in gen- 
eral and recently they are 
establishing more. cordial, 
sympathetic - and human 
relations with their patrons. 
Probably no class of people 
in the East regards banks 
with more suspicion than the 


things then the bank must help him 
department 
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and insist upon the application of the 
best science and practice, together with 
a simple but efficient system of farm 
accounting, providing he desires to 
secure financial aid from the bank. 

The actual business which we do with 
farmers might be divided into three 
classes : 

(1) Mortgage loans: Sometimes a 
farmer should not borrow money on any 
other basis than a mortgage basis. This 
is true when a farmer wishes to improve 
his house or barns or undertake an ex- 
penditure which will take him two or 
three years to pay off. 

We recommend farmers to go to the 
Federal Land Bank at Springfield when 
wey want or should have a mortgage 
loan. Quite often however, farmers 
insist that we consider their mortgage 
,vans here. In quite a few cases they 
want to borrow more than $10,000, the 
limit which the Federal Land Bank is 
required by law to loan. The present 
Congress will probably raise this limit 
to $25,000. 

(2) Loans to Farmers Organiza- 
tions: Various farmers’ organizations 
for the purchase or sale of farmers 
supplies have been financed. 

(3) Loans to Individual Farmers 
Based on their Credit Statements and 
their Personal Character and 
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Ability : 
where from six 
months. 


loans 
months 


These extend any- 


to eighteen 


Our short time loans to farmers are 
based on a statement we ask the farmer 
to make out and file with us. The form 
of the statement is shown in the accom- 
panying illustration. We make it a 
point to give the borrower assistance in 
making out the statement which, in- 
cidentally leads him to a better under- 
standing of his own problem and finan- 
cial status. 

The news letters we mail out are more 
letters on timely subjects than news 
although we often include news when 
that better serves our purpose. For 
example our January 1922 letter was 
on “Farm Inventories.” A few para- 
graphs from this letter show how we 
work. 

An annual property list or inventory 
is of as great value to the farmer as it is to 
any other business man. Some business 
houses take inventory twice a year or 
even oftener. For the farmer once a year 
will usually be sufficient. 

Without an annual inventory farmers 


cannot tell whether they are progressing 
or falling behind each year. The modern 


farmer is a good business man and wants 
to know which way he is going; he is not 
content to drift along from year to year 





The Providence home of the Rhode Island Hospital Trust Company and in the insert 


the Agricultural booth which goes to the fairs in Rhode Island. 
constantly in attendance discusses credit needs and farm problems with farmers. 
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SS SS 





without knowing whether he is 
ahead or falling behind. 

It will be impossible to determine ay 
increase or a loss on the year’s business or 
the actual financial condition of the farm 
business without an inventory of all the 
farm property. If a farmer does not 
have very much ‘‘cash on hand’? there 
may be no real reason for discouragement, 
A study of the farm inventory may show 
an increase in value through the young 
stock which may have been raised, feed 
purchased, unsold crops and stock on hand 
or improvements which may have been 
made, all of which would make the total 
value of the inventory greater than it 
was a year previous. 

On the other hand when a farmer has 
considerable ‘‘cash on hand’’ he may be 
fooling himself unless he has made a 
study of his inventory. The money may 
have come from the sale of property which 
he had on hand the year before and his 
up-to-date inventory would show a loss, 

An inventory will show how much has 
been made or lost during the year. The 
final result will of course be made up of 
some gains and losses. The inventory may 
not show accurately on what enterprise 
the gain or loss was made; for instance 
horses may have been standing in the barn 
so long as to result in a loss on them, or 
the forage crops may have shown a profit 
and the animals which ate them shown a 
loss. 

The inventory or property list is prob- 
ably the most valuable of all farm records 
because it is the starting point in any 
system of farm accounts. Reliable figures 
regarding profits or losses cannot be 
secured without it. 

An inventory of the farm business will 
be of great help when making a statement 
to the bank when it is desired to borrow 
money for farm purposes. In case of loss 
from fire the inventory will be invaluable, 
especially in the adjustment of losses 
covered by insurance. 

The inventory is usually made when the 
stock on hand of all kinds is lowest; this 
may vary with the different types of farm- 
ing. In many respects January is a 
desirable month to make the inventory. 

The first listing of farm property is of 
course the hardest. After this it will be 
a simple matter to revise the list from 
year to year. 

We shall be glad to aid farmers with 
their inventory and furnish helpful bul- 
letins on the subject. 


getting 


In March last year we suggested the 
value of beautifying the farm home, as 
then was the time to act. This letter 
shows how we tie-up this subject with 
money : 

“Farming, unlike any other business, 
centers around the farmers home. The 
farm and the home are so closely related 
that the general appearance of the home 
itself may sometimes be regarded as al 
indication of the efficiency of the farm 
enterprise. 

“In many instances both the design 
and the position of the farm buildings 
may not coincide with our modern ideas 
regarding the construction and the rela 
tion of one farm building to another. 
This is no exeuse, however, for aly 
lack of effort in making every farm, 
and especially the farm home, as neat 
and attractive as possible. 

“One of the first steps to be taken ™ 
beautifying the farmstead would be to 
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equipment or materials for which there adds greatly to the naturalistic effect 





may be sold for junk. Give all build- 



























































































































































































remove from all buildings any worn-out winds. The informal planting of shrubs tion with rural homes. 
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Hardy peren- 
nials and annuals may also be used to 
js no longer any use. Such materials which it is desirable to secure in connec- advantage. 


“The native shrubs and trees may be 


“A eoat of paint every 
few years helps to keep 
the property neat and in 


“The farm home like 
other home should 
be pleasant and attractive 
for all those that live in 
it. Improvements such as 
are suggested above not 
only make farm _ homes 
attractive but add a great 


their monetary 


Agricultural De- 


and shrubs or to 


During the fair season 
we brought out some of 
the lessons to be found at 


the fairs—lessons 
that we wanted an 
opportunity to 
bring out our- 
selves. We _ not 
only made our 
point but in- 
creased the educa- 
tional value of 
the fair. 

October is a 
good month to cull 
the farm flock of 
chickens, discard- 
ing the poor 
layers. Pointers 
on culling were 
the subject of the 
October bulletin 


“Poultry products are probably 
products in Rhode Island and also 


“On practically every 
farm we find a flock of 


Even though a 


farmer may specialize in 


fruit, vegetables, 


work or general 
(Continued on page 51) 


. ings a thorough cleaning out. Have a used with much better effect about the 
t place for all farm a and equipment farm homes than many of the finest, 
, d see that everything is expensive varieties. 
a its proper place when 
, not in use. ’ 
: “The next step might be 
1 to clean up the farm yard good condition. 
: and the grounds around 
, the farm home. Collect / i —_——————rrrrrre every 
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s lumber, ete., and burn them 
e up if there is no better 
a way of disposing of 
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especially the land around deal to 
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e have sufficient drainage. “The 
: There is nothing more unsightly partment will be glad to reeommend 
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e than mud, especially during the assist in planning improvements of 
n winter months. Good drainage and this kind.” 
. properly constructed drives 
: or walks will overcome 
this difficulty in most 
- eases. 
is “A good lawn 
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: most important 
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it home. It should 
4 be large enough to 
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These exhibits of farm products grown around Providence were fostered by the Rhode Island Hospital Trust Company. 
the lobby of the Providence office and comes from one of the bank’s customers. 
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This outing of the employes of the Illinois Trust and Savings Bank stimulated the morale of the bank staff. 


IS THE NEW BUSINESS MANAGER 
INTERESTED IN EMPLOYES? 


He has a definite task of keeping employes sold on the 
bank, and thus rendering better bank service and show- 
ing interest in the growth of the bank’s business 


BY G. PRATHER KNAPP 


Vice President, Bankers Service Corporation, New York 


T the outset of this series of articles 

I stated that the new business man- 
ager of a bank should have partial re- 
sponsibility for personnel management. 
In making that statement I faced the 
same difficulty that confronts me when- 
ever I make general statements about 
banks. What sort of bank do I mean? 

What has a county seat bank of five 
employes to do with personnel manage- 
ment? What has the new business man 
of a metropolitan bank with 2,000 em- 
ployes to do with its complex employ- 
ment problem? What is _ personnel 
management, anyhow, and who ever told 
me they have such a thing in the 
ordinary bank? 

I plead guilty all along the line, but 
I offer extenuating circumstances. You 
see, the space at my command in any 
one article is strictly limited and when 
I want to describe a phase of the bank- 
ing business I have to do it in words— 
and in a few words at that. I am not 
asserting that getting new business for 
banks is a standardized profession.- I 
am trying to show that it should be one. 

And this is my main point. No new 
business manager anywhere, be his bank 
large or small, will be a success if he 
tries to reduce his job to a set of fixed 
formulae. Even a drug clerk who does 
that will soon find himself out of sight 
behind the prescription counter. 

The new business manager deals in 
human values. These values are the 
same for little banks and big banks, 
for counties and cities. And they are 
not mathematical. 

The personnel problem of every bank 
has its mathematical side and its human 
side. On the human side it can very 
seriously affect, for good or ill, the new 
business efforts of the bank. Hence 


the necessity that the new business man- 
ager should participate to some extent 
in the personnel management of the 
bank. 

Having this in mind I was interested 
by the remarks of Mr. S. C. Stallwood, 
vice president of the Northern Trust 
Company, Chicago, at the mid-winter 
conference of the Trust Company Divi- 
sion, American Bankers Association, in 
New York last month. Mr. Stallwood’s 
subject was “Advertising within the 
Bank.” 

He opened his talk with some perti- 
nent figures as to the interest, or lack 
of interest, in personnel management 
as a new business asset, manifested by 
American banks. “Not enough is being 
done,” he said, “to train junior officers 
and employes in the underlying prin- 
ciples of trust company service or the 
broad fundamentals of trust company 
policy. Thirty-six per cent of the insti- 
tutions replying to a questionnaire do 
nothing in this regard. Thirty-seven 
per cent use A. I. B. or other courses, 
but only eight per cent hold conferences 
for the purpose of stimulating and in- 
forming the entire staff.” 

“Advertising within the bank,” he 
continued, “if taken in its broadest 
sense, is to my mind one of the most 
important duties of bank management. 
You are selling the same commodity .at 
practically the same price as your com- 
petitor. The only way you differ from 
your competitor is in the institutional 
personnel, the human skill, sympathy 
and service which you can, if you will, 
increase to a highly profitable extent. 

“Advertising is a good deal like 
charity—it covers a multitude of sins 
and it should begin at home. 

“Unless the men and women who 


make up the working personnel of a 
trust company are trained to under- 
stand the services which it can render 
and really believe in them, how ean we 
expect this understanding and_ this 
faith from that large proportion of our 
customers who seldom or never see an 
executive officer and who register most 
of their impressions of the institution 
from contacts with the employe? 

“Broadcast advertising through the 
printed word will not help us much 
unless we have the spoken word to back 
it up inside our organization. The 
friendly attitude toward customers is 
far more necessary in a bank than ina 
merchandising establishment. A cus- 
tomer may sometimes purchase mer- 
chandise of merit from an indifferent 
sales person, but he will seldom or never 
recognize the merit of bank service if 
it is rendered by uninformed, unenthu- 
siastic or unhappy men and women. 

“There is nothing intricate or com- 
plex about this thing called ‘personnel 
management.’ It is simply the golden 
rule, the habit of treating the other 
fellow as you would like to be treated 
yourself if you were the subordinate 
and he were the chief. 

“For example, I have heard of a 
institution in which there is a rule that 
the word ‘Mr.’ shall always be used by 
an officer in addressing a clerk in the 
presence of a client. This may seem 
small matter on the surface, but it 8 
one’ that really counts. It gives the 
client the impression that he is to be 
taken care of by a man who is worth- 
while. It makes the clerk understand 
that worth-while service will be expected 
of him. And it puts two men, clerk and 
client, on a footing of business equality. 
Whenever a client is introduced to one 
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of this bank’s senior men, the prelim- 

iary talk is conducted in such a way as 
to impress upon the client that the clerk 
is a senior, and that he is fully equipped 
to take care of him. 

“This is, of course, merely one of the 
small twigs of a plant which many 
banks are trying to root very deeply in 
fundamental principles. The first of 
these fundamental principles is, to my 
mind, the principle of rapid responsive- 
ness in recognition and compensation. 
The custom of blanket salary adjust- 
ments annually which used to prevail 
in most trust companies is, I believe, 
being discarded in progressive institu- 
tions in favor of a system which 
responds instantly to merit when merit 
shows itself. 

“It is not generosity, but simply en- 
lightened selfishness to secure and hold 
the successful, progressive and ambitious 
employe, and such employes are only 
secured and held by demonstrating to 
them that, when they make profits for 
the bank, they are at the same time 
making profits for themselves. 

“But I think that we ean go even 
deeper than that and say that it is a 
duty we owe our employes, to help them 
increase their skill, to further their 
progress and to stimulate their ambi- 
tion. 

“Let us make our employes feel that 
they are working with us rather than 
for us. They ean do nothing without 
us—we can do nothing without them. 
Let us give them the enthusiasm that 
comes of loyalty, the skill that comes of 
understanding, the happiness that comes 
of a steady sense of progress. Let us, 
as far possible, make the working staffs 
of our institutions like the army of 
Napoleon, of which it was said that 
every private carried a marshal’s baton 
in his knapsack.” 
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“The enthusiasm that comes of loyalty, 
the skill that comes of understanding.” 
Getting those two forces behind his 
developmental program will do very 
much for the new business manager and 
his bank. Let us review some of the 
methods which have been successful, but 
first let us look at the underlying condi- 
tions which have been responsible for 
their success. Z 

The first necessity, as Mr. Stallwood 
points out, is fairness— and a reputa- 
tion for fairness—in the bank toward its 
employes. The new business manager 
who expects to do very much with the 
bank’s personnel—and he ean do very 
little without them—had better be sure 
that employes are getting what they 
deserve in pay and promotion. One 
hopeless clerk can neutralize advertis- 
ing and solicitation effort enough to pay 
for twice the cost of either educating 
him and raising his salary or replacing 
him with a more efficient and better 
paid worker. The new business manager 
should use all his influence with ex- 
eeutives toward a policy that insists on 
high efficiency and that pays enough 
for it to get it. 

Recreation and social activity among 
employes can be made a business-getting 
asset if the new business manager takes 
the proper interest in it. The high 
officers talk business on the golf links, 
at the club and at luncheon. So will 
the employes if we get them together 
for their relaxation and play. 

Edueational programs for clerks and 
junior officers should give room for 
new business instruction. If they do 
they will be more interesting to the 
learners and more valuable to the bank. 
The fault of most educational courses for 
bank employes is, in my opinion, that 
they have too little to say about how 
to make more money for your bank. 
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What value ean come of a deep knowl- 
edge of Gresham’s law unless one knows 
how to get currency into the hands of 
the receiving teller? 

What does it profit a man to know 
accounting if undivided profits are on 
the decrease? 

Where is the benefit of being up on 
the theory and practice of credits if 
your bank is ‘loaned up’ and you don’t 
know how to get some new non-borrow- 
ing deposits? 

Why fill your head with the law and 
practice of fiduciary relations if you 
can’t attract and hold trust customers? 

One of the tragedies of banking, as 
it is of law, medicine and engineering, 
is the fact that knowing how to handle 
business is not worth much to you unless 
you know how to get it. In all four 
professions the man who knows is too 
often the poorly paid “devil” of the man 
who sells. 

Of course the big successes are the 
all-around men who ean both attract 
business and handle it. J. P. Morgan 
was called the greatest banking sales- 
man of his time. He was a man- 
compeller who swayed captains of in- 
dustry and finance by a flash of the 
eye. But we must not forget that as a 
young man he refused .an offered profes- 
sorship of economies. 

The new business manager should not 
despise book education in banking. He 
needs an A. I. B. course and a banking 
law course more than any other. man in 
the bank; but he can help the ambitious 
employe and the bank by keeping up 
a steady training course in “The Theory 
and Practice of Making Ours a Bigger 
Bank.” 

“Get Business and You'll Get Ahead—” 
is a slogan that every clerk and junior — 
officer might profitably paste on the 
(Continued on page .50) 
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The Corn Exchange National Bank of Chicago gave a party to its employes and their friends in the bank lobby. 
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HOW WE BOOSTED OUR DEPOSITS | 
TO FIFTEEN MILLION DOLLARS 


Novel contest plan involving stockholders and direc- 
tors as well as employes, added two and a half mil- 
lions to the deposits of the Chicago Trust Company 


By WM. J. KELLY 


Manager, Business Extension Department, Chicago Trust Company, Chicago 


HEALTHY growth in deposits, 

high bank morale and an increase 
in capital stock which netted our stock- 
holders a neat profit, built our bank spirit 
to the point where our organization, in- 
cluding stockholders and directors under- 
took a campaign to add two and one 
half million deposits, raising our total 
to $15,000,000. The plan, the outgrowth 
of an idea by Mr. Teter, our president, 
was first expressed at the twentieth 
annual banquet of the bank staff last 
May. So cordially was it received that 
buttons bearing the insignia of the 15 
Million Club were immediately distri- 
buted. Mr. Teter was elected General 
Chairman and pledges were requested 
from the various departments of the 
bank. 

The employes having entered so en- 
thusiastically into the idea, the Board 
of Directors were quickly enthused, 
entering into the spirit of the contest 
under the direction of P. H. Joyce. 

Samuel Hastings one of the stock- 
holders with a great deal of initiative 
and enthusiasm was selected to interest 
the stockholders. Of these many are 
out of town a large part of the time. 
Our active group in Chicago does not 
exceed. 100. At a big stockholders, 
dinner to which everyone was invited, 
Mr. Teter talked of the attitude of em- 
ployes in the past. Mr. Hastings, who 
acted as toastmaster, then presented the 
plan and sold it to the stockholders 
present. 

The stockholders volunteered pledges 
on the first night totaling $528,000. To 
the best of my knowledge, it is the first 
stockholders dinner held by a bank as 
old as ours in the city of Chicago. .- 

The dinner was held the first of June. 
A month later, Mr. Hastings wrote the 
stockholders telling them that they had 
been elected members of the 15 Million 
Club. With this letter he sent a state- 
ment showing the quota to be raised by 
stockholders and they were urged to 
reach this amount. Mr. Hastings, as a 
stockholder, was in a position to urge 
fellow investors to action, whereas, one 
of the officers would have had a more 
difficult situation with which to contend. 

Mr. Hastings followed this letter up 
with another outlining the plan adopted 
by the employes. A third letter mailed 
the 5th of August contained introduc- 
tion eards. He wrote again the Ist of 
September, pointing out how important 


it was for each stockholder to do his 
part, this was followed the 15th with 
the first announcement of how the 
pledges were being fulfilled and how 
much must still be raised. In the middle 
of October, Mr. Hastings sent the first 
copy of the 15 Million News, a little 
publication we originated, which in- 
cidentally proved a great little stimu- 
lator. He called attention to the fact 
that the stockholders had secured only 
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The Flashograph, simply a written message 
on a big sheet of paper, is distributed during 
contests of various kinds by the Chicago Trust 


Company. They believe it is their most effec- 
tive enthusiasm arouser. 


a small percentage of their pledge. 
To this he added: “We would like to 
materially increase during this month 
the amount of new business secured by 
the club. If you will make a special 
effort to obtain at least one new account 
some time in the next week or two, it 
will go a long way toward boosting the 
total considerably, and _ incidentally, 
getting us closer to the leading teams.” 


The last two letters which Mr. Hast- 
ings used are reproduced herewith. 


A very interesting phase of our stock- 


holders enthusiasm has been the results 


which we are still securing after the 
contest is closed. Stockholders have 
now a new appreciation of the bank 
service and a realization of what they 
ean do to-help us. Stockholders 
actually contributed to the total $183,410 
of deposits. One stockholder brought 
in accounts totaling $52,000 and another 
one $50,000. 


The work of the directors brought in 


hasay 


$327,892, in deposits, of which two men 
contributed over $100,000. Mr. Teter 
brought the subject of the 15 Million 
Club up at each directors meeting, and 
Mr. Joyce, leader of the directors, per- 
sistently pushed the matter of new ac- 
counts with each director. We found 
a man with a good deal of persistance 
was the most successful with directors, 
while initiative and enthusiasm and 
leadership counted among stockholders. 
One of the most successful stunts we 
used was a little four page folder, on 
the outside of which we wished the 
recipient a Happy New Year. This was 
mailed one week before the contest 
closed. The copy ran as follows: 

The 15 million Club needs $200,000 
before Saturday evening. 

$2,300,000 has already been secured 
—our goal is $2,500,000. 

Your team’s standing at the mo- 
ment is a trifle below par. A little 
help from you between now and Satur- 
day evening, when the Club will ex- 
pire, will place your team—and the 
Club too—in a happier position. 

It’s always pleasant to be connected 
with a successful enterprise. This is 
the most successful effort of its kind 
ever conducted by a bank. The credit 
is yours, but we will feel our success 


is incomplete unless we get $200,000 
before Saturday Evening. 


On another page was printed the 
comparative standing of the various 
departments. This folder created en- 
thusiasm in the contest so that we closed 
the year and the contest with a total 
of $2,647,890.06. This was an increase 
of 21 per cent in deposits within seven 
months. In view of the fact that a good 
part of this time was during the slack 
summer season it is a material testimony 
of the enthusiasm and loyalty of our 
bank personnel. 

We secured effective results from two 
short communications, which we called 
“flashographs.” One of them was 
written in longhand and is reproduced 
on this page. The other was typewritten 
in short paragraphs and distributed on 
Saturday, so as to encourage the re- 
cipients to spend part of Sunday secur- 
ing new accounts. It read as follows: 


READ THIS AND SMILE 


Mr. O’Leary takes lead. Secures $200,- 
000 aecount—largest opened thus far m 
campaign. : 

Dr. Norman Bridge, Stockholder, with 
able assistance of Mr. Hiram Cody, digs 
up one to the tune of $100,000. 

Some shootin.’ 
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All of our individual efforts won’t be so 
fruitful. That’s a good thing. A real 
success arises out of a heap that represents 
a consolidation of many pushes, many 
efforts—some large, some small. That let’s 
everyone in. You and I included. 

The accounts you have in prospect— 
whether they be big or little ones—will 
help mightily. Remember we have no 
deadline either way. 

Closest to the heart of each Captain at 
the moment is a desire that each of his 
members get at least one account. Your 
action will spell encouragement. 

Incidentally $1,500,000 is in. That’s three- 
fifths of our success. The other two- 
fifths is waiting on our door step. Let’s 
bring it in before the cold drives it away. 
It’s labeled $1,000,000. 

Sunday is a good day to see those friends 
not available during other days of the 
week. Tomorrow is Sunday. 

That’s all until you manufacture more 
news to be told. 

In addition to the letters and flasho- 
graphs, and perhaps more important in 
keeping the interest of the participants 
fully keyed up to the 15 million drive, 
was a series of three eight page bulletins, 
ealled the “Fifteen Million News.” The 
first number was distributed on October 
11, 1922. It contained the standing of 
the various teams at that date, personal 
notes about the success of individual 
contestants, and an encouraging message 
from Mr. Teter. This message gives an 
idea of the angle from which the contest 
was staged. 

“Reports in the bulletin showing what 
the Fifteen Million Club has already 
accomplished indicate better than any- 


thing else the splendid success our Club 
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promises to be,” said Mr. Teter. 

“Kmerging from the vacation season 
with a grand total of $863,000 in new 
business demonstrates an enthusiastic 
spirit and a staunch loyalty. 

“Now it is time to start work in 
earnest. We have $1,637,000 to get and 
ten weeks in which to work. 

“Mr. Joyce, heading up the Directors, 
calls attention to his team’s average and 
says by the end of October it will be 
ahead of the bank staff; Mr. Hastings 
reports a stirring sound from the stock- 
holders that. listens like many new ac- 
counts and a jumping average; Mr. 
O’Leary, leading the Bank Staff, is eall- 
ing for the crowd to watch the speed of 
his gang and is willing that both Di- 
rectors and Stockholders pass then—if 
they can. : 

“Getting it over will be an interesting 
job and it is sure to furnish a lot of 
fun. We shall appreciate your con- 
tinued participation and after our goal 
is reached I am sure you will be glad 
you had a part in the accomplishment.” 

Number two of “Fifteen Million 
News,” appeared on November 6, with 
photographs of the employes who had 
secured the largest totals, with the 
amounts they had turned in. On the 
page of photographs was the stimulat- 
ing caption, “Will you be responsible 
for a change in this page?” , 

Finally on January 20, 1923, we sent 
out the final number, bound in a dis- 
tinetive cover. This contained the page 


of photographs revised according to the 
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highest scores, the final records of the 
teams, and individuals and a note of 
congratulation from the president. 

In our ease no prizes or bonuses of 
any nature were made during the 
contest. It was based on the enthusiasm 
and loyalty of our staff and owners to 
the bank. We will within a short time 
move into our new home and everyone 
was made to realize that each increase 
in the volume of business meant an in- 
crease in responsibility and opportunity 
for the individual. 

The staff of the bank itself Secured 
$2,136,587, in deposits considerably ex- 
ceeding the quota of $1,800,000. One man 
John W. O’Leary secured $333,221.82 
worth of new business. J. A. MeCor- 
mick, captain of the leading team in 
the commercial department brought in 
himself, $225,000 worth of business, 
while his team added another $15,000. 
Frank O. Birney whose team was second 
in this department, personally brought 
in $249,000. The real estate loan de- 
partment with a more extended per- 
sonnel had close competition for first 
place. One man brought in $106,000 
and another one $100,000. 

The result of our contest shows that 
enthusiasm and spirit of employes has 
a concrete and definite contribution to 
make to bank growth and development. 
We are not only well pleased with the 
campaign in the bank staff but with 
the loyal response of our directors and 
stockholders, who put the half, on the 
two anda half million. 







Lucius Teven. Pacsicenr 
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are two of the letters sent by Mr. Hastings, Chairman of the stockholders’ section of the-15 Million Club and used to arouse enthusiasm 
¢ work among the stockholders who lived in Chicago. 
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WILL YOU KNOW WHAT YOU WANT 
WHEN IT IS TIME TO BUILD? 


The plans accepted by the City National Bank of Goshen, Indiana, contain many 


the development of any banking 


quarters. Blue prints of the floor plan and elevations illustrate these points 


By K. M. VITZTHUM 


President, K. M. Vitzthum & Company, Bank Architects, Chicago 


PROBABLY no attempt has ever 
been made to measure accurately 
the value of a new building adequately 
fitting the needs of a bank and rep- 
resenting the strength and security of 
the institution. Not only are there 
numerous details of service and con- 
venience that may be added 
to the satisfaction accorded 
the customer who patronizes 
the bank, but there are more 
conerete and valuable con- 
siderations, such as_ in- 
creased economy of opera- 
tion and increased deposits, 
as well as income from 
safety deposit boxes. 

While the City National 
Bank of Goshen, Indiana, 
which will oceupy the build- 
ing illustrated on this page, 
has not had time to com- 
plete the structure, there is 
a tangible measure of the 
deposit building value of 
the building under construce- 
tion. Within three months 
after starting excavation 
the resources have grown 
$210,000 or twenty per cent 
of their previous total of 
slightly over a million. This 
is not a new bank, but ore 
that was established in 1872 
and apparently had a fixed 
position in the banking 
activities of the community. 

What effect the actual re- 
moval into the new build- 
ing will have on deposits, 
is only a matter of con- 
jecture, but it is certain that 
the improved facilities of 
the bank and the community 
room that will occupy one-half the base- 
ment will attract to the bank a consider- 
able volume of new business. 

The building occupies a corner lot 
44 by 80 feet. The exterior is finished 
in Indiana or Bedford buff limestone. 
The style of architecture is classie and 
of the type that has stood the test of 
time. Two engaged pillars flank the 
main entrance. The front and side are 
marked by impressive pilasters. Inside 
the same architecture dominates the 
seene. Here the motif is carried in 
different materials. The entire archi- 
tectural plans are of monumental design 


and 107. 


to impress the idea of a safe banking 
institution instead of a 
house. 

The building is of fireproof construe- 
tion throughout; the foundation being 
of monolithic conerete, wihle the main 
floor, walls, mezzanine floor and roof 


commercial 


City National Bank, Goshen, Indiana 


LUE prints of the main floor plan, sev- 
eral interior elevations and the details of 
the vault door of the City National Bank 
of Goshen, Ind., will be found on pages 102 
This building of fireproof con- 
struction 44 by 80 feet will cost complete- 
ly furnished including desks, floor covering 
and draperies about $70,000. 
the specifications it is possible to reduce 
this cost still further, 


are of reinforced concrete. 
tions are of tile. 

Every effort within reasonable ex- 
pense was made to make the building 
fireproof and the vault burglar proof 
as well; thus materially reducing the 
insurance charges. On entering the 
vestibule, which opens on the main 
street, stairs at the left lead up and 
down. Those going up lead to a suite 
of four offices, which will be occupied 
by a law firm, one of whose members 
is legal advisor of the bank. This ar- 
rangement is not only very convenient, 
as it keeps this legal counsel in the 


The parti- 


By varying 


building, but 
month rent. 

The stairs to the basement lead to 
a large community room, which will 
have a big rest room as well as equip- 
ment for public gatherings for which 
there is more or less need. 

This income it is estimated 
will be sufficient to offset 
practically all of the eurrent 
expense of the building, 
leaving the bank to carry 
the interest charges of the 
investment. The contracts 
for this building were let 
some months ago, and so the 
cost is typical; but this 
building can be duplicated 
today at between $60,000 to 
$75,000. 


Going 


also brings in $100 a 


straight ahead 
through the vestibule, one 
steps into the banking room 
proper, which will be domin- 
ated by the safety deposit 
vault in the center of the 
rear wall. The vault stands 
out about 8 feet. Not only 
is this desirable as a rep- 
resentation of the strength 
and character of the bank, 
but also as an advertisement 
of the safe deposit boxes 
which it will contain. 

To the right of the en- 
trance is space for the ex- 
ecutive officers, separated 
from the main banking floor 
by a counter. The floor of 
this section is above the 
general level of the bank to 
facilitate conversation with 
customers, and to give the 
officers a better view of the 
operating staff of the bank. 

Between the officers’ quarters and the 
front of the bank is the president's 
private office, which may be entered 
either directly from the officers’ quarters, 
or from the bank lobby. This room 1s 
equipped with a sound proof telephone 
Looth particularly for long distance 
ealls, and with a private lavatory. — 

From the officers’ quarters, or going 
towards the rear of the bank are two 
large cages with two tellers windows 
each; back of them is considerable work 
space. This area matches a_ similar 

(Continued on page 103) 
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These eleven men are kept busy identifying signatures on checks on the First National 
Bank of Detroit thus insuring the bank against forgeries. 
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A POSITIVE METHOD OF 
SPOTTING FORGERIES 


Signature clerks in a large Michigan bank 
develop an intuition that enables them 
to appraise quickly the worth of a check 


By F. R. DANIELS 


HEN you deposit your money in a 

modern bank you may be sure no 
robber or nitro-glycerine artist is going 
to get any of it because of late develop- 
ments in metallurgy and engineering. 


But at one point where theoretically 
a bank might incur serious loss, no 
mechanical safe-guarding will ever be 
possible and reliance must be placed on 
the human element. The men who 
identify signatures on checks rely almost 
entirely on their memory and might 
make some costly mistakes. But they 
don’t. 

Around a table on the fourth floor 
of the First National Bank Building, 
of Detroit sit nine young men who daily 
pass on the signatures of 40,000 checks. 
In nearby files are cards bearing the 
authorized signatures of the 11,000 
depositors of the bank. These young 
men have developed their memory for 
Signatures to such a point that in the 
course of a day they will collectively 


have to consult the ecards less than 100 
times to verify their judgments. 

“Tt requires three years’ experience 
to make a good signature clerk,” says 
an executive of the bank. “It’s a tire- 
some job and we have to pay our men 
above the ordinary rate to retain them 
in this department.” 

“The ability to identify thousands of 
signatures is not a feat of memory, but 
rather mental photography,” he says. 
“Ask me to describe the signature of a 
man and I ecouldn’t do it. But put a 
signature before me and ask me if it 
is his and I ean give you the answer. 

“A signature clerk develops an in- 
tuition that enables him to spot for- 
geries almost at a glance. He may not 
be able to point out the exact reason 
for his belief without checking up his 
hunch but his judgment rarely de- 
ceives him. 


“A good signature man ean even tell 
how long it took a forger to trace a 


21 





signature. With a lens he will enlarge 
the signature to the width of a foot or 
two. Then he can see breaks or devia- 
tions from the line that are caused by 
heart beats. The pulsations of the blood 
stream become apparent and by count- 
ing the pulse beats the time used by the 
forger may be estimated. The lines in 
a true signature will be unbroken and 
flowing.” 

Youthful signatures vary widely ac- 
cording to the mood of the writer. But 
the signature “sets” about the 22nd year 
and remains more or less uniform. A 
man’s signature changes every seven 
vears but the alterations are gradual 
and eumulative. Less change is noted 
between the ages of 21 and 35 than 
between 35 and 50. Physical and 
mental conditions cause a man to write 
differently though the basic features of 
his signature remain unchanged. 

Ornate signatures were said to be a 
thing of the past. In Detroit, they are 
only. seen on checks from rural Cana- 
dian banks where officials are not so 
rushed and attach more importance to 
calligraphy. 

Bankers and other business men sign 
their names so often that they take, the 
line of least resistance and write in the - 
simplest way. Signatures of corpora- 
tion officials on pay checks are almost 
as uniform as if they had been rubber- 
stamped. Simple signatures are much 
harder to forge than complicated ones. 

Women’ were said to be tempera- 
mental in their signatures. One check 
may be signed Mrs. John Smith, the 
next Mrs. J. F. Smith, and next Mary 
Smith and so on. Oceasionally a 
woman’s check will come in signed 
“Dorothy” or “Elizabeth.” 

When notification is sent to women 
that their account is overdrawn, they 
will often write a check on the same ac- 
count, and mail it to make good .the 


deficit. 


The penmanship of the public is said 
to have deteriorated in the last 20 years. 
The growing use of typewriters and the 
neglect of the subject in the schools is 
held responsible. Men of affairs almost 
never write a perfect hand. Underlings 
are the ones who write well. The sig- 
nature of the successful man who has 
fought his way to the top is described 
as usually being abrupt and sloping 
upward. His restles. energy shows in 
his writing. The routine man has a 
regular signature that reveals no ex- 
plosive power in it to twist it out of 
shape. 


There is a growing tendency among 
men of affairs to use their Christian 
names instead of initials. A list of prom- 
inent men is almost without a group 
of initials as Warren G. Harding, 
Herbert Hoover, Henry Ford, Coleman 
Dupont, J. Pierpont Morgan, George M. 
Reynolds, Charles E. Mitchell. 


for over 225,000 farmers, 
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HOW NATIONAL FARM LOAN 
ASSOCIATIONS OPERATE 


Through their agency loans have been negotiated 


amounting to 


$635,000,000 and marked activity is still in progress 


REATER interest is being mani- 

fested by bankers in National Farm 
Loan Associations. A short time ago 
many bankers had little knowledge of 
the operation of these associations. 
Some were inclined to assume an at- 
titude of indifference, while others were 
openly antagonistic to the whole Fed- 
eral Farm Loan System. 

This opposition, particularly upon 
the part of some of the country bankers, 
arose from the belief that the farm loan 
business which had taken them years to 
build up would be lost through the 
competition of these “government insti- 
tutions.” 


The recent distressing agricultural 
conditions, however, suddenly brought 
them to the realization that instead of 
being detrimental to the interest of 
country bankers, the system was actually 
working out to their benefit. By en- 
abling them to convert their “frozen 
credits” into liquid assets, many of them 
were no doubt saved from going on the 
rocks. 

Some bankers had to learn their lesson 
by bitter experience, but most of them 
are now willing to concede that no finan- 
cial system can be devised by which a 
bank can safely loan demand deposits 
on long time maturities. 

Of what importance, then, are these 
institutions which, at first, many bankers 
were prone to look upon with more or 
less disdain or opposition, and what 
part do they play in the functioning of 
one of the greatest financial systems in 
the world? 

On November 30th, 1922, after only 
about four years of active operation .of 
the Federal Farm Loan System, there 
were 4,486 National Farm Loan Asso- 
ciations in the United States. 

These associations have a paid up 
Capital of $31,711,562.50, and are now 
increasing their Capital at the rate of 
over $875,000 per month. 

Through their agency loans have been 
negotiated for over 225,000 farmers to 


the amount of $634,231,250, and they- 


are continuing to negotiate loans at the 
rate of over $17,500,000 per month. 
National Farm Loan Associations are 
organizations of farmer borrowers, 
chartered by the Federal Farm Loan 
Board. The Federal Farm Loan Board 
was created by the Federal Farm Loan 


BY EDGAR A. ALCORN 


National Farm Loan Association Examiner 


Act, which was passed July 17, 1916. 


Operating under the provisions of 
this Act, the Federal Farm Loan Bureau 
has four branches— 


Federal Farm Loan Board 

Federal Land Banks 

National Farm Loan Associations 

Joint Stock Land Banks 

The Federal Farm Loan Board, con- 
sisting of the Secretary of the Treasury 
and four members appointed by the 
president, has general supervision over 
the entire System. 

The Federal Land Banks, governed 
by five directors, appointed by the 
Farm Loan Board, make the loans and 
issue bonds, which are sold to investors. 

The National Farm Loan Association 
has been aptly defined as “the door 
through which the farmer-borrower 
enters into the benefits of the System— 
the co-operative ageney through which 
loans are initiated, through which the 
application of the proceeds of loans are 
supervised, and through which the local 
interest of the borrower are served.” 

Joint Stock Land Banks are organized 
and owned by private individuals. They 
issue bonds and sell them to investors, 
just as Federal Land Banks do, and 
enjoy the same privileges, even with 
wider latitude, and are subject to the 
same rules and regulations as Federal 
Land Banks. 

Ten or more farmers desiring to 
borrow money, may unite to organize a 
National Farm Loan Association. 
Under the law, less than ten farmers 
eannot form an association. 

At the same time application is made 
to organize, they must also make appli- 
cation to borrow an aggregate sum of 
not less than $20,000. No one ean be 
a member of an association unless he is 
a borrower, or about to become a bor- 
rower, and no loans are made to any 
one individual of less than $100 or more 
than $10,000. 

To be eligible for membership in an 
association a farmer must be the owner, 
or become the owner on the completion 
of his loan, of farm land. 

He must also be an “actual” farmer— 
“one who conducts the.farm and directs 
its entire operation, cultivating the same 
with his own hands, or by means of 
hired labor.” 

A man may even live on his own 


farm, superintend its operation, and 
actually do some of the work with his 
own’ hands, and yet not qualify as an 
“actual” farmer. 


A lawyer, for example, engaged in 
the active practice of law, and depend- 
ing mainly upon his law practice for a 
living, would not, under such conditions, 
be eligible. 


The owner of a farm which is oper- 
ated by a tenant, would not be eligible. 
To borrow under the Federal Farm Loan 
Act, and thereby attain membership in a 
National Farm Loan Association, an 
owner “must be responsible in every: 
way—financially and otherwise—for the 
cultivation of his land.” 


There has been some criticism against 
this policy of denying to those who are 
thus, in a measure, engaged in the de- 
velopment of farm land the full bene- 
fits of the Farm Loan System. But the 
plain intent and spirit of the law is to 
give aid to the bona fide farmer, and 
since the System has not yet had time 
to supply sufficient funds to meet his 
requirements, it would be an injustice 
to lend its resources to the encourage- 
ment of land speculation and _land- 
lordism. 

A farmer’s wife who owns land in 
her own right may borrow and hecome a 
member of an association. 

Minors, incompetents, enemy aliens, 
administrators, executors, or trustees 
are not eligble for membership. For- 
eigners may become members if the laws 
of the state in which the association is 
located do not restrict the right of aliens 
to hold and convey real estate. 

A farmer whose farm is located en- 
tirely outside of the territory assigned 
to the association is not eligible. How- 
ever, if only a part of his farm 3 
within the territory, even though the 
farmer may live on the part outside of 
the territory, he would be eligible, ex- 
cept when the line dividing the farm 1s 
a state line. In that case he would not 
be eligible. 

If a farm is divided by a state line, 
and the farmer wishes to secure a loan 
on the entire farm, he must make two 
separate loans and join two assocla- 
tions, becoming a member of the one 
serving the territory in which part of 
his farm is located in one state, and 4 
member of another serving the territory 
































in which the other part of the farm is 
located in another state. 

When a farm is within the territory 
served by two associations in the same 
state, the owner may join either associa- 
tion, regardless of on which side of the 
line he may live. 

Where there are joint owners of land, 
any one of the owners who himself may 
be eligible for membership, may partic- 
ipate in the preliminary organization 
of an association and become a charter 
member, and may also serve as a 
director or member of the Loan Com- 
mittee. The stock in the association, 
however, must be issued to all of the 
joint owners who sign the mortgage. 

As a rule, the Farm Loan Board does 
not favor the organization of National 
Farm Loan Associations in territory 
which is already adequately served by 
other associations. 

While associations have been char- 
tered to cover the greater portion of 
the United States, others may be or- 
ganized in new territory, or in territory 
which is not adequately served. 

The first thing usually done in the 


‘organization of a National Farm Loan 


Association is to arrange a meeting of 
the farmers in the vicinity in order 
that the subject may be discussed in- 
formally among them. Any one may 
eall such a meeting, and notice may be 
given by phone, by mail, or by publica- 
tion in the county paper. 

These meetings are often held in 
school houses, churches, courthouses, or 
in the homes of farmers conveniently 
located. 

If it is found that a sufficient number 
of farmers at the meeting are desirous 
of borrowing money and joining with 
each other in forming an association, 
one of the number may be delegated to 
take whatever steps are necessary to 
effect an organization. 

Before anything further is done, the 
person so delegated should write to the 
Federal Land Bank of the district, 
advising them of the preliminary meet- 
ing and requesting them to furnish all 
necessary blanks and instructions. 

While it. requires only ten farmers, 
Whose applications for loans need not 
aggregate more than $20,000, to organize 
an association, it is advisable not to 
attempt to organize with less than fifteen 
or twenty applicants, with applications 
for loans aggregating from $35,000 to 
$40,000, as in the progress of organ- 
wation, one or more applicants may 
withdraw, or some may not qualify as 
members, thereby delaying the organiza- 
tion. . 

When the consent of the Federal Land 
Bank is obtained, and the organization 
papers are received, the applicants are 
called together to effect a temporary 
organization and: execute “Articles of 

ation.” 
Tn organization meetings each person 
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-man and secretary are chosen. 


should have only. one vote, regardless 
of the amount of his application, as 
his stock ownership is undetermined 
until his application is approved and 
accepted by the Federal Land Bank. 
At this meeting a temporary chair- 


A name 
for the association, the number and 
names of directors desired, and the 
territory inf which the associatton is to 
operate are matters to be decided upon. 
The “Articles of Association” are 
then filled out and signed by those 
desiring to form the association. These 
Articles set forth: 
The name of the association. 
The purposes for which it is 
formed. 
The authorized Capital Stock, and 
the par value of each share. 
The liability of the shareholders. 
The number of directors, and the 
names and addresses of those chosen 
for the remainder of the current year. 
The territory in which the associa- 
tion is to do business. 
The amount of loan applied for 
and the stock subscribed by each 
applicant. 


The territory allotted to an associa- 
tion in which to do business must be 
confined within the boundry of a single 
state. 
in territory covering any part of two 
states. 

No association can have ahsolute 
monopoly of any particular territory, 
and if conditions justify, the territory 
of one association may overlap the 
territory of another. 

After the “Articles of Association” 
have been executed, the applicants 
named therein as directors meet and 
elect a president, vice president, se- 
cretary-treasurer, and a loan committee. 
By-Laws are adopted, and such other 
business transacted as may be necessary. 

The Farm Loan Act provides that 
the directors of National Farm Loan 
Associations shall be elected and hold 
office in the same manner as are Na- 
tional Bank directors. Although Na- 
tional Bank directors are required to 
be sworn, the Farm Loan Board have 
ruled that directors of National Farm 
Loan Associations need not take an 
oath, upon the ground that they should 
be put to as little inconvenience and 
trouble as possible, and should be sub- 
ject to no requirements not legally neces- 
sary. 

Voting by proxy at the annual elec- 
tion of directors is not permitted, ex- 
cept in the case of joint ownership, 
when one of the joint owners may rep- 
resent the others and vote the stock 
owned by them jointly. Also a married 
woman, who is a member of an associa- 
tion, may authorize her husband to 
act as proxy. 

The applications for loans are re- 
ferred to the Loan Committee, which 
appraises each farm. The report of 


An association cannot operate . 
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the loan committee is then approved or 
rejected by the directors. 

If approved, they are forwarded to 
the Federal Land Bank, with the articles 
of association, and with an affidavit, 
executed by the Secretary-Treasurer, 
setting forth that each subscriber is the 
owner, or about to become the owner, 
of farm land and that. the desired loans 
amount to $10,000 or more. 

If, in the judgment of the officers of 
the Federal Land Bank, the applicants 
are eligible and the loans are accepted, 
they will send a Federal Appraiser to 
make a personal investigation and 
appraise each farm. 

If the report of the Federal Appraiser 
is favorable, the loans are accepted, and 
the association is then granted-a charter 
by the Federal Farm Loan Board, and 
upon this authority, are qualified to 
transact further business, admit new 
members, and negotiate additional loans. 

Directors designated in the “Articles 
of Association” remain in office the re- 
mainder of the current year. There- 
after they are chosen at stockholders’ 
meetings in the same manner as directors 
of National Banks are elected. 

The annual meetings of the stock- 
holders are held on the first Tuesday in ~ 
January of each year, notice of the time 
and place being given thirty days in 
advance. : 

The law says that no farmer can 
belong to a National Farm Loan. Asso- 
ciation unless he is a borrower, and that 
he cannot be a borrower unless he sub- 
seribes for stock in the association to 
the amount of 5 per cent of ‘his loan. 
A member of the association must, there- 
fore, become a borrower and a stock- 
holder at the same time. 


The par value of the shares is $5 
each. If an applicant wants to borrow 
$100, he must take one share of stock; 
#500, five shares; $1000, ten shares, 
and so on. 

The cost of the stock is usually ‘de- 
ducted from the loan before the proceeds 
are turned over to the borrower. For 
example, a member who has_ been 
granted a loan of $10,000, would re- 
ceive $9,500 in cash and a Certificate of 
Stock in the association for 100 shares, 
having a par value of $500. 

However, a borrower may pay cash 
for his stock at the time he makes his 
application, or he may add the cost of 
his stock to the amount of his loan, 
providing this does not increase his loan 
beyond 50 per cent of the appraised 
value of the land and 20 per cent of 
the improvements. 

It does not mean that the borrower 
will lose the amount invested in the 
stock which he is compelled to buy, or 
that it is any way an expense in connec- 
tion with making the loan, but the stock 
is merely held by the association as 
additional security to his loan, and all 

(Continued on page +41) 


HEN a certain savings bank in a 

large middle Western city decided 
to go over the records of its older dor- 
mant accounts, an interesting commen- 
tary on banking methods fifteen years 
and more compared with today de- 
veloped. 

The savings department could only 
furnish 25 per cent of the addresses 
in connection with the names. 

“Where are the addresses of the other 
75 per cent?” demanded the represent- 
ative of the new business department, 
who was to cireularize these old converts 
to the thrift theory and make nice up- 
to-date savers out of them. 

“Only this number bothered to put 
down their addresses,” the represent- 
ative of the savings department replied. 

The accounts in question were from 
two to twenty years old. 

And that was that. 

Well, the new business department, 
undaunted as are departments of new 
business by tradition, went after these 
5000 names. Every possible source 
was consulted, with the result that 1200 
addresses were dug up. Letters were 
sent out to these addresses, and two 
months after the initial effort, a couple 
of hundred of the savings customers 
had been heard from. 

Evéry bank, which is emerging from 
the old era of banking minus all con- 
tacts with the customer, as if account 
number Exty Ex represented a hypoth- 
esis of the nebular theory rather than 
an alive and kicking human being, will 
admit to something of the same condi- 
tion regarding names in its old records. 
Then, meaning in those old days, a cus- 
tomer withheld his address and occupa- 
tion for various reasons from sécret 
fact to whim. Today, a manager of 
the savings department of a_ large 
Detroit institution recently refused a 
sizable savings deposit because the cus- 
tomer refused to give his address. 

“T finally said to him,” declared the 
manager, “politely but plainly, that our 
bank was not interested in securing the 
kind of customer who withheld his ad- 
dress from the institution.” 


The entire story of the change in the 
attitude of bankers toward contact with 
customers is contained in a campaign 
being conducted by the Commerce 
Guardian Trust & Savings Bank, Toledo, 
Ohio, to stimulate dormant savings 
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THEN AND NOW—SHOWING HOW 
RECORDS HAVE DEVELOPED 


Fifteen years ago, numerous depositors 
“did not bether” to give the bank their ad- 
dresses, but today the central file “tells all” 


By OSGOOD BALEY 


accounts and to keep in touch with 
commercial customers as well as men in 
business not customers. The campaign 
is not the effort of a month or even six 
months, but rather a sign of the faet 
that this bank is awake to the modern 
idea in banking—that selling the ecus- 
tomer is one thing, and keeping him sold 
is a thing that is still better. 

“To be honest, we have in our history, 
as well as most old banks, a chapter 
that present-day methods would stamp 
as lackadaisieal,” says an executive of 
this Toledo bank. “Some of our old 
savings files contain stories that are 
no less than financial tragedies. They 
tell of savings accumulated modestly, 
vear after year, and then suddenly 
abandoned by the owner, whether for 
good or not, we ean’t tell. For instance, 
there is the case of Demetrius Sardopo- 
polus, a Greek, as his name signifies. 
By dint of perseverance at his hard 
work and steady savings, Demetrius 
saved an amount in excess of $5,000. 
Then, sometime ago, when our bank de- 
cided to get in touch with him because 
his saving had ceased for some time, we 
found that he had left his work and we 
had no other address. Surely he could 
not have gone back to Europe without 
his money. Perhaps he is injured, per- 
haps he had died and has heirs. The 
bank has so far been unable to find 
him.” 

The story of Demetrius, with its over- 
tones of tragedy, is one extreme illus- 
tration of those who suddenly abandon 
hard-won thrift habits and advantages. 
In many eases, where the customer is 
thus losing ground, he could be helped 
to maintain his good financial habits if 
at the right time he received a reminder 
from the bank. 

Over a vear ago, the Commerce Guar- 
dian Trust & Savings Bank decided not 
to relax its contacts with eustomers, and 
particularly to pay attention to accounts 
that were dormant and slipping. A 
series of booklets was sent out last year 
to customers of this kind. From time 
to time individual letters were sent out. 

An unusually interesting way of 
stimulating dormant accounts is the one 
chosen by the advertising department of 
the bank in its last series of booklets. 
The idea, is simply getting the good 
customers to tell the “slipping” cus- 
tomers “how they got that way.” 


The series is called “Letters from Sue- 
cessful Savers.” The letters are not 
fanciful fabrications of a versatile 
brain, but they are actual letters re- 
ceived from customers as the result of a 
tactful and interesting questionnaire 
picked from a list of “good” customers, 
and sent in connection with a letter. 
The “good” customers were not rich 
ones but the ones who saved steadily. 

Among the questions asked in the 
questionnaire were the following. 


What, in your opinion, is the greatest in- 
centive to start a Savings Account and keep 
adding to it? (Check one or more items, 
or add your own reason if not listed.) 

(a) Provision against “the rainy day” 

(b) Desire to own your own home — 

(c) Saving for a real estate investment 

(d) Saving for a bond or some other 
sort of investment 

(e) Saving to buy more insurance 

(f) Saving to educate your children or 
help in the education of a relative 
or his children. 

(g) Desire to accumulate some “surplus 
funds” without any particular 
object in view. 

(h) Rate of interest paid 

(Add any additional reason here).. 


Is thrift natural with you, due to heredity 
and parental training? 
Ts thrift not natural with you, but deter- 
mined upon by an effort of the will? 
What prompts you to maintain your ac- 
count with this bank? (Check one or more 
items, or add your own reason if not listed) 
(a) Location of bank 
(b) Treatment extended by officers and 
employes 
(c) Our interest plan of paying 4 per 
cent on savings from day of de 
posit 
(d) Personal acquaintance with an officer 
or employe 
(e) Confidence in financial 
bank 
(Add any 


strength of 


additional reason here) 


Perhaps the most interesting of the 
replies received to the questionnaire 
was the answer of one John McGlone, 
a workingman, sixty years of age, who, 
in addition to filling out the question- 
naire, wrote a letter to the bank explain- 
ing his reason for consistent saving. 
And let it be said at this point that his 
saving was consistent. Every Monday 
morning, when the hand of the clock 
points to nine, John McGlone is at the 
teller’s window making his regular 
weekly deposit. 

Mr, Mills—I will tell you why I save and 
why I chose your bank and stay with it. 

I am saving all I can so that I will not be 
out of money when I need it the worst— 
time of sickness or old age. I will be sure # 
need it when I am too old to work and may 
need it before that on account of sickness oF 
unemployment. I know what it is to be short 
of money with sickness and death in the family 


and do not want to be caught that way aga! 
I have no family now but old age is sure te 


(Continued on page 85) 








W B. WEISENBURGER, assistant to John G. Lonsdale, of the National Bank of Commerce in St. Louis, 

* and director of public relations, started in the newspaper business twelve years ago on the “Duluth 
News Tribune” where he became assistant managing editor. Later he ran a newspaper at Monmouth, 
Illinois, and at Hannibal, Missouri. It was from Hannibal that he was drafted as secretary of publicity 
for the St. Louis Chamber of Commerce, where he originated the First Liberty Loan Drive and was a leader 
and organizer of many of the campaigns and war activities. ‘‘Greater St. Louis”, the official publication 
of the Chamber of Commerce, was founded by Mr. Weisenburger, and he is the originator of the adver- 
tising campaign that spent $50,000 in advertising the city. He has also served as Secretary of the Public 
Relations Committee of the A. B. A., as well as directing much publicity for the St. Louis convention. 


Here’s what he says of the BANKERS MONTHLY: 


“‘Bankers Monthly gets a hearing with me because it deals in successful practices 
less than in pet theories, more in human than in economic equations. To be success- 
ful, people must be understood; the same with magazines.”’ 





The symbol of safety 


Banks which offer their depositors Super- 
Safety Insured Bank Checks find the con- 
fidence engendered by this service benefits 
their deposits, and increases their clientele. 
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Burns’ Detective 
Protection 


This added service to the public costs the bank no 
more. Yet it gives positive protection and obviates 
unpleasantness should the depositor be the target 
of the amateur or professional check crooks who 
prey on the public. Check frauds last year are esti- 
mated at over fifty million dollars. 


The World’s Safest 
Bank Checks 


They are made of tHe world’s best safety paper. 


Each depositor using these checks is insured in the 
Hartford Accident & Indemnity Co., for $1000.00 
against loss through fraudulent alteration. 


They are protected individually by The William J. 
Burns International Detective Agency, Inc. 


The Bankers Supply Company 


The Largest Manufacturers of 
Bank Checks in the World 


New York Chicago Denver ’ 
Atlanta Des Moines San Francisco 


Hartford Insurance 
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MAKING YOUR BIRTHDAY A JOY 
TO OWNERS AND OFFICERS 


This bank made its birthday celebration such 
a deposit attraction that they won 4,265 new 
accounts and over $175,000 increased deposits 





CAN you imagine the excitement that 

spread through the crowded bank 
lobby of the Liberty Trust and Savings 
Bank when a four year old boy who had 
just opened a savings account with a 
dollar found a $20 gold piece in the en- 
velope that the teller gave him? 

Or can you imagine how pale a six- 
foot-two negro got when he opened his 
envelope and had to chase a $5.00 gold 
piece that rolled out? 

A ladies aid society from a neighbor- 
ing church held a long debate as to how 
they should enter on the books another 
$5.00 gold piece that they received when 
they put their funds into the Liberty 
Trust during the celebration of the 
tenth anniversary. Every barber shop, 
grocery store, butcher shop, drug store, 
dub and church organization was ex- 
citedly talking about the money that the 
Liberty Trust and Savings Bank was 
giving away to new customers in eele- 
brating its birthday. 

There was no emploves campaign, no 
personal solicitation, just a big mass 
movement toward the bank in response 
to its celebration and generosity toward 
new accounts. During the week 4,265 
accounts were opened at a cost of 43 
eents and with an average deposit of 
$32.00. So carefully was the celebra- 
tion planned that little was known about 
the campaign until the bank opened on 
Monday morning. The extensive decor- 
ations had been placed after closing 
late Saturday night; so there was a real 
surprise waiting for employes when they 
came to work. Then Tuesday night a 
banquet was tendered the employes by 
the officers of the bank with the result 
that it was not necessary to bring in 
extra help during the week. 

Folders inviting the customers of the 
bank and their friends to call during 
anniversary week brought people into 
the bank on the opening day and from 
then on the crowds grew as the news of 
the celebration was spread by word of 
mouth. 

The force of this advertising gathered 
strength so that not only the quota of 
2,000 acounts was more than doubled 
but on the last day two and a half ac- 
counts were opened every minute for 
eleven consecutive hours. 

Three general advertising features 
Were used during the campaign. All 











By H. J. BILANSKY 


during the week quill pens were distrib- 
uted with the name of the bank printed 
on the feathers. On Wednesday, ear- 
nations were given to mothers and 
special efforts made to bring in the 
women of the households. On Thursday 
blotters, pens and rulers were distrib- 


Manager, New Business Department, Liberty Trust & Savings Bank, Chicago 





uted to school children who packed the 
bank to the limit. Friday, father was 
given cigars. 

The coins mentioned above were the 
second feature that attracted people to 
the bank. These coins where placed in 
envelopes and numbered to correspond 





This reproduction of the Statue of Liberty was used as part of the interior decorations 


of the Liberty Trust and Savings Bank during their tenth birthday tying up the 
idea of ‘‘Liberty’’ and ‘“‘savings.’’ 
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with pass book numbers so that distribu- 
tion was impartial. The actual coins 
were used so that there was no hunting 
around for the prize and a great deal 
of excitment resulted particularly when 
the larger coins were found. In fact, 
the bank believes that each gold piece 
brought in ten new accounts immediately 
and influenced may other people to come 
in later with the hope that they would 
win something of equal value. 

The third advertising feature was 
especially for accounts over $500. A 
bakery across the street was called on 
to furnish birthday cakes with ten 
candles on. Each cake was marked into 
ten parts by a design on the frosting so 
that a depositor naturally followed 
these marks in eutting the cake. Between 
the layers and directly below the sec- 
tions, new bills ranging from one to 
twenty dollars were placed as prizes. 
Pieces of this cake were offered only to 
depositors starting with $500. 

During the entire celebration, the 
officers made it a point not to be at their 
desks but circulating through the lobby 
and meeting customers. Tellers were 
instructed to introduce the officers to 
customers whom they had not met and 
in other ways the men whose names 
were connected with the bank, were 
called on to spread good fellowship 
among the depositors. 

There was a noticeable movement of 
money from the safe deposit vaults to 
the savings department during the week. 
Not only were new accounts opened but 
a revival of interest was shown in old ac- 
counts so that savings deposits showed 
a net gain of over $175,000 for the six 
days. 

The Liberty Trust and Savings Bank 
is located in a well developed foreign 
section of Chicago with numerous bus- 
iness establishments of various kinds 
and sizes in the neighborhood which is 
pretty much independant of the rest of 
the city. The first day’s business 10 
years ago brought total deposits of $126,- 
334. At the close of the ninth year this 
had grown to $6,041,881 and at the 
tenth year (the second day of the cele- 
bration) deposits reached $7,086,469." 

During the past several years special 
emphasis has been placed on the name 
of the bank, every opportunity being 
used to play up “Liberty.” For ex- 
ample, the bank has used a liberty bell 
savings bank instead of any of the other 
banks. The electric sign outside the 
bank has a bell at the bottom and in 
other ways they emphasize to the for- 
eigner that liberty and freedom are 
tied up with a bank account, especially 
one in their bank. 


The first Nationa] Bank of Bay City, 
Texas, has been reorganized and new 
officers and directors elected. V. L. 
LeTulle is the new president. 








The Mercer Trust Company of Trenton, New Jersey, puts these posters up in the factories 
to arouse saving desires. 


GETTING THE SAVINGS 
OF WAGE EARNERS 


Attractive posters, changed weekly, are dis- 
played in many Trenton factories so that 
the workers are constantly reminded to save 


By FRED MERISH 


“WHAT'S your hurry?” asked 

potter Lewis as he encountered 
one of his fellow workers leaving the 
plant. 

“I’m on my way to the bank to make 
a deposit,” came the rejoinder. 

“Wait a minute, I’ll draw my pay and 
go with you,” said Lewis. In a few 
minutes the two potters were at the re- 
ceiving teller’s window in the Mercer 
Trust Company, Trenton, N. J. 

This is not an isolated instance of 
Trentonian thrift but an occurrence 
most usual among workingmen of this 
city. Why? Just because the Mercer 
Trust Company has gone direct to the 
source to procure the business of the 
laboring men. Here’s how it is done. 

In all Trenton factories are placed 
handsomely framed posters depicting 
the advantages of thrift. Each poster 
is illustrated and the text written so that 
the laboring man can understand the 
message. The photo above shows one 
of these posters hanging on the wall of 
a local wire mill. These illustrated 
thrift salesmen are changed once a week. 

Hundreds of these posters have been 
distributed to factories here and inas- 
much as they are conspicuously placed 
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on the shop walls, the workingmen are 
continually reminded that it is their 
duty to save. And in connection with 
this factory campaign, the bank gives 
away pay envelopes to all manufactur 
ing plants. Printed on these envelopes 
is a short sermon of thrift. Surely, the 
psychological time to preach the power 
of the saved dollar is payday! 

The Mercer Trust Company believes 
in illustrated copy and uses it in all 
kinds of advertising. “It’s a cold world, 
but a bank book is a warm field and 4 
secure one,” admonishes a Mercer Trust 
newspaper ad and accompanying this 
advice is an illustration of a bank book 
with the sun shining on it, the infer- 
ence being that sunshine and bank ac- 
counts are one and the same. 

On the outside of the bank framed 
placards arrest the eye of the “man in 
the street.” Twice a week these cards 
are changed and they are all attention 
attracters. What parent would not be 
impressed if he saw a baby sitting om 
a bank book in a turbulent sea and 
below this illustration, the inscription, 
“Afloat on the sea of life—but a bank 
book, unless neglected, will never fail to 
keep him above water.” 
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Getting out the figures — 


The Cashier of an Illinois bank was having 
trouble with the Federal Income Tax return, 


He couldn't get it straight, even after weeks of 
work. 


One morning the Baker-Vawter man dropped 
in with new stock forms for daily distribution 
of income and expense items. These forms 
furnish a running analysis that makes figures 
for reports and comparative purposes always 
ready. 


Now the bank’s Income Tax figures are ready 
when wanted. Non-taxable returns are cur- 
rently separated, legitimate expense deduc- 
tions known, digging through old records 
almost entirely eliminated. 


In this, and in practically every department 
of a bank, there is a Baker-Vawter system 
designed to deliver results. You might find 
the solution ofyour own problem among them. 
It doesn’t cost anything to ask a Baker-Vawter 
man about it. 


‘‘We’ve got to have those figures on the reserves 
as of this morning, Blake. The Board meets in a 
couple of hours.”’ 


The cashier was speaking to the bookkeeper. The 
president had made a special point of it. 


“T’lldo my best,”’ said Blake. ‘‘Figures have to be 
DUG out of these books. Reports that we need in 
a hurry always take too long. We ought to im- 
prove our general bookkeeping, some way, it 
seems to me.”’ 


OUR General Records are the controls of the 
bank. Transactions should appear in sufficient 
detail and summary, throughout the general ledger, 
income analysis, expense distribution and financial 
statement to make facts and reports quickly available. 


The Baker-Vawter unit plan for general ledger isa 
simple way to get this result. 


Hundreds of banks all over the country look to 
Baker-Vawter for help in their record work. For 35 
years we have made a business of learning ways to 
increase the efficiency of bank recordkeeping. We 
make the equipment to carry out our ideas, too. 


You can find out about it through one of our men. 
There is one near you. Ask his advice when trouble 
occurs; better yet, let him help you avert trouble. 


BAKER-VAWTER COMPANY 


General Offices: Benton Harbor, Michigan 
We serve and sell direct - Our own offices in 55 cities 
Manufacturing Plants at 
Benton Harbor, Mich. + San Francisco, Cal. 
Holyoke, Mass. + Kansas City, Mo. 
Canadian Distributors: Copeland-Chatterson, Ltd., Brampton, Ont. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 


Originators and Manufacturers Loose Leaf and Filing Equipment 
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Register at window for your case: 


LOWRY NATIONAL BANK 
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This booth and exhibit of the Lowry National Bank of Atlanta attracted much attention 
at the Southwestern Fair recently held in Atlanta. 


HE names and addresses of more 

than 15,000 prospective bank cus- 
tomers were recently secured by the 
Lowry National Bank—now the Lowry 
Bank and Trust Company of Georgia— 
through a clever piece of advertising 
at the Southeastern Fair recently held 
in Atlanta. 

A booth, in many instances the exact 
replica of a bank teller’s cage, was built 
in the Liberal Arts building. It was 
painted on eanvas, but its “marble” 
sereen and “bronze” window bars could 
searcely have been distinguished from 
the real articles. 

In the background was a “vault,” jts 
door opened wide to receive valuables, 
and on the floor in front of it Were 
piled enough sacks of “eurreney” to 
have made a substantial payment on 
our war debts—if it had been the real 
thing. 

A feature of the exhibit was a minia- 
ture house, fully furnished and illum- 
inated. Leading to it were a number 
of steps covered with savings deposit 
books and bank books, showing un- 
mistakably that the road to a little home 
must be paved with a bank account. 

But the best attraction of all was a 
sign over the paying teller’s window an- 
nouneing that a five dollar savings ac- 
count would be given away each day to 
the holder of the lucky registration 
number. More than 15,000 people reg- 


istered at the “bank” during the fair— 
5,000 of them on Children’s Day alone. 

On that day, attractive school bags, 
with “Lowry National Bank” in bright 
blue lettering, were given away to 
children who registered. One little girl 
on her back from the fair was 
asked about her new bag. 


way 


“People from the Lowry National 
Bank gave it to me,’ she replied. 
“Before I got it I had to sign a card, 
and I am going to save my pennies and 
put them in that bank. Daddy will give 
me a lot more pennies to save than to 
spend.” 

And doubtless that was the impres- 
sion made on many other children who 
visited the booth. 

Harry M. Johnson, assistant cashier 
ot the bank, originated the display and 
was in charge of the booth, with C. C. 
Carter, Miss Regina Corrigan, Harold 
F. Wilson and G. H. Stone as assistants. 
It was the first exhibit of its kind ever 
made at the Southeastern Fair, but it 
was one of the most successful exhibits 
in the big Liberal Arts building. 


Since this exhibit, the Lowry National 
Bank has merged with the Trust Com- 
pany of Georgia to form the new Lowry 
Bank & Trust Company of Georgia— 
one of the largest ‘banking institutions 
in the South. Its total invested capital 
is more than $7,000,000, its resources 
exceed $30,000,000. 


THREE YEARS SEE U.S, 
GOLD INCREASE BILLIOy 


‘THE United States now has aboy 

$4,000,000,000 in gold, $3,000,000,0q) 
of which is in the custody of the Fedey| 
Reserve banks. Net imports of go 
last year amounted to $238,295, 
compared with $667,357,000 in 199) 
The country’s gain in gold in the past 
three years has been over a 


billion 
dollars. 


Such huge aceretions of gold woul 
be impossible in normal times. Gol 
serves the purpose of balancing inte. 
national payments. Ordinarily, an ¢«. 
cess of gold would soon be drawn off tj 
other countries, since an increase of 
gold expands the lending power 4 
banks, causes interest rates to fall ani 
the surplus gold to be shipped to othe 
financial centers where money earns ; 
higher rate. But today the balance of 
international payments lies heavily in 
favor of this country. Other countris 
which have payments to make can do » 
by sending us goods, acquiring credits 
here or shipping gold. The balance of 
merchandise trade with Europe is in 
our favor; we are not investing much 
of our surplus funds in Europe. Thu 
gold commands a premium as a mean 
of settling balances with us. 


This excess of gold taken in connec. 
tion with our expanding business is a 
cause of some alarm to financial author. 
ities. Gold used as reserves forms the 
hasis for about ten times as much eredit. 
Such an amount of credit would provide 
#n immense, artificial stimulation of 
business. 


international conditions 
become normal, gold will flow out of the 
country. Credit contraction followed 
by sharp curtailment of business would 
be the result. For these reasons, the 
opinion is advanced that about $1,000, 
000,000 of this gold should be considered 
as surplus and not counted as reserve. 
Thus the basis for credit expansion 
would be only normal and the country 
would be able to discount in advance 
any turn in the international balance 
which would cause gold to move out 
ward. There is at present no indica- 
tion of an inflationary tendency, but 
experience clearly shows that it is 4 
thing to be reckoned with. 


As soon as 


After working up from transit clerk 
to the position of cashier of the Mid 
City Trust and Savings bank of Chicago, 
0. <A. Christensen has resigned to 
become treasurer and director of the 
International Lamp Corporation, a $2; 
000,000 concern. At the time of his 
appointment as cashier, Mr. Christen- 
sen was the youngest bank cashier 1 
Cook County. 

When Mr. Christensen left his desk 
on the afternoon of January 3lst, his 
fellow employes presented him with 4 
platinum watch and chain. 
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GRAVES 


GRAVES SERVICE believes that bank ad- 
vertising should’ perform three -important 
functions—get itself read — remembered — 
and acted upon. 




























Because of its success in creating that kind 
of printed salesmanship—a standard which 
in the opinion of many bankers has revolu- 
tionized financial advertising—Graves Service 
occupies a special and preferential place in 
the business-building activities of banking 
institutions that stand out as bulwarks of prog- 
ress in their communities. 


The distinguishing difference you’ll recog- 


nize in employing the Graves organization 
is this:- 






Graves Service takes up the job where ad- 
vertising usually drops it and completes the 
job like a master salesman. 






A Graves Consulting Specialist is ready to discuss results with 
you for 1923. Send for him now while you’re reading this. 





WM. ELLIOTT GRAVES 
FINANCIAL PUBLICITY GRAND RAPIDs, MICH. 


SERVICE | 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 





[TH the signs of coming spring 

farmers are turning their atten- 
tion toward the feeding cattle market. 
Soon they will be purchasing thin steers 
for light feeding and pasturing, indica- 
tions being that the good trade of the 
last year will instill them with sufficient 
confidence to stock up the grass land 
which last season remained idle, for the 
most part. 

This confidence is not due entirely to 
the good eattle trade of late. It has 
been assisted by their deductions of bus- 
iness and industrial conditions. Re- 
cently I have talked to several score of 
feeders, and invariably they seem 
imbued with the idea that continued 
good business and industrial conditions 
mean higher prices for farm products. 
No consideration is given to the fact 
that our mounting prosperity ‘is in 
danger of becoming inflated with an 
aftermath of deflation. All the farmer 
sees is his 65 cent dollar, and the fact 
that the wages of city working people 
have not declined materially. On top 
of this is the demand of labor that the 
cuts be restored. 

Banks are beginning to feel the sen- 
timent of the country, for already there 
is a big demand for money with which 
to buy eattle. It will be much heavier 
within the next sixty to ninety days, 
during which time prices of thin cattle 
undoubtedly will be higher. This is 
the prediction I find among people who 
make it a business of selling to or for 
the farmer. 


By TOM DELOHERY 


While I believe in the future of the 
cattle market, yet I also view with 
caution the fact that farmers might go 
“erazy” over thin eattle and pay 
entirely too much money for the steers 
they want for feeding and pasturing. 
This, I believe, is also shared by country 
bankers—men who have money and are 
willing to lend it. 

In event of wild buying, common 
sense usually is forgotten, and, when 
the eattle are fit for marketing, either 
the market has not been maintained or 
is not high enough to permit the good 
profits of the last year. Naturally this 
will cause a lot of hard feeling among 
feeders, and while it is almost a sure 
thing that bankers will come out with 
the money advanced, yet farmers will 
be about broke, and forced to borrow 
more cash to carry on their business. 


From what I have been able to learn, 
good yearlings will be very much in 
demand. Feeder dealers say they will 
be worth 9 and 10 cents a pound in the 
thin stage—that is, sealing 400 to 600 
pounds. Heavy cattle, on the other 
hand, probably will not be so popular, 
because killers have been ducking this 
kind whenever the lighter kinds are 
available. To me upwards of a dime a 
pound looks pretty stiff for feeding 
yearlings, despite the fact that a large 
part of the increased weight will be 
made by grass. Corn and other feeds 
are mounting in prices, selling upward 
of 75 and 80 cents in some sections; and 
with the advanced season, these prices 


probably will not come down. Ty 
market shows the custom has been ty 
advance, if anything. 

If I were a banker I wouldn’t war 
my clients to pay any more than § 
cents a pound, and if possible, I thin 
8 cents would offer more surety, anda 
reasonable chance to make a_ Mitte 
money. For one thing, the cattle marke 
is not going to pay profits indiscrimi 
ately as it did during the last yeu, 
The new deal will make money for thox 
who have bought right and who knov 
how to feed cattle properly. It’s goin 
to be a job for a man who knows his 
business, and not one who goes into it 
blindly, attracted by the profits whid 
other feeders have made. 


In the cattle trade at Chicago peopl 
are concerned not over the prices of 
finished beef, but what feeders will pa 
for their thin stock. Usually when the 
opening month of the year brings a gov 
feeder trade, it means the early spring 
months will see a wild scramble to get in 
Backing up custom is the fact that cattle 
have been selling well, despite the ru: 
ning of warmed over cattle for fear the 
trade would break. Men who took shor 
profits in order to get out as quick # 
possible, find the trade did not follor 
their judgment, so they are a littl 
more confident, as a result. 

“T see no reason why men who pa! 
upward of 9 cents, and even 10 cent 
a pound for thin yearlings of goo! 
quality in the next few months, need te 
worry about making money,” sail 
Charles Day, old time feeder dealer. 
“T think this fat cattle market is gomg 
to continue to pay $9.50 to $11 pe 
bundredweight for fat bullocks. I base 


my idea on the fact that all of the} 
people are working, and wages are 10! | 
Instead, there is a de 


coming down. 
mand in most union circles that the 
seales be advanced. 


“Tt is a cinch that the railroad folk F 
will be working full blast, for they a f 
unable to handle the traffic now. There 
is a building boom all over the country: : 


(Continued on page 78) 
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mightiest banking insti 
tutions and the center 
of commercial banking 
activity in the great, 
wealthy industrial sec- 
tion midway between 
Chicagoand NewYork 
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CORNERSTONE OF 


GREAT BUILDING 


J R. NUTT, president of The Union 

Trust Company of Cleveland, 
took the silver trowel and 
laid the cornerstone of the new twenty- 
story Union Trust Building on January 
24. The ceremony was not open to the 
public. Only a number of the officers 
of the bank were present. The ceremony 
itself was very brief and consisted only 
of a short address by Mr. Nutt. 

It is interesting to note the nature of 
the documents which were placed inside 
the ecornerstone—things which are to 
lie there, undisturbed, for years upon 
years—things which may prove to be of 
considerable interest as historical relies 
at the time when the cornerstone is next 
opened—whenever that may be. 

Inside the copper box which 
placed within the cornerstone 
sealed the following items: 

First financial statement of The 
Union Trust Company and also a ecur- 
rent statement. 

The savings pass book used at the 
Union Trust Company on the date of 
the laying of the cornerstone. 

A series of advertisements announc- 
ing the formation of The Union Trust 
Company on January 1, 1921. 

A few of the various eurrent publica- 
tions of The Union Trust Company, 


himself 


was 
were 


President Nutt of the Union Trust Company of Cleveland as he laid the cornerstone of the 


in Cleveland on the date of the laying 
of the cornerstone. 

A photographie history of the prog- 
ress of the building, from the turning 
over of the first shovelful of dirt until 
the date of the laying of the corner- 
stone. 

The annual report presented to the 
Board of Directors at its last meeting, 
January 19, 1923. 

A photograph of the group present 
at the laying of the cornerstone. 

A photograph of each of the officers 
of The Union Trust Company. 

A photographie reproduction of the 
original newspaper article announcing 
the erection of the new building. 

One thousand feet of motion picture 
film illustrating the tearing down of the 
building which previously stood upon 
the new building site, and the progress 
of the new building to date. 

A copy of the remarks of Mr. Nutt 
at the cornerstone ceremony. 

From a review of these items it is 
evident that any one opening the corner- 
stone box, say one hundred and twenty- 
five years from now, could get a quite 
definite idea of the size and scope of 
activity and nature of business of The 
Union Trust Company of Cleveland in 
January, 1923. 


new building, which ie to house the Union Trust Company. 


ineluding its business magazine, “Trade 
Winds.” 

Photographs of a number of Union 
Trust officers. 

The current broadcasting schedule of 
The Union Trust Radio Station, WJAX. 

Current issue of The Union Trust 
house-organ, “The Teller.” 

Copies of the newspapers published 


Besides Mr. Nutt, president of The 
Union Trust Company, the following 
Union Trust Officers were present at the 
ceremony : 

George A. Coulton, senior vice pres- 
ident; J. R. Kraus, W. M. Baldwin, 
C. L. Bradley, G. S. Russell, A. B. 
Marshall, H. E. Hills, R. S. Hyatt, C. E. 
Farnsworth, E. E. Creswell, George P. 


Steele, E. V. Hale, F. D. Willian: 
F. J. Woodworth, J. P. Harris, A, i 
Scoville, George N. Sherwin, H, p 
Messick, G. P. Koelliker, Allard Sniti 
O. M. Stafford, P. J. Slach, J, ¢ 
Sanders, L. H. Fisher and & ) 
MeGwinn, vice presidents; R. S. Cray. 
ford, secretary; R. H. Sharpe, ¢, 2 
Anderson, P. T. Harrold, L. J. Hajg, 
assistant vice presidents; W, ( 
Saunders, treasurer; George Wece. 
ling and H. B. Chappell, assistant trey 
urers, and W. J. O'Neill, trust office: 


GUARANTEE OF DEPOSII 
PROPOSED IN MINNESOT 


ILLS to create a guarantee of ba 

deposits have been introduced i: 
the Minnesota Legislature and Secretan 
Richards is ealling upon all the bak 
in that State to interest themselves 
the defeat of the proposition. In a ¢. 
cular letter, Secretary Richards al 
attention to an object lesson furnish 
by North Dakota as follows: 


“An illuminating report has be 
made by the Guaranty Fund Comnis 
sioners of North Dakota to the Leg: 
lature of that State. It is a scathix 
indictment of unsoundness of the Gur. 
anty of Deposits Law as space will a 
permit quoting the entire report, notie 
these two paragraphs: 

“By the enactment of this law, asi 
is worded and as it was advertised, tle 
public was induced to deposit money 
State banks under the belief that tk 
deposits were guaranteed by the Stu 
itself, and this belief is very genet 
today.’ 

‘The guaranty fund law, as it m 
stands, is nothing more than an adve 
tising dodge to attract deposits, appi 
ently intended to deceive, and worded s 
that the mass of public do, with reasi, 
think that the State of North Dakws 
itself guarantees these deposits.’ 

“A large part of the financial troult F 
in North Dakota is due to the usety 
this ‘advertising dodge’ which brougt 
money into the banks of the State frou 
outside sources. As soon as this moni 
could be invested at equally good ralt & 
in its legitimate territory it was wit & 
drawn and as a consequence many bats 
failures resulted.” 


George N. Fratt, of the First § 
tional Bank of Racine, Wisconsin, ¥* 
elected a member of the advisory boar E 
of the Bankers’ Finance Corporati § 
of Wisconsin. The officers are: H. 45 
Moehlenpah, president; 8. M. 
vice president and treasurer; ; 
Perry of Fond du Lac, second vit 
president; John Rose, of Green Bay. & 
secretary, and Loring T. Hammond, * § 
sistant secretary. 
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General Motors 
Acceptance Corporation 


ENT, heat, light, food—essential com- 
modities used by the family—are 
paid for out of current income. 

The automobile is the most important 
unit of transportation for people and 
goods. It is an essential commodity used 
by the family and is properly purchasable 
out of current income because it repre- 
sents an asset of continuing value. 

To make this possible, the General 
Motors Acceptance Corporation was or- 
ganized in 1g!g under the banking laws 
of New York State as an associated inde- 
pendent institution to supplement—but 
not supplant—the credit machinery of 
the local banks. 

The Acceptance Corporation furnishes 
credit accommodations exclusively for 
General Motors dealers and distributors, 
and for individual purchasers of General 
Mocors products who wish to pay in cash 
a portion of the purchase price and the 


balance by making payments out of cur- 
rent incomes. Operations extend to every 
corner of the globe, with branch offices 
in seventeen cities and travelling repre- 
sentatives covering all countries where 
motor vehicles are used in quantity. 

Up to the end of 1922, General Motors 
Acceptance Corporation financed mare 
than 273,000 automobiles under its retail 
plan, and more than 158,000 automobiles 
under its wholesale plan. The retail 
value of the products financed was over 
$440,000,000. 

In these operations the Acceptance 
Corporation has negotiated more than 
$350,000,000 of its obligations with over 
1,400 banking institutions throughout the 
United States. 

Thus General Motors, through the 
Acceptance Corporation, is rendering a 
service to the purchasers of General 
Motors cars. 


A booklet entitled “GENERAL Motors ACCEPTANCE CorPorRATION” will be mailed if a request 
is directed to the Department of Financial Publicity, General Motors Corporation, New York. 


GENERAL 


BUICK CADILLAC - CHEVROLET 


Fisher Bodies 
Harrison Radiators 


Remy Starting Systems 
- Jaxon Rims - 


OAKLAND 


Delco Starting Systems - 
Klaxon Warning Signals 
Brown-Lipe-Chapin Differentials and Gears 


MOTORS 


OLDSMOBILE GMC TRUCKS 


New Departure Ball Bearings 
. Hyatt Roller Bearings - AC Spark Plugs 


Lancaster Steel Products 


Delco Light, Power Plants and Frigidaire 


_— 


General Exchange Corporation furnishes an exclusive insurance service 


tor General Motors dealers. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when- writing to our advertisers 
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Samples of the daily statistics ledger and the yearly compilation showing the various headings. 


A SIMPLE BAROMETER 
ON SAVINGS DEPOSITS 


How a concise record is always avail- 
able showing many interesting ten- 
dencies in the savings department 


MANAGER of a savings depart- 
ment of my acquaintance said to 
me recently: 

“If the advertising department or the 
board of directors wanted to know how 
many transactions there were at the 
tellers’ windows during a certain month, 
or the amount in dollars of new business 
on a certain day of the month, how 
long would it take you to get the neces- 
sary information?” 

I said: ‘About thirty seconds.’ ” 

He wanted to know “how,” confessing 
that he kept no especial record of such 
data, and declaring that he was often 
bothered by questions which took from 
a day to a week to hunt up. 

I explained that I kept a daily 
statisties ledger which was so simple 
that twelve sheets sufficed for the entire 
year, and a yearly statistic ledger on 
which graphic information about sav- 
ings statistics of many years could be 
condensed on one sheet. The subdivi- 
sions on my daily ledger, while not the 
ones someone else might have chosen, 
seem to me to present most graphically 
the accomplishment and progress of the 
savings deparment, and are worked out 
as the result of my experience in trying 
to summarize the transactions of each 
day. 

A twelve column ledger sheet is 
used for the daily statisties ledger. 
Each sheet represents a month. In the 
left hand column the days of the month 
are listed, one line for each date. The 
first column is headed “Drs.$”. In this 
column will appear the total amount of 
withdrawals for each day, as taken from 


the withdrawals sheets on the bookkeep- 
ing machine. I must explain that in 
our system, one girl does all the posting, 
and withdrawals are posted on one sheet, 
while deposits are posted on another 
sheet. 

The second column is headed 
This gives the total amount in dollars 
of deposits for the day. The next 
column is headed “Opened,” and the 
number of new accounts opened during 
the day appears. In the next column, 
headed “closed,” the number of accounts 
closed appears. The tellers are required 
to keep a check on the number of ac- 
counts each opens and closes, and the 
information is given to me at the close 
of the banking day. 

The number of withdrawals, and the 
number of deposits, appear in the next 
columns, headed “Drs. No” and “Crs. 
No.” This is naturally taken from the 
withdrawal sheets and the deposit 
sheets of the bookkeeping machine. 
The item “Loss” or “Gain” appearing in 
the next two columns is the difference 
between the amount in dollars of depos- 
its and withdrawals as shown in the 
first two columns. The figures headed 
“orand total” represent the number of 
transactions handled in the department 
each day. The “grand total’ is the sum 
of the number of deposit and number 
of withdrawals, as shown in columns 
headed “Drs. No.” and Crs. No.” 

In the column headed “Accts,” I keep 
the record of our total number of ac- 
counts as they vary from day to day. 
Naturally, the figure is arrived at by 
adding or subtracting our gain or loss 


“Crs.$” 


in accounts to the sum of the previous 
day. The gain or loss in the number 
of accounts is shown in the two columns 
headed “opened” and “closed.” — The 
column headed “New Accounts” shows 
the amounts in money represented by 
our new accounts of the day. I like to 
keep this figure separate from the total 
amount of deposits, since it shows me 
the average deposit sum of the new ace- 
counts. This is particularly valuable 
in connection with any special drive or 
advertising. One ean tell at a glance 
its direct business-getting value from 
day to day. The tellers furnish this 
figure to me as well as the number of 
new accounts opened as previously men- 
tioned. I do not like to confuse the 
bookkeeping by keeping the new account 
deposit slips separate. 

It can be seen that this simple record 
shows immediately several important 
points—the number of transactions, the 
number of accounts opened and closed, 
the gain or loss in dollars, the gain or 
loss in accounts. 

Statistics by the vear are, of course, 
more commonly kept than the day by 
day statistics ledger. But even here, 
it seems to me that keeping the monthly 
sheet simplifies the gathering of the 
yearly statistics beyond any other 
method. It is merely a matter of sev- 
eral minutes’ work. An eleven column 
ledger sheet is used. In the first column 
the year appears. 

The second column, headed “No. Drs.” 
gives the total number of withdrawals 
made during the year. This is arrived 
at by adding the twelve sums at the 
bottom of the similar column in the 
day by day or monthly record. The 
next column, “No Crs.” is the sum of the 
numbér of deposits made during the 
vear. “Accts Opened” and “Accounts 
closed” similarly represented the sum 
of the “opened” and “closed” columns 
in the other record. Next appears the 
amount in dollars of all the withdrawals, 

(Continued on page 49) 
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MAKING B/L BUSINESS MORE PROFITABLE 
FOR CORRESPONDENT BANKS 8 SHIPPERS 
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Prompt Action oni B/L Draits 


The responsible and strategic position of the Union Trust.Company as the B/L 
Bank of Chicago may be judged by Chicago’s importance as a center for freight 
movements and communication. More than 530 mail trains; for example, enter cr 
leave Chicago daily. 
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Ia our B/L work, the first task of the day is to handle the heavy overnight mail and 
consult the B/L follow-up files. Before 10 o'clock the Chicago routes are made up 
and our representatives are making their rounds; documents requiring attention by 
our correspondents are being prepared for mailing on the Twentieth Century, 
Broadway Limited, Panama Limited and other fast trains direct to points of col- 
lection. Emergency matters are coming and going by wire. 


SS 


Prompt payment — or a detailed report on non-arrival or refusal of shipment or 
draft, is thus assured without loss of an interest day. 


Full information regarding our B/L service and other important 
phases of our co-operation with our correspondent banks on request. 
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UNION TRUST 
COMPANY 


CHICAGO 


Offering the Seven Essentials of a Banking Home 
SAFETY SPIRIT EXPERIENCE CALIBER CONVENIENCE COMPLETENESS 


Readers will confer a,favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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Courlesy of the Cosmopolitan Magazine 


REGULATING CREDIT TO THE | 
RETAIL AUTO DEALER 


Bankers enter into the automotive industry 
permanently because of the multitude of 
ways in which the business needs finance 


By JOHN G. LONSDALE 


President, National Bank of Commerce, St. Louis, Mo. 


HIS is not an_ oil-pouring-on-the 
waters sort of a story. There does 
not exist as between automobile dealer 
and banker any particular feeling of 
resentment or differences. In the 
pioneer days of this vast industry, 
when the credit experiences of ages were 
being applied to the liberal ideas of 
a new business, it was natural, while 
both were gaining an understanding of 
one .another’s methods, that there was 
some lack of smooth sailing. Since then 
only the ordinary discussions of bus- 
iness have entered into this friendly 
relationship. 
Perhaps a preponderance of “ex- 
acting conferences” leads to the belief 
sometimes that the automobile business 


is the banker’s pet aversion. Nothing 
could be really as far removed from the 
true conditions. 

It must be kept in mind that the 
banker enters into the automotive bus- 
iness more prominently and in more ways 
than perhaps any one, both because of 
the multitude of ways in which credit 
is applied to the business, and because 
the form of manufacturers’ credits to 
dealers differ from that of many longer 
established industries. 

This last method is common to the 
automotive industry—sight draft, bill 
of lading attached, rather than the term 
selling, familiar in many other forms 
of production. Trading, both wholesale 
and retail, in effect, if not technically, 


becomes a spot cash proposition for the 
retailer. This, as compared to other 
lines, shows the ever-present banking 
needs of the automobile business. 
While not comparable in size, tle 
straw hat manufacturer comes to misl 
as an opposite extreme; this maul 
facturer sells sometimes on eight months 
dating, a process which _ transfes 
the credit dealing from the retailer and 
concentrates it with the manufacture. 
This is not cited as a recommend 
course, but to show wherein the auto: 
mobile dealers—the credit discussidl 
being centered on him—comes mor 
directly in contact with banking eredit, 
and naturally, because of the. price it 
volved, his requirements become propo 
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Accurate Decimal Points 


UPPOSE you had a Scratch Pad with Decimal Points printed on it. Then when 

you wrote the two factors of a decimal multiplication with the whole numbers 

to the left of the points and the decimals to the right, the correct answer would 
automatically appear, accurately pointed off. 


Such a Scratch Pad would be valuable to you. Accuracy of decimals is equally 
as important as accuracy of figures. 


The Monroe Calculating Machine gives you Proven Results, accurately pointed 
off, in just the same way. As you “write” the two factors of any problem in the 


machine, you immediately read the Proven Answer, with the decimal point in the 
correct place. 


Ask to see why users say “the Monroe is the finest Scratch Pad ever given a 
clerk.” The coupon below simplifies your request. 
Monroe Automatic— Marks a new era in Mechanical 


Calculating and Adding. A portable, electrically-operated 
machine for use either on desk or stand. 


Monroe Standard Model—Every feature of the Standard 
Monroe is conducive to speed with absolute accuracy. A 
forward turn of the crank to add or multiply; a backward 

To Add or Multiply, simply touch the Plus (+) Bar. tare to subtenct ar divide, 
To Subtract or Divide, simply touch the Minus (—) Bar. 
The Proven Answers automatically appear with split- 
second speed. 


Special Models to fit individual requirements—British 
Currency Model, Fraction Models, etc., on which all ordi- 
nary calculations may also be performed. 


There are Offices rendering Monroe Service at all Principal Points in the U. S. 
and Canada and throughout the World. 


REG. TRADEMARK 


Adds game = [Viultiplies 
Subtracts | eee Divides 


The 20-Place 
Automatic 


Model 


Monroe “*If you need a thing you pay for it 
Calculating Machine Co., 


Woolworth Building, 
New York 


—whether you buy it or not’’ 


Without cost or obligation (check as desired) 
() Send further information on: [] Arrange for demonstration of: 


{] Automatic Model [] Standard Model {] Fraction Models Lj British Currency Model 


Firm Name a a a eee 


Address Cily- 
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Granite —The Noble st Buildin ng Stone 
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A carved granite entrance in a building of softer 
The granite is used where the wear is 

Bankers Trust Co., 
, New York. City. 


The Economic Consequences 
of Granite Carving 


EW building stones have the initial cost of 
None are so cheap in the end. 

And thanks to modern methods and ma- 
chinery, granite can now be elaborately 
carved at a minimum of time and expense, 
with the added assurance that it will in- 
definitely look new and fresh. 


Our booklet Architectural Granite is full of in- 
teresting granite facts. Send for your copy now. 


National Building Granite Quarries Association, Inc. 





tionately large. In view of such con- 
stant needs, the relations of banker and 
dealer, insofar as my own experience is 
concerned, are exceptionally well 
founded. 

Let us observe the various ways in 
which banking credit can enter into 
retail automobile merchandising: 
1—finaneing the dealer in his purchase 

from the manufacturer; 
2—finaneing the purchaser through the 

dealer ; : 
3—finaneing the purchaser direct; 
4— or, in lieu of these last two, financing 
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51 State Street. Boston. Mass. 


the securities company that does 
finance the purchaser; 
5—or, act as trustee for finance com- 
panies of auto manufacturers who 
own their own securities company. 
The first mentioned is the most com- 
mon form, at least with larger banking 
concerns. A moment’s analysis of how 
the banker, or, more concretely, the 
bank’s discount committee, approaches 
such an application for accommodations 
should be interesting. The fact that no 
single requirement or test is applied by 


a bank discount committee to automobile 


credit that is exacted of any other hy. 
iness should be significant. 

As in all forms of eredit, the majo, 
consideration is character. The whok 
credit fabrie is based on the morg 
rather than financial —requiremey, 
Credit—the real commodity in whic 
bankers deal, not money, did not cone 
into being until the Christian oe», 
There was no standard of human ep. 
science prior to that. Mutual trust, jy 
short, is the greatest difference betwee 
barbarism and civilization. Therefore 
the intention to pay is in most eases q 
great a factor as the ability to pay, 

The character of the directing hea 
of the firm is taken into consideration, 
his reputation, as well as that of the 
remaining personnel. There may 
some question about the financial re. 
quirement, and it can vary in impor: 
ance as regards some eases, but, ger- 
erally, the relative merit of the produe 
handled is a prime eredit consideration, 

Number 1 and Number 2 requir 
ments are closely allied. For example 
let it be supposed that a hypothetical 
ageney handles a ear of unquestioned 
quality and reputation, but that the 
directing head of the agency is lacking 
in requirement Number 1. — Through 
poor business foresight, he commits the 
not unusual error of over-estimating 
his market. He’s handling a car into the 
merehandising of which has gone thou 
sands of dollars in advertising ani 
around the marketing of which has bee 
thrown every wholesome element co 
ducive to its selling, not the least of 
these elements being a standard price 
To meet the pinch, the agency begs 
dumping ears at most any price andin 
most any fashion to liquidate. Perhaps 
the immediate situation is saved, bit 
it will take time and unlimited effort ti 
stabilize that particular market for that 
particular ear. 

Further considering the reputation of 
the manufacturer as affecting creiit: 
the ability to make deliveries, avai: 
ability of parts, alaerity with whit 
models are changed, general depeni 
ability of the machines, are all bast 
requirements for purchaser-popularitt, 
and consequently tremendously affet 
eredits. 

Whether the ear is of the type that 
is quick selling, popular priced with 
consequent rapid turnover, or of the 
higher priced better kind, with less tum- 
over and comparatively more overhead 
per sale are phases of this Number? 
requirement of manufacturers’ respol 
sibility. 

Third, would come what is called the 
financial exhibit—the bedrock facts 
The quick and fixed assets, with par 
ticular stress on liquid capital, or easily 
convertible assets. 

In the weighing of finances, second: 
ary assets such as used cars are of 
questionable value in the sum total. 
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Used-ear practices vary so much, and 
in the falling market of the last year 
were subject to such deteriorations as 
to be wholly unstable elements. In some 
cases they could be more liability than 
asset. Sometimes the banker actually 
ean see this more clearly than the ap- 
plicant, because bankers’ sentiments 
eannot always be atune to glowing 
optimism. 

A firm could very easily accumulate 
an unsalable surplus of used ears, into 
whose market value the elements of time 
enters so vitally, and, with dilatory sell- 
ing methods, sustain what might be to 
the dealer an unexpectedly heavy loss. 
Yet the used cars would show as an 
asset in his statement to his banker. 
For this reason the movement of used 
machines can become both the profit 
and the credit deciding ground in auto- 
mobile retailing. It really means, most 
of the time, making two sales to effect 
one profit. 

In this elass of requirements would 
also come the question of the volume 
contemplated under the credit requested. 
Writing this for beneficial purposes and 
not critical, it must be frank. Auto- 
mobile selling is one of the highest forms 
of merchandising. The newness of the 
field and the opportunity for major 
selling ability has either attracted or 
has developed those considered as 
among the highest type of salesmen. 
Super sales-directors, for the most 
part, became the responsible geniuses 
of automobile development. Now, op- 
timism is a highly necessary adjunct, 
and if the selling prospect turns failure 
there is nothing to charge off but enthu- 
siasm; but the glow of desire and 
promise must be tempered with realism 
for a bank’s discount committee, for 
their errors of judgment are charge- 
able in red ink. Remembered that 
among mortals second thoughts are 
sometimes wisest, even if that second 
thought happens to be a banker’s. So 
plain understanding on volume con- 
templated is highly important. There’s 
a difference between facts for the news- 
papers and for your banker. Are the 
volume figures based on probabilities or 
possibilities It makes a big difference. 
Best of all, the conservative, backed- 
up-by-figures presentation has another 
signifieance in the stability it reflects. 

When Tom, Dick and Harry rushed 
into the automobile game for some easy 
money this condition was more empha- 
sized than now. Failure has taught 
most of these that automobile selling re- 
quires the keenest sort of business brain 
and training, and that just anyone with 
money cannot qualify as a_ success. 
Worthy survivors have learned business 
caution through these misfortunes. 

One other consideration is the ter- 
ritory in which the applicant operates, 
heeause volume in relation to the type 
of car handled is determined by the 
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A Trust Campaign 
that Paid 


IRST, a force of clerks clipped all 


notices of estates that were pro- 
bated. Only 8% were found to 
be administered by a corporate 
executor. It proved the field 
for fiduciary business to be cap- 
able of tremendous development. 





Then our investigators interviewed leading 
bankers on the advantages of the corporate 
executor. The twelve best arguments were 
winnowed out and written down. 


—Later, an etcher of national reputation was 
persuaded to illustrate the arguments that our 
investigators unearthed. 


—A nationally known writer of business articles 
who is stingy with words put the ideas into copy. 


—A printer who is a real craftsman set the words 
to type. 


The final result was twelve brochures that have 
become know as the “Twelve Best Arguments for 
the Corporate Executor.” Up to date printing presses 
have multiplied these booklets several million times. 


“Printers’ Ink’? pronounced them one of the finest 
examples of financial advertising that they had 


_ ever reviewed. The President of the A.B.A. bought 


them for his bank. Banks that never buy “stock” 
literature used thousands. 


Perhaps the unusual feature was this: The pre- 
ponderance of orders came from Banks and Trust 
Companies that have on their directorate manu- 





good advertising. 





facturers of nationally known products—who know 


Banks are invited to write us about direct mail 
advertising for trusts, savings or first mortgage 
bonds. No salesman will call. We are able to 
sell our own service by mail. 


STAPLES & STAPLES, Inc., Richmond, Va. 


Advertising Counselors 


Members American Association of Advertising Agencies. 














prospects in a given locality. 

These cover the salient features of 
credit requirements as applied direct 
to the dealer. 

Finaneing the purchaser through the 
dealer, what is technically called finane- 
ing the deferred payment plan, is not, 
for many reasons, particularly popular 
among banks in general. First of all, 
in the amount of detail and especially 
the collection features, it is essentially 
a separate business. No form of chattel 
mortgage—which this amounts to—is 
dealt in extensively by banks, although 
most of them transact such business 
under varying circumstances. Most 
would prefer, however, to extend similar 
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aid to the industry through the financing © 


firms created for the purpose of dealing 
with the individual purchaser. 

If the proper cash payment is secured 
hazards in direct-purchaser financing 
are limited, if not nil, so that its un- 
popularity with banks is not based on 
this. Some firms setting up a reserve 
for losses in this direction have found 
the fund growing year by year, with 
little or no expenditure. The business 
has such an appeal as a separate entity 
as to have indneed many manufacturers 
into the organization of their own se- 
curities companies. Even in such eases, 
the banker still willingly enters into 
the situation, this time as trustee, the 
acceptance corporation concentrating 
their trust notes in the hands of such 
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When the Spokane Chamber of Com- 
merce wanted a speaker for their Annual 
Get-Together on January 16th last, they 
asked the Chicago Association of Com- 
merce to recommend a man with a 
message who could put it entertainingly. 
Chicago recommended Ralph Parlette. 
He accepted the invitation and gave them 
“Swat the Snake,’’ a message of coopera- 
tion. 


Managing Secretary J. A. Ford, of the Spokane Cham- 
ber of Commerce, wrote Mr. Parlette regarding this address: 


“We greatly appreciated your splendid address. I have had 
congratulations on it from scores of members who regarded it as 
one of the best that has ever been delivered to the Chamber of 
Commerce, and we have had some very good speakers, I can tell you. 

‘The interesting and very human way that you have of present- 
ing your subject cannot help but make an appeal and drive home 
a civic lesson that will not soon be forgotten. More Chambers 
of Commerce should hear that address and I hope you will receive 
calls from many similar organizations.” 


After Mr. Parlette’s address before the Chamber of Com- 
merce in Spokane, the Spokane and Eastern Trust Company 
induced him to talk to the employees of their institution. Mr. 
E. V. Klein, cashier, then wrote him: 


“The employees of this institution continue to talk about your 
address. I wish we could have you oftener.” 


Last September Ralph Parlette was asked to speak at the 


Convention of the Indiana Bankers Association. The Hoosier 
Banker reproduced a part of his address, and Secretary An- 
drew. Smith wrote: 


“We were greatly pleased with the address of Mr. Ralph Par- 
lette at our Convention. Mr. Parlette abundantly fulfilled our 
expectations. His address was greatly enjoyed by all present. I 
heard some of our members say that it was the best address of the 
meeting. It wasthe kind of an address that I greatly enjoy bring- 
ing to our members. Mr. Parlette gave them something to think 
about. He also amused them with his many funny stories and 
witty remarks. : 

‘‘T would not hesitate to recommend Mr. Parlette to any of 
my brother Secretaries over the United States. He will certainly 
do more than his part to make their conventions a success.” 


After twenty-five years of lecturing thruout the United 
States and Canada, Ralph Parlette has retired from the con- 
tinuous lecture work and is giving most of his time to writing. 
He has several pet themes, however, such as Codperation, 
Ownership, and Thrift, on which he enjoys speaking and is 
accepting a limited number of engagements. Some of his sub- 
jects are “Swat the Snake,” “Pockets and Paradises,” 
“The Financial Shepherd and His Sheep,” ‘“Go-Getters 
and Go-Givers,” and “The University of Hard Knocks.” 


(Signed) WILLIAM PADGET, President. 
PARLETTE-PADGET COMPANY, 122 So. Michigan Ave., Chicago 


a trustee, and in turn re-issuing their 
own collateral trust notes. In this way 
the bank lends financial aid, perhaps 
with greatly reduced profit to them, but 
minus the details that require specialized 
facilities to handle successfully. 

Don’t make the mistake of feeling 
that the banker isn’t intensely interested. 
He is. No industry could have expanded 
to such proportions without his sym. 
pathetic concern. The banker is as 
much a victim of cireumstaneces as any 
other human. His thought and caution 
are usually measured by the necessity 
of the oceasion. Actuated by his duty 
toward the depositing public, and 
pledged to a course of commercial sus- 
tenance for community and _ national 
profit, the banker can and does ree. 
ognize the manufacturing and distribu. 
tion of automotive vehicles as a neces- 
sary economic service. 

In meeting the call to necessary na- 
tional development, the banker will be 
sane and conservative, and wisely so, 
but never a laggard. 


Nebraska Bill Provides For 
State-Owned Bank 

Appropriation of $1,000,000 for a 
state-owned bank is provided in a bill 
introduced in the Nebraska legislature. 
The measure proposes to have the appro- 
priation made from the state treasury. 

All counties, cities school district and 
other governmental sub-divisions, as well 
as the state itself, would be required to 
deposit their funds in the bank under 
the terms of the bill. Two per cent 
interest would be paid on time deposits 
for periods of six months or more, and 
the money would be loaned out at a rate 
not exceeding 4 per cent, single loans 
being provided up to $50,000. 

Managing the bank would be a board 
of three directors chosen by the gov- 
ernor, secretary of state and treasurer, 
with no one interested in a_ private 
bank being allowed to serve. The bank 
would be empowered to do a general 
banking business and to establish a 
branch in every county after two years. 


State Banks Showing Growth 


Total resources of state banks in 
Alabama during the calendar year 1922 
increased by approximately $20,000,- 
000, according to a comparison of 
figures from the report of state banks 
under date of the last call for a state- 
ment of condition as of December 30, 
1922, as compared with a summary of 
the report of condition on December 31, 
1921. A summary of the last report 
prepared by H. H. Montgomery, retir- 
ing state superintendent of banks, shows 
also that deposits on December 30, 
1922, totalled approximately $107,000, 
000, which represents an increase ol 
$25,000,000 over the same date of the 
preceding year. Savings deposits also 
continue to inerease, showing a gain 10 
1922 of $5,500,000. 
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HOW NATIONAL FARM LOAN 
ASSOCIATIONS OPERATE 


(Continued from page 23) 


dividends declared on the stock will be 
paid to the borrower. 

' Tf a borrower pays off his loan, this 
automatically removes him from mem- 
bership in the association, and his stock 
is, therefore, cancelled and the full 
amount he gave for it is paid back to 
him by the association. 

The money subscribed by borrowers 
for stock in the Farm Loan Association 
is in turn invested by the association in 
the stock of the Federal Land Bank 
of that district. This stock is held by 
the bank as additional security to the 
loans made to members of that associa- 
tion. 

The borrowing members of an associa- 
tion do not, therefore, directly own stock 
in the Federal Land Banks. 
intended, however, that ultimately they 
would indirectly control the banks 
through the majority ownership of their 
association in the stock of the banks. 

The profits of the Federal Land 
Banks go to their stockholders, as do 
the profits of any other corporation. 
All the profits of the Federal Land 
Banks, belong to the Na- 
tional Farm Loan Associations, as they 
are the owners of most of the stock of 
the Federal Land Banks. The stock 
holdings of the Government do not re- 
ceive dividends. 

The executive officer of a National 
Farm Loan Association is the secretary- 


therefore, 


treasurer. His position is one of im- 
portance and considerable responsibil- 
ity. 


When vou take into consideration the 
amount of loans the average association 
lias negotiated, the amount of capital 
paid in and surplus earned, the time 
and labor involved in keeping all of the 
books and records, and the numerous 
other duties of the secretary-treasurer 
in closing loans and conducting the 
affairs of the association, the impor- 
tance of the position may be fully appre- 
cated. In fact, in many eases his re- 
sponsibility is equal to the average 
country banker. 

The secretary-treasurer is responsible 
for all of the reeords, securities, cer- 
tificates of stock, and all other papers 
and documents relating to the business 
of the association. 

He is custodian of its funds, receiv- 
ing all money paid into the association, 
and making all necessary disbursements. 

He must keep a cash book showing 
all receipts and disbursements, and must 
issue stock certificates to all borrowers, 
and keep a record of all transfers. 

He must call meetings of the directors 
and keep a record of the business tran- 
sacted in a minute book. 

He is often designated as the “local 
appraiser” for the loan committee, and 
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Ask for a set of RALPH PARLETTE’S 
THRIFT STORIES if you desire to 


greatly increase your Savings Deposits. 


Ralph Parlette is one of the few philosophers and 
authors of national reputation since Benjamin Frank- 
lin’s time to devote serious thought to teaching 
Thrift by means of his pen and the lecture platform. 


Mr. 
Titles get attention: 


Parlette is a natural Humorist and his Thrift 


The Safest Pocket in the World 
How to Take the Worry Out of Tomorrow 
Will Your Dollar Come Home When the Whistle Blows? 


Mary’s Merry Martyrdom 


Empty Heads Make Empty Stomachs 
Jim Tightwad, the Good Samaritan 
I Paid $4405.47 to Tell You This 


The Savings Bank, a Saver of Civilization 


His stories make permanent depositors. 


Ralph Parlette’s books have sold past the half mil- 
lion mark, and are to be found in most all the best bogk 


stores of the nation. 


Pockets and Paradises . «Sieh 
The University of Hard ee 1.50 
The Big Business of Life 1.50 


Their titles are: 


“It’s Upto You! . . . ~Sae 
The Best Is Yet to — na i 
The Salvation of a Sucker. .  .35 


Some Seals that have ordered this Author’s Thrift 


Stories are: 


Central Trust Company, Chicago 
International Trust Company, Denver 
Union Trust Company, Chicago 
Winters National Bank, Dayton 
Illinois Trust & Savings Bank,Chicago 
Hellman Commercial Trust & Sav- 
ings Bank, Los Angeles 

Union Bank of Chicago, Chicago 
Toy National Bank, Sioux City 
Chicago Trust Company, Chicago 


First National Bank, St. Louis 
United States National Bank, Omaha 
Cosmopolitan Bank & Trust Co., 
Cincinnati 
California National Bank, Sacramento 
Merchants Bank & Trust Co., Jack- 
* son, Miss. 
Union Trust Company, San Francisco 
Liberty Central Trust Co., St. Loypis 
Mechanics Savings Bank, Des Moines 
First National Bank, Oakland, Calif. 


Mr. Parlette has just completed a series of Trust Stories 
that have been highly commended by several Trust Officers 


of high standing. 


(Signed) WILLIAM PADGET 


PARLETTE-PADGET COMPANY 
122 South Michigan Avenue 
CHICAGO 


Send us a sample set of The Ralph Parlette Thrift Stories for consideration for 


our Savings Department. 
We enclose our check for $ 
by x below. 





(1 Pockets and Paradises $1.75 
(] University of Hard Knocks 1.50 
_] The Big Business of Life 1.50 
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must visit and appraise each farm. 

He fills out most applications for 
loans, although not properly his duty. 
Each individual is supposed to fill out 
his own application blank, but many 
rivers are unable to do so, while others 
simply shirk the task. 

These applications require much of 
the secretary-treasurer’s time and labor, 
as many farmers seem to have only a 
vague and indefinite knowledge of 
their worth and earnings. 

He must distribute pro rata to the 
stockholders dividends declared by the 
association. 

He makes quarterly and annual re- 
ports to the Farm Loan Board, and, if 
requested to do so by the board, he 
collects and remits to the Federal Land 
Bank all amortization 
loans. 


payments on 


He investigates the court records each 
vear to ascertain if there are any delin- 
quent taxes on land mortgaged to the 
Federal Land Bank. 

It is his duty to see that the money 
borrowed by members is used for the 
purpose for which it was borrowed. 

He receives the proceeds of all loans 
made by the Federal Land Bank, and 
before turning the money over to the 
borrower must see: 

That the mortgage is filed with the 
county recorder, that the recording 
fees are paid, and that a certificate 
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signed by the recorder is at once re- 

turned to the bank. 

That an affidavit is properly signed 
and executed by the borrower; and 
that all liens and charges of every 
kind against the land mortgaged, 
whether of record or not, are fully 
paid, satisfied and released. 

In closing loans there are many other 
details the secretary-treasurer must look 
after. He must secure all the necessary 
papers and documents connected there- 
with and forward them to the Federal 
Land Bank. These include, the Note, 
Abstract of Title, Mortgage, Insurance 
Policies, Affidavit of Borrower, Reecord- 
er’s Certificate, Seeretary-Treasurer’s 
Certificate. 

Of course there are many other mat- 
ters constantly engaging the time of 
the secretary-treasurer. Many farmers 
come to see him with reference to securing 
loans, and he must patiently explain to 
each the operation of the system. The 
business of the association also entails 
considerable correspondence. 

The remuneration received by some 
secretary-treasurers is hardly commen- 
surate with the responsibility of their 
office and the time and labor devoted 
to the affairs of the association. 

However, there are other compensat- 
ing features bevond the small commis- 
sion he receives as “salary.” 


There is a certain degree of  satis- 





HE New York Trust Company 
offers to corporations, firms and 
individuals, a thoroughly modern and 
complete commercial banking service, 
including a highly developed credit 


information service which is available 


to customers. 


Special conveniences are offered to those 
engaged in foreign trade. These include 
foreign credit information and current 
data bearing upon foreign markets and 


trade opportunities. 


Long experience, covering the entire 
field of trust service, enables us to offer 
unexcelled facilities for the administra- 
tion of all personal and corporate trusts. 


The New York Trust Company 


Capital, Surplus & Undivided 
- $27,500,000 


100 BROADWAY 
$7TH ST. & FIFTH AVE. 


Profits - - - 


Member Federal Reserve System 





faction in being a part of a great ¢.- 
operative system, which enables one to 
be of real service to his neighbors and 
to his community. 

The position also carries more or less 
prestige, and the private business of the 
seeretary-treasurer is not likely to suffer 
through his connection with the associa- 
tion. On the contrary, the wide ae. 
quaintanceship attained through it often 
proves to be a valuable asset, no matter 
in what business he may be engaged. 

The usual compensation of the secre. 
tary-treasurer is one-half of one per cent 
of the loans closed. Occasionally one 
serves without compensation. — The 
farm loan board does not look with 
favor upon a secretary-treasurer being 
paid in excess of three-fourths of one 
per cent, especially when it is necessary 
to appropriate part of the dividends 
paid by the Federal Land Bank for that 
purpose, or -for the purpose of meeting 
the running expense of the association. 

As an inducement to make their re- 
ports promptly the secretary-treasurer 
also receives $2.50 for each quarterly 
report made to the Farm Loan Board, 
and $5 for each annual report. 

To get an idea of the compensation 
received by the average secretary-treas- 
urer, take an association which in its 
last fiscal year has closed loans amount- 
ing to $50,000. His commission at one- 
half of one per cent would amount to 
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Placing a Value On 


Canadian Securities 


During the year 1921 over sev- 
enty-five million dollars worth of 


Canadian bonds were sold in the 


United States. 
1922 the total will equal, if not ex- 
ceed, that of the preceding year. 
It is probable that during the com- 
ing year American bankers will be 
called upon to an increasing extent 
to appraise the value of Canadian 
bonds of all kinds. 

While Canadian banks do not 
make investment recommendations, 
American bankers and _ investors 
seeking 
Canadian bonds will always find 
the facilities of our Statistical De- 
partment in New York at their 
disposal. 


During the year 


information regarding 


A Canadian Bank for Canadian Business 


Union Bank of Canada | 


New York Agency, 49 Wall Street 
Resources Over $152,000,000 
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$250. With the $10 allowed for four 
quarterly reports, and $5 for his annual 
report, his total “salary” for the year 
would be $265, notwithstanding the total 
outstanding loans negotiated through 
the association may reach into the hun- 
dreds of thousands. 

In exceptional cases, however, in addi- 
tion to the compensation received on 
loans closed, a secretary-treasurer may 
also be allowed what is termed “con- 
tinuing compensation.” Such compen- 
sation is approved only when it is clearly 
justified by a large aggregate volume 
of business, with only a small amount of 
loans being closed, upon which a fee 
of one-half of one per cent would in- 
adequately recompense the secretary- 
treasurer. 

Under such conditions, a “continuing 
fee’ of 1/10 of 1 per cent per annum 
on the unpaid principal of all of out- 
standing loans at the end of the year, 
has been approved, provided, however, 
such compensation does not exceed $300 
for one year. 

It has been intimated that the class 
of men serving as secretary-treasurer of 
associations are men of little education, 
incompetent, and habitually delinquent 
in the matter of making reports to the 
Farm Loan Board, but such is not the 
case. Occasionally we do find a secre- 
tary-treasurer who is not qualified by 
experience or education to properly 
perform the duties of his position, but 
in the experience of the writer as an 
examiner, it has been found these 
officers, as a class, are men of a very 
high type. 

It is possibly true that in the early 
history of the system, there was con- 
siderable delinquency on the part of 
secretary-treasurers, and their bookkeep- 
ing and accounting methods were, per- 
haps, rather crude, but good missionary 
work on the part of preceding exam- 
iners has had good effect, so that such 
conditions do not now, as a rule, prevail. 

It might be well to state in this econ- 
nection that the delinquent secretary- 
treasurer is not always a farmer living 
in some remote country district, but just 
about as likely to be a lawyer, real 
estate man, or even a banker. 

All seeretary-treasurers are not farm- 
ers, as, under the law, they need not 
necessarily be members of the associa- 
tion. Men representing nearly every 
business and profession hold the office. 
Besides farmers, real estate men, in- 
Surance men, bankers, iawyers, and 
merchants, a doctor, % preacher, and a 
Catholie priest were found acting in this 
capacity. Theze are also women secre- 
tary-treasirers. 

While under the Farm Loan Act 
every secretary-treasurer must furnish 
4 surety bond for the faithful perform- 
anee of his duties, each Federal Land 
Bank provides, through a surety com- 
pany, a special “blanket bond,” under 
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‘The 
First National Bank 
of Boston 


The leading financial institution in 


New England 


Branch at Buenos Aires, Argentina 


Special Representative in London 


Correspondence Solicited 


which every secretary-treasurer is 
bonded for $10,000, the premium on the 
bond being paid by the bank. 

The “Loan Committee” is elected by 
the directors, and consists of three mem- 
bers, who need not necessarily be selected 
from the Board. Members of the board, 
however, are eligible to serve on the 
loan committee, as is also the secretary- 
treasurer, when he is a member of the 
association. 

It was originally provided that all 
three of the members of the committee 
should personally visit and appraise the 
property offered as security for a loan. 
Under an amendment of the law, how- 
ever, the committee may now appoint or 
designate anyone of the members of the 
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committee, the secretary-treasurer, or any 
other person, to make the investigation 
for them. 

This does not, however, relieve the 
committee of the full responsibility of 
the appraisement and the report. The 
local appraiser’s report must be ap- 
proved and signed by each member of the 
committee. 

The loan committee does not represent 
the borrower, but is, in reality, the agent 
of the Federal Land Bank. 

When, for any reason, a member of 
the loan eommittee is unable to act, the 
directors may appoint a_ substitute 
member to act in his place. 

The loan committee does not, as a 
rule, receive any compensation. The 
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Dunlop Tire-Rubber Co. of America 
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See 


Buffalo— 


When the engineers 
of the Dunlop Rub- 
ber Company came 
from England to 
choose the site for 
theirAmericanplant, 
they applied the 
most careful test to 


twenty-three importantcities. They chose Buffalo — 


it ranked highest with 97°;. 


Today their factory 


covering thirty-five acres, of a 214 acre tract, repre- 
senting an investment of over twenty-five million 


dollars. 


BUFFALO —the city of enterprise and opportunity 


served by the 


MARINE 
TRUST COMPANY 


OF BUFFALO 
Capital and Surplus, $17,000,000.00 


person designated by them to make the 
investigation, however, receives from 
#2 to $4 per day and transportation, 
which is usually figured at the rate of 
20 cents per mile. 

In placing a value on land the loan 
committee must, ot course, take into eon- 
sideration many things. While the pro- 
ductivity of the soil is the principal 
factor, the marketability of the land 
and the prevailing farm values in that 
vicinity must be earefully considered. 
The personnel of the borrower is also 
important. 

National Farm Loan Associations do 
not make loans themselves. They have 
no funds for that purpose. While the 
members money through the 
ageneyv of the association, the loans are 
made by the Federal Land Banks direet 
to the borrowers. 

All loans must 
with the associations or authorized 
agents of the Federal Land Banks. 
They must be recommended by them 
and guaranteed by their endorsement. 

Federal Land Banks do not receive 
deposits but secure their loanable funds 
by issuing and selling bonds secured by 
the first mortgage notes given by the 
members of the National Farm Loan 
Associations. : 

As every borrower must invest five 
per cent of his loan in the capital stock 
of the National Farm Loan Association 
of which he is a member, and as the 


borrow 


however, originate 


association must, in turn, invest the 
same amount in the capital stock of the 
Federal Land Bank, the capital stock 
ot the Federal Land Bank automatieally 
increases as the loans inerease, as does 
also the stock of the National 
Loan Associations. 


Farm 


A farmer wishing to secure a loan 
through a National Farm Loan Asso- 
ciation, first applies in person to the 
seeretary-treasurer of his loeal associa- 
tion to ascertain the prospects of his 
securing a loan and the conditions under 
which the advance will be made. 

If, upon inquiry, the secretary-treas- 
urer believes the loan worthy of con- 
sideration and that the applicant will be 
acceptable to membership in the local 
association, he will have him fill out a 
printed “Application Blank.” 

This Application Blank sets forth in 
detail a full description and location of 
the property, the purpose for which the 
proceeds of the loan is to be used, the 
valuation of the land and of the per- 
manent improvements, ineumbrances 
and debts of the applicant, livestock 
owned, the products of the farm, a state- 
ment of assets and liabilities, general 
information regarding the condition of 
the farm, and personal information re- 
garding the applicant and his family. 

The local “Loan Committee,” or some 
one delegated by them, makes a personal 
investigation of the property, and re- 
ports to the Board of Directors, a major- 


ity of whom must approve the loan 
hefore it goes any further. 

Properly dated and signed by the 
spplicant, the loan committee, and the 
secretary-treasurer, the application js 
forwarded to the Federal Land Bank of 
that district. 

With the application must be sent the 
“Land Bank Fee.’ On all loans a smalj 
fee to partially cover the cost of the 
federal appraisement is charged by the 
Federal Land Bank. On all loans of 
$1,000, or less, there is a charge of $, 
On all loans above $1,000, $5, and 50 
cents for each additional $500, or frae. 
tion. 

Within a reasonable time after the 
application is sent to the bank, a fed- 
eral appraiser will make a personal in- 
vestigation of the property. If his re. 
port is favorable and he recommends 
the loan, the bank will notify the asso. 
ciation that it has been approved. 

Once that a loan has been approved 
by the bank, how long must the bor. 
rower wait, and what is necessary to 
be done, before he receives his money! 

Under ordinary circumstances _ the 
money should be paid over to the appli- 
eant within sixty days after the bank 
received his application, depending 
upon the promptness with which the 
borrower and his association handles 
the papers and details connected with 
the closing of the loan. 

Of course, it sometimes takes longer 
than this when complications arise con- 
nected with the abstract, payment of 
existing mortgages or claims against the 
property, securing 
ete. 

In the first place, the applicant must 
furnish an abstract of title. The local 
associations usually designate some re 
liable person, experienced in that line 
as the “official abstractor.” who & 
approved by the Federal Land Bank. 
While each individual borrower may 
choose his own lawyer, or abstractor, 


releases, affidavits, 


his choice is subject to the approval of 
the Federal Land Bank. 

The cost of an abstract is from $25 ani 
up, depending upon the amount of work 
and expense connected with getting it up, 
and must be borne by the borrower. At 
association has no right to pay for the 
preparation of an abstract for any 
its members. 

The abstract of title is then sent to the 
bank for examination by their legal de 
partment, and if there are any flaws of 
corrections to be made, it is returned to 
the secretary-treasurer, who refers it to 
the abstraetor. 

When the abstract is accepted by the 
bank, they will forward the mortgage 
and note to be signed by the applicant 
and endorsed by the president and secte 
tarv-treasurer for the association. 

In addition to the note, mortgage, and 
abstract, the borrower must furnish 4 
fire insurance policy on the improve 
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Questionnaire: 


1—How many savings accounts are open on your books? 
2—How many are less than five years old? 


3—How many have not shown a deposit entry in the 
past six months? 


4—-How many of those inactive for six months are 


under $200? 


5—-What would your increase in deposits be if the bal- 
ances of all accounts less than five years old and 
under $200 were doubled or tripled within one year? 


Would you like to know how the in- 
crease in Question 5 was actually 
produced in the case of 9,714 deposi- 
tors of one institution, falling under 
the qualifications named above? If 
so, drop a line on your bank’s letter- 
head to 


The Bankers Service Corporation 
19 and 21 Warren Street 
New York City 


P. S. You need not tell us the 
answers to the questions. They are 
simply to guide your own thought 
in a direction that will do more 
to develop your bank than any- 
thing else we know of. 
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YOUR OBLIGATION 
TO YOUR DEPOSITOR 


HEN your customer 

constitutes you his agent 
in the collection of his checks 
and drafts, your mutual in- 
terests demand that you make 
use of the best and cheapest 
facilities available. 


The best, as well as the least 
expensive in this connection, 
is not a mere matter of 
opinion. 


Our 24-hour Transit Depart- 
ment precludes the loss of 
time in converting collections 
into cash. 


We receive all items at par 


and make no charge for tele- 


graphic transfers. 


THE 


PHILADELPHIA 


NATIONAL 
BANK 


PHILADELPHIA, PA. 








Mr. Banker: 


if you could bring home to the people of your town, forcibly 
enough, the inconveniences of having NO bank account and the 
comforts of having a savings account or a bank connection, can 
you imagine what the result will be? One way—THE BEST 
WAY —of doing this is to show how the other fellow feels with 
or without a bank account, for the other fellow is everybody's 
mirror. Pictures are the universal language, and telling photo- 
stories is my business. Ask for samples. 


ANNE SHRIBER 


. ; “Save your money when you're young, 
358 Fifth Avenue New York City umeniittinkhesdidimaatnedl” 
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ments, with mortgage clause attached, 
for an amount approved by the bank 

Upon receipt of these papers, the 
bank will forward a check for the pro- 
ceeds of the loan to the secretary-tregs. 
urer. 

Before the  secretary-treasurer ep. 
dorses the check over to the borrower, 
he must see that all conditions under 
which the loan was made is complied 
with. 

He must file the mortgage with the 
county recorder, see that the recording 
fees are paid, and have the recorder sign 
a certificate, which is returned to the 
bank. 

Loans are now being made at the low 
rate of 544 per cent. Under the amort 
ization plan, every six months the jn. 
terest and small portion of the principal 
is paid off. 

The semi-annual payments amount to 
$32.59 on every $1,000 borrowed, and 
each payment reduces the loan, until at 
the end of thirty-four and one-half 
years it is paid off entirely. 

These payments amount, in many in 
stances, to less than the interest charges 
alone which some farmers are paying 
to other loaning agencies and at the 
maturity of their notes, they will still 
owe the entire principal. 

After five years a loan may be paid 
off at any interest paying date, or sooner 
by a compromise agreement. 

The office of secretary-treasurer is 
usually only a “side line” with those 
who oeceupy that position, as the con- 
pensation is not sufficient to jusiify 
their giving their full time and attention 
to it. 

The work in which they are engaged 
as a livelihood is often entirely foreign 
to anything pertaining to keeping ae 
counts, and for this reason it has been 
difficult to preseribe any complete and 
uniform system of bookkeeping for all 
associations. It is evident that in order 
to meet these conditions any system 
must be simple and concise. 

It cannot be said that the present 
system is wholly adequate. Practically 
the only book of record is the cash book, 
and it seems simple enough. It has but 
two ecolumns— in one column is entered 
all money received, and in the other, all 
that is paid out. It is also of the loose 
leaf style. 

In modern offices, provided with safes 
files, and cabinets, the loose-leaf system 
of records is the most approved and up- 
to-date now in use, but is not well 
adapted to a business which has no per 
manent. office in which to conduet 1 
affairs, and which utilizes as a place 
store its books and paper all sorts o! 
receptacles, from a bureau drawer 1 
the sleeping room to an old trunk ™ 
the attic. Then, too, the book is of an 
odd shape and size, and rather awkward 
to handle. 

A separate book for every class of 
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transactions would perhaps simplify the 
bookkeeping system and furnish a more 


complete and permanent record of 
transactions. 

For example, there should be a book 
ealled “Loan Accounts.” In this book 
should be entered the checks received 
from the Federal Land Bank for 
proceeds of loans, and the disposition 
made of them. 

There should also be a book des- 
ignated “Bank Fee Account,” in which 
should be entered only the fees received 
from applicants, with names and dates, 
and amounts remitted to the bank. 

Another book which might be styled 
the “Dividend Book,” in which should 
he entered dividends received and paid 
out by the association, should be kept. 
The “Reserve Account” should also be 
kept in this book, showing dates and 
amounts carried to this fund. 

Another book should be for “Assoceia- 
tion Fees.” In this should be entered, 
on one page, all fees charged by the 
association against the borrowers, also 
all fees refunded by the Federal Land 
Bank, and miscellaneous association 
funds received; on the other page, re- 
funded fees paid back to the borrower. 

A separate book for “Expenses” 
It should show all 
the running expenses of the association, 
classified as to “Secretary-Treasurer’s 
Salary,” “Compensation of Loan Com- 
mittee,” “Postage,” “Printing and Sup- 
plies,’ “Other Office Expenses.” 

On the “Cash Book” should be en- 
tered on one page, all receipts in the 
order in which transactions are made, 
and on the opposite page, all payments 
or credit transactions. 

These books should be permanently 
bound, of uniform shape, rather small 
in size and not over one hundred pages 
thick. 

Each book should have a “debit” and 
“eredit’” page, instead of a debit and 
credit column on the same page, so that 
only credit items will be entered on one 
page and all debit items on another 
page. 

Every leaf in the books should bear 
printed headings, and there should be 
full and complete printed instructions 
in the front of each book as to how 
entries should be made. 

The law provides for the examination 
of National Farm Loan Associations by 
Federal Examiners appointed by the 
Farm Loan Board. These examinations 
are made at the discretion of the Board, 
and not for any required number of 
times during any fixed period. 

If associations were subjected to more 
frequent examinations there would be 
less negligence. on the part of secretary- 
treasurers. The books and records, as 
a rule, show a noticeable improvement 
after an examiner’s visit. 


would be advisable. 


A seeretary-treasurer, realizing that 
his records are subjects to frequent in- 
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IN DETROIT 


AST 


month 300,000 persons 


, were employed in Detroit in- 
dustrial plants—the longest payroll 
in the city’s history. 


The Peoples State Bank serves 
this busy community with a system 
of 30 banking offices in the city. 


THE PEOPLES STATE BANK 


spection by a federal officer, will ex- 
ercise more care and take greater pains 
in keeping these records. His sense of 
pride will make him want to keep his 
accounts orderly, accurate, and up-to- 
date. 

A frequent audit also has a good 
moral effect. It will be a deterrent to 
those who, though not naturally dis- 
honest, are not strong in the face of 
temptation. 


When too long a time is allowed to 
elapse between examinations, the see- 
retary-treasurer, who may be so _in- 
clined, is more apt to think he can safely 
appropriate the funds of the associa- 
tion to his own personal use. 
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His intentions are, of course, to make 
only temporary use of the money, and 
as he has no reason to expect an ex- 
aminer for some time, he believes he will 
have plenty of time to replace the funds 
he has “borrowed.” 

With the possibility of an examiner 
slipping in at any time, however, he 
would hesitate before yielding to such 
a temptation. 


One of the disadvantages under which 
some associations operate is that their 
secretary-treasurers do not have any 
permanent office or place of business. 
In some instances they not only live in 
country districts, but in remote and 
little traveled parts of, such districts, 











850 Million Gallons of Milk 


Seventeen per cent of the country’s 


milk yield in 


1919—858,258,521 gallons—was produced in Wisconsin. 
For fifty years Wisconsin’s dairy industryf has been 
steadily increasing, until now it leads all other states. 


Through correspondent relations with two-thirds of 
the banks of the state, the First Wisconsin is co-operat- 
ing with the leaders of Wisconsin’s foremost industry 
to assure another half century of progress equal to that 


of the fifty years just past. 


FIRST WISCONSIN 
NATIONAL BANK 
Milwaukee 


Capital and Surplus 
Ten Million Dollars 


with no telephone or other means of, 


communication. ile 

The members of these associations 
are not only put to great inconvenience 
and expense thereby, but the whole 
system suffers by reason of the loss of 
business which would come to it’ if the 
associations had permanently and con- 
veniently located offices. 

The Federal Farm Loan Act has not, 
as yet, reached a state of perfection. 
While there has been no general revision 
of the measure, there have been 
some amendments, and as the system 
further develops, experience will suggest 
others. 

There is now before Congress a Bill 
seeking to amend several provisions 
affecting National Farm Loan Associa- 








tions, one of which relates to the limit 
on loans. 

There has been much controversy over 
the question of increasing the loan limit, 
many contending that the present limit 
of $10,000 is too low, and that it should 
be inereased to at least $25,000. 

In placing the limit of $10,000 on 
loans, it is possible the framers of the 
law had in mind that this would take 
care of the average “farm unit,” and 
that loans should be limited to the 
“average farmer’ until the system 
provided sufficient funds to meet his 
needs. 

Experience has taught, however, that 
the system cannot adequately serve 
agriculture by longer maintaining this 
limit on loans. 
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Under the proposed amendment, loans 
may be made to the amount of $25, 
000 to any one borrower, and applica. 
tions in excess of this amount, if within 
the maximum amount which joint stock 
land banks in the same land bank dis. 
trict are authorized to make, may be 
submitted to the Farm Loan Board, and 
if approved by them, may be accepted, 

Another amendment would give Na. 
tional Farm Loan Associations a voic5 
in the management of Federal Land 
sanks. 

Although the Farm Loan Assoeia- 
tions own nearly all of the stock of the 
Federal Land Banks, the banks are 
under the absolute control and supervi- 
sion of the Government and the associa. 
tions have no part whatever 
management. 

The original law provided for a 
“temporary organization,” which gave 
the control to the Government, and a 
later amendment continued the ten- 
porary organization so long as the Gov- 
ernment held any stocks or bonds of the 
banks. 

The proposed amendment provides 
for a “permanent organization” by 
which the banks will be managed by 
seven directors. Three of these, called 
“Loeal Directors,” will be chosen by the 
National Farm Loan Associations, three 
by the Farm Loan’ Board, called 
“District Directors,’ and one will be 
elected by the local and district di- 
rectors themselves. 

Through an oversight, the original 
law failed to make any provision for 
the voluntary liquidation of National 
Farm Loan Associations. The Bill now 
before Congress offers an amendment 
which seeks to remedy this defect by 
making proper provision for such 
liquidation. 


in their 





The Merchants Midway National 
Bank of St. Paul, Minnesota, conten- 
plate erecting a new building. 





Remodeling of the interior of the 
American State Bank of Bloomington, 
Illinois will be made, costing $100,000. 

A two story bank costing $20,000 
will be erected by the Olds Savings 
Bank, Olds, Iowa. 

City National Bank, 
Nebraska will remodel its 


The Central 
Central City, 
building. 

A two story bank and office building 
will be erected for the St. Paul State 
Bank, ,St. Paul, Nebraska. 

The Mutual National Bank of Chicago 
is planning a $130,000 building. 








The Manufacturers Trust Company 
of New York City is planning a new 
building. 
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Specialized Service 
to Banks 






Nee 





O YOU number among your customers exporters of 
the products of your section? 





49 





Financing Exports of 
Local Products 


Perhaps we can coép- 


erate with you in financing their exports, to the advantage 
of both your customers and your institution. 


We invite you to write us as to your requirements. Our book- 
let, “Specialized Service to Banks,” will be sent on request. 






DOES A BANK LUNCH- 
ROOM PAY? 


\ CCORDING to the officers and 
~~ directors of the Citizens and South- 
em Bank of Atlanta, Ga., the bank’s 
lunch-room has proved one of the best 
investments the institution has ever 
made—not in actual dollars and cents, 
but in the better health and increased 
ficiency of its employes. 

Six months ago the Citizens and 
Southern Bank set aside three rooms 
on the third floor of its building for a 
kitchen and lunchrooms. The kitchen 
was fitted with every modern labor- 
saving device. The other two rooms 
were finished in cream and mahogany 
and converted into dining rooms—one 
for employes of the company and the 
other for its officers. 

Miss Mary A. Taylor, one of the 
town’s best cooks and managers, was 
secured to handle the lunchroom, and 
all employes and officers of the bank 
Were informed that lunches would be 
served there every noon free of charge. 
The bank took upon itself all of the 
expenses of operating the lunchroom, 
believing that it would be more than 
repaid in the increased efficiency of its 
office force. 

Today all of the Citizens and South- 
ém’s 160 employes eat regularly at the 


Guaranty Trust Company of N ew York 


lunchroom—and most of the officers as 
well. The time spent by employes for 
lunch has been reduced from one hour to 
twenty minutes. And the freedom from 
outside influences enjoyed at the lunch- 
eons is reflected in closer attention to 
business on the part of everybody. 


“In the six months the bank-room has 
been in operation it has more than paid 
for itself” says one official of the bank. 
“Our employes get better food than they 
used to—and enjoy better health in con- 
sequence. The saving in time is well 
worth considering. And they don’t get 
their minds away from business—which 
perhaps is the biggest point of all in 
its favor. 

“A bank clerk simply has to attend 
to business. If he eats at a cheap lunch 
stand and gets a headache or dines with 
his favorits flapper and dreams about 
her all the rest of the afternoon, it is 
bound to show up on his books. 


“At our lunchroom the employes get 
good food, eat more slowly, and think 
and talk about the affairs of the bank— 
and that means increased efficiency all 
down the line. 


“Any bank that will install a luneh- 
room for its employes will be repaid 


many times over. We have given it 
a fair trial and know whereof we 
speak.” 
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A SIMPLE BAROMETER ON 
SAVINGS DEPOSITS © 


(Continued from page 34) 

and the amount in dollars of all the 
deposits. The Loss or Gain during the 
year is shown in the next two columns. 
The item “grand total” shows the total 
number of transactions, and is the sum 
of the items “No. Drs.” and “No. Crs.” ° 
The total number of accounts appears , 
in the final column. 

The entire plan is almost automatic, 
but in the fact that it gathers every day 
data which might be difficult to separate 
from the mass of dollars and cents later, 
it is an interesting picture of his work 
to the savings department manager, and 
a great help to officers in search of 
numerical data about the actual work of 
the savings department and its progress. 


Officers of the Dallas Clearing House 
Association were recently elected, J. A. 
Pondrom, president of the City National 
Bank of Dallas, Texas, becoming pres- 
ident, sueceeding Nathan Adams. J. K. 
Hexter, president of the Central State 
Bank, was elected vice president sue- 
ceeding Charles O. Austin. George 
Miller, cashier of the National Bank of 
Commeree, was re-elected secretary and 
J. D. Gillespie was also re-elected man- 


ager. 
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IS THE NEW BUSINESS MAN. | 
AGER INTERESTED IN 
BANK EMPLOYES? 


(Continued from page 17) 


Continental Service— The CONTINENTAL and 
COMMERCIAL 


C, ° inside of his watch erystal. 
o-operation BAN K S The new business manager shoul 


7450 
BANKS 


a experience and inti- 

mate relationships have 
given the Continental and Com- 
mercial National Bank a fine 
understanding of the problems 
of banks in every part of the 
country. Add to that our car: - 
ful attention to individual, spe- 
cial problems and you will 
understand why we have 7450 
direct correspondents through- 
out the United States. 


On the other hand, the splendid 
reciprocal service we receive 
from so large a list of corre- 
spondents makes possible the 
breadth and quality of our 


service to each. 


It works both ways. 


CONTINENTAL and COMMERCIAL 
NATIONAL BANK °F CHICAGO 


“cAn extra measure of service” 


CHICAGO make it part of his job to keep this 


pasted in every mind. 

He should get around the bank 
much as possible and be on friend) 
terms with every man, woman and ili 
of the working staff. He is the wrone 
man for his job if all the employes & 
not like him, enjoy helping him anj 
feel that he is helping them. 

He should present his advertising 
plans to all emploves fully and as fa 
in advance of their execution as possible 
This means that advance proofs 6 
newspaper advertisements, —_ advance 
copies of letters and booklets, advance 
schedules of bill board and_ street ca 
plans should be duplicated and handed 
to every employe with a circular of e- 
planation that invites criticism, con- 
ment and co-operation. It means a 
advertising meeting two or three tine 
a year when campaigns in their broad 
essentials are described by the new bu: 
iness manager and diseussed by the en- 
ployes. 

It means a monthly or weekly inside 
house organ conducted by the new bis 
iness department and mainly used to 
tell “How much business we are getting, 
how we are getting it and how we migit 
get more of it.” Sueh a_ publicatio 
should be printed if there are 100 eu- 
ployes or more. For smaller banks 3 
mimeographed bulletin will be read if 
its contents are right. Of course it 
should go to exeentives, directors ani 
stockholders as well as to employe. 

Actual solicitation of mew busines 
by every employe should be encouragel, 
the way of it explained, and the sucees 
of it announced by the new busines 
manager. 

This opens the question of new bus 
iness contests for employes. I inten 
to discuss and explain these as fully * 
possible in my article on solicitation, 
but a word on their value in selling the 
bank to its personnel will not be amis 
at this point. 

Such contests have been the subjet 
of much enthusiastic comment as “the 
cheapest known method of getting net 
accounts.” This they most emphatieally 
are not. 

They may be the cheapest know 
method of securing new business effort 
that, is not charged to the new busines 
appropriation, but the effort co fF 
money just the same, and somebody 
pays it. 

If the time—partly their own and 
partly the bank’s—spent by employe 
in new business contests were added t0 
the cost figures on such drives ther 
would rarely show a cost per ne § 
account actually secured of under $5.00. 
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But money is not the only considera- 
tion. It is obvious that if employes 
were asked to give up their salaried 
jobs and go out soliciting accounts at 
50 cents or $1.00 or even $5.00 per new 


customer, very few of them would 
consent. 
At $5.00 per new customer a man 


would have to get one every day—Sun- 
davs, holidays and vacations ineluded— 
to make $150 a month. He might do it, 
How- 
ever, he would not be able to rely on 
stranger grabbing in the bank, he could 
not get away with the new customer who 
was in reality an old eustomer under 
some other name, he -would soon exhaust 
the circle of his personal friends and 
spent on earfare, ad- 
vertising, inducements,  ete., 
would have to come out of his earnings 
or make his than 
$5.00 per account. If you don’t believe 
this, try it sometimes, as IT have done. 
Take a contest winner with several score 
new accounts to his credit and put him 
or her on the street, full time, at salary 
of $150 a month. Then figure what the 
cost per account would be if vou turned 
all the employes, well as 
winners, ont on the same basis. ‘ 

You will agree with me that only in- 
complete figuring makes the emplove 
contest a cheap way to get business. 
You will agree, also, I think, that what 
makes the employes contest “go” and 


in exceptional cases would do it. 


any money he 
special 
cost 


business more 


losers as 


what really gets such results as the new 
business produces, is not the 
prizes or bonuses paid but the stimulus 
furnished by the man conducting the 
contest, the co-operation he insists on 
from every officer, the golden promises 
he makes about future recognition and 
suceess for winners— the general effort 
made all over the bank during an em- 
ploye’s contest to sell that bank to its 
personnel. 

Now I say to the new business man- 
ager, if von have to have a series of 
contests to get this sort of co-operation, 
to stimulate your own department into 
working with and for employes, to make 
employes pay attention to your depart- 
ment and to make a showing of new bus- 
iness at what looks like a low cost, by 
all means do so. 

The prize system is not recommended 
so much as the bonus system with extra 
rewards for extra efforts. If you have 
a capital prize and a second or third 
prize you discourage a large number of 
losers, and generally over-pay a small 
number of winners. If you have team 
prizes you start rivalry that may not 
improve team-work by the whole force. 

The best contest is one wherein the 
employes strive not for themselves 


contest 


against each other but for their bank 
(and incidentally themselves) against 
its competitors. 

Here is a specimen contest system on 


whieh I would appreciate comment or 
criticism. 
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@By actual count, entered and left the First 
National Bank Building in Detroit. @This 


was an ordinary, average business day. It 
was only a few months after the opening of 


this new twenty-five story bank building 


on a historic site at the heart of the city. 
@Bankers in other parts of the United 
States can gather from these figures some- - 
thing of what Detroiters think of the efforts of 
the First National group to serve them well. 


(Formerly First & Old Detroit National Bank) 


FIRST NATIONAL BANK 


DETROIT 


MICHIGAN 


The First National Bank, the Ceritral Savings Bank and the 
First National Company of Detroit, are under one ownership. 


Ist—Duration of 


contest, 3 months. 
2d—Objectives—savings accounts $5 
and over; checking accounts 
(non commercial) $200 and 
over; safe deposit boxes. 
3d—Only new customers, solicited 
outside the bank on employe’s 
own time, to be counted. <Ae- 
counts closed or reduced within 
30 days to be canceled from 
credits. 
4th—No prizes, bonus scoring by point 
system. 
5th—Each new customer to count 100 
points. Each dollar of initial 
deposit to count 1 point addi- 


tional. Each dollar of safe 

deposit rental to count 20 

points additional. ; 
6th—Bonus payments as follows— 
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first 1000 points, 44 cent per 
point; next 4000, 14g per point; 
points over 5000, 1 cent per 
point. 


This system has the advantage of 
being simple and understandable. It 
eliminates several bad features of 
contests as ordinarily conducted, such 
as rivalry inside the bank, stranger 
grabbing in lobbies, advantage of 
window men and floor men, artificial 
business, and small checking accounts. 

It pays for volume of business as well 
as number of customers. It encourages 
large production but does not give all 
reward to a few. As an example of 
what business costs in bonuses (exelud- 
ing other costs) here is a typical seore 
card: ‘ 


>. 
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Where news begins 


EFORE keen reporters ferret 
out the features of news, before 
scurrying newsboys receive their 
bundles of dailies, thousands of trees 
must fall to provide an endless supply 
of wood-pulp. Without cheap paper, 
newspapers would be too costly for 
wide circulation. 


From the great spruce forests 
of Maine and lower Canada, 
logs come down to New England 
pulp mills that have been produc- 
ing paper for generations. These 
mills are important sources of the 
nation’s newsprint, and many of 


of BOSTON 





POINTS 
75 savings accounts average $37.80 
7500+ 2835 ..... 
12 checking accounts average $212 
1200 + 2544 
7 safe deposit boxes average $.25 


700+ 600 + 90; ee 


Total points scored 15,379 
BONUS 

1st 1000 points at 14 cent 
Next 4000 points at 4% cent .... 20.00 
Last 10379 points at 1 cent ....103.79 
$125.29 
Resume—94 new customers, $2835 
new savings deposits, $2544 
new checking deposits, 5 


them are old clients of this bank. 


In the paper industry, as in all 
other New England industries, The 
National Shawmut Bank is fortu- 
nately placed to render quick, in- 
telligent service. Through branches 
and close connections wherever there 

is need to transact financial busi- 
ness, this bank can often save 
clients days and dollars. 


The services of Shawmut can 
also be used in unusual ways to 
secure reports and carry out in- 

™ structions as effectively as a per- 
ve)sonal representative. 


safe deposit boxes at $3.50, 
one at $5 and one at $7.50 
—hbonus per customer $1.33 


Getting 94 new eustomers and $5379 
in new money by outside solicitation is 
2a reasonably good three months’ work 
for any man steadily employed at bank 
work, and $125 is not too much to pay 
him for it. 


The rules above are designed to take 
care of ordinary eases but do not fall 
down in extraordinary cases. For 
example, an employe who got 100 sav- 
ings accounts averaging only $5 would 
earn 10,000 points for the new customers 
and 500 points for the new money. His 
bonus would amount to $77.50 or 77% 


MUT BANK 


per account. An employe who got just 
one checking account of $10,000 would 
earn a bonus of 10,100 points or $63.59, 

The employe who gets only a fey 
small accounts earns only 25 cents eac), 
for them and this means that everyone 
who seores at all is spurred on to do 
some real work by the fact that big 
zxecounts, or little accounts after the 
fortieth, pay big money. 

Onee get a number of the employes 
enthused to the point of entering the 
contest and stimulated to passing the 
1000 points mark and such a contest 
should produce at least $1000 in ney 
deposits for every employe who enters, 

Keep the result bulletined from week 
to week, get around among’ the cop. 
testants every day, hold meetings onee 
a month presided over by the president 
or a vice president and the interest, 
enthusiasm and real results will surprise 
vou. 

In my experienee, a new busines 
contest is either a success or a failure 
according to the advertising manage. 
ment and salesmanagement back of it. 

I would like to see this efficient 
stimulus and backing applied to en- 
ployes’ efforts every day of every year, 
not three months out of every other year. 
In place of intensive driving I should 
like to see steady pulling—any horse- 
man will tell you that the latter is 
better for the team and the wagon. 

As far as compensation by prize or 
bonus is concerned, I do not believe that 
the right sort of employe works for 
them even when they are offered. 

What he really works for is recogni- 
tion and ultimately progress. He 
wants a more responsible job, and 
bigger earnings. 

Let the new business manager have 
enough to say about personnel manage. 
ment to make good on his promise. 
Let him promise substantial rewards in 
real recognition for new business effort. 
Let him direct new business effort, stin- 
ulate it, explain it, lead in it and en 
courage it. 

Then he will get results, not meas 
urable in “new customers at 74 cents 
each” but in a strong business-getting 
organization based on selling the bank 
to its own personnel. 

The Commereial Trust Company o 
Springfield, Massachusetts, is planning 

bank and office building. 

The Peoples Savings Bank, Vernor, 
Connecticut will erect a new building 
to cost $50,000. 


Plans are being drawn for the con 
struction of a building costing $50,000 
for The West End Savings and Tru 
Company, Pittsburgh, Pennsylvania. 


A bank and office building valued at 
$200,000 is contemplated by the First 
National Bank of Sterling, Illinois. 
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HERE’S A NEW FORM OF 
WEEKLY SAVINGS CLUB 


MONG the numerous Christmas and 
‘% Savings Club plans employed by 
Saint Louis banks this year, the New 
Year Get-Ahead Club at the Mississippi 
Valley Trust Company was based on 
qa new appeal. Nearly four thousand 
members ave said to have been enrolled, 
each committing himself to a program 
calling for fifty weekly deposits. An 
attractive pass book is issued to each 
member. 

The suecess of the Get-Ahead Club at 
this Saint Louis institution brings out 
the thought that Christmas Clubs per- 
haps awe their popularity as much to 
the timeliness of their start as to the 
spend-it-next-Christmas idea. As the 
old year closes, every person begins to 
plan for better things during the New 
Year—for a better bank account in par- 
ticular. The Get-Ahead Club member- 
ship was obtained without the alluring 
appeals of “money to spend next 
Christmas.” Rather, the pleasure of 
saving and having money was pictured. 

After all, the justification for bank- 
ing clubs, from the viewpoint of the 
tanks and the public, is that they foster 
lasting habits of thrift. It seems that 
a person who makes fifty weekly de- 
posits in a “New Year Get-Ahead Club” 
is a better prospect for a regular sav- 
ings account than a person who makes 
similar payments in a “Christmas Club.” 
There is much in a name when the name 
carries a definite suggestion. 


Locating Busy Bank Officers 

The switchboard operator in a Chicago 
hank was always having trouble locat- 
ing officers called on the telephone. The 
cashier would be away from his desk 
talking to the vice president or in the 
vault. The assistant eashiers would be 
checking up some records with the chief 
cerk or asking for data in the eredit 
department. 
were not 


In other words, the officers 
chair warmers, but looking 
after business where the work was being 
done. But the operator had to tell the 
callers, “Mr. Wilson isn’t at his desk 
right now. Any message IT ean take?” 

Now the operator, switchboard and 
all have been moved to a platform four 
feet above the banking floor. From 
this commanding position she can see 
the entire bank floor and just where to 
switch calls for officers who are not at 
their desks. Thus many customers eall- 
ing officers receive prompt answers to 
their calls and do not get the impression 
that officers are not attending to bus- 
iness, 


Charles B. Jenks, for the last four 
years with the National Bank of Com- 
merce in New York, has assumed the 
eashiership of the Transportation Bank 
of Chieago. 
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THE TOLL-TAKER 


SYSTEM 


Makes two Savings Ac- 
counts grow where one grew 
before 


and gives new life to the 
weak, dead and dormant 
accounts 


Because 


Taking the ONE out of 


M one Y 


makes saving interesting and 
easy instead ofa difficult task 


A perfect saving system, effi- 
cient and economical that 
gives a new meaning to ser- 
vice. 


HENRY A. JEFFCOTT 


220 South 49th Street 
PHILADELPHIA 











BANK-LITE 


for Bank Cage Illumination 


BANK-LITE is the ideal light wherever close and con- With 
It provides a flood of 
soft, uniform illumination at all points of the working sur- 
face of desks and change plates, and its perfect diffusion 
of light eliminates all glare from the surface of highly 
calendered ledger paper and other objects. 


tinued application is necessary. 


is directed at useful angles—and its 


or desk. 





The executive banking committee of 
railway and steamship clerks, freight 
handlers, express and station employes 
have made application at Washington 
for a charter for a bank in Cincinnati 
to be named the Brotherhood of Rail- 
way Clerks’ National Bank of Cinein- 
nati. 
$200,000 with a surplus of $50,000. 


by mentioning THE BANKERS MONTIILY when writing to our advertisers 


source is 
concealed or outside the vision of one working at the table 


Write for catalog givirg complete details. 


Atlanta 


The bank will have a eapital of - 








TYPE S-10615 
cross - rippled 
polished sheet alum- 
inum_ reflectors — for 
standard lamps of 25 
or 40 watts: 
Sections 18-inch of 
shorter. Steel, $9.00 
Brass or Bronze, - 
$12.00 
Sections over 18-inch, 
per foot. Steel, $6.00 
Brass or Bronze, 
$8.00 


THE BRASCOLITE COMPANY 


ST. LOUIS, U.S. A. 
Division of St. Louis Brass Mfg. Co. 


BRANCH OFFICES (Sales and Service) 


All the light 
either 


Boston Chicago Cincinnati Detroit 
Los Angeles Minneapolis New Orleans 
New York Omaha Philadelphia 
Seattle 


Bank-Lite I::stallation in Teller’s Cage of West End 
Savings and Trust Company, St. Louis. Type S-1(615 
Bank-Lices are used here. 


The Boyd Deposit Bank of Boyd, 
Kentucky, has increased its capital stock 
from $15,000 to $25,000. 


The First National Bank of Spanish 
Fork, Utah, elected the following offiers 
for the ensuing year: F. M. Snell, pres- 
ident; J. M. Creer, vice president and 
L. P. Snell, cashier. ‘ 
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REVIVING AGRICULTURE IN 
NEW ENGLAND 


(Continued from page 15) 


pleasure and profit in keeping poultry 
in their back vards or near their homes. 

“Very few poultry keepers, however, 
handle their flocks so as to get the 
farming, he will usually have a number greatest possible returns in egg produc- 
of birds of one kind or another about tion. The following facts and figures 
the farm. Thousands of people, not en- show the benefits to. be derived by 
gaged in farming as a business, find both simply culling out the unprofitable 


birds from a flock of layers. 

“A flock of 200 lavers produced, 
before culling, an average of 108 eggs 
per hen per year. 

“After culling, 120 of the best birds 
produced an average of 160 eggs pep 
hen per year. 

“The 80 “culls” produced an average 


Statement made by 


maressBuwihilh-—- ROA 


Agricultural Department 
To the Rhode Island Hospital Trust Company: 


For the purpose of procuring and cstablishing oredit from time 
to time, I make the following a true and correct statement of my 


financial condition on the_j@ day of 1922, and 
agree that in case any change occurs that materiall@ reduces my 
ability to pay all claims or demands against me, I will immediately 
notify, in writing, the Rhode Island Hospital Trust Company. 


Cash in Bank and Savings 325 \|00 


Loaned_ on notes Sd 
£94 9% - hua 
Amount owed me — tee. 6-76 look wi 


Investeenhe Wianee Moan Bore fan we 


Assets Liabilities 


Stem cee 
ristute so messed M ebelel | 
— 
Saeiele ea Sdinienelial. ie 
ed 


Live Stock 
Real Estate Owned 
Machinery and Eouipment 


Other Assets 


of 63 eggs per hen per year. 

“All of the birds were fed and handled 
exactly alike. They all consumed 9] 
pounds of feed. 

“The lesson is very clear. Tt did not 
cost any more to keep the birds which 
produced an average of 160 eggs than 
it did to keep the birds which produced 
an average of only 63 eggs. 

“Our Agricultural Deparment will be 
glad to furnish information on how to 
cull the layers to all those interested in 
the subject.” 

So the work of the agricultural de. 
partment includes not only help in 
financing farm operations but also sug- 
gestions that make it possible for the 
farmer to operate at a greater profit, 
pay back his loans and become an even 
more desirable customer of the Rhode 
Tsland Hospital Trust Company. 

This company had in mind offering 
its services to stimulate the business of 
agriculture in Rhode Island and New 
England in every possible way and we 
did not expect any very great returns 
for sometime, yet indications are that 
the agricultural interests have appre 
ciated the efforts of this company and 


mueh new business has come to us as a 


Jo result of this enterprise. 
So ahi 


The construction of a new building 
for the Greenville Banking & Trut 
Company of Jersey City, New Jersey is 
planned. 


otal Liabilities 


Profit made last year ¢ 2550.00 
Insurance on Buildings $3000. Equipment %, 


The Peoples National Bank of Belle 
ville, New Jersey will erect a one story 
bank building. 


Live Stock $__ Life ¢/ooo. 


Amount of Loan Requested $ /Soo. oo Purpose for which loan is to 


be used fachact foilegen ace}, machinery, for epriog, werrts, tleeAow 
g . 
(Bigned) be 4 A itMiaws 


Statement as made out in an application for loan from the Rhode Island Hospital Trust Company. ( ompany, Irvington, New Jersey. 


A $50,000 bank building is contem- 
plated for the The Irvington Trust 


GREGERSON BROTHERS 


CERTIFIED PUBLIC ACCOUNTANTS 
INCOME TAX CONSULTANTS 


We specialize on Income Tax work for Banks and Trust Companies 


OMAHA NATIONAL BANK BLDG., OMAHA, NEBRASKA 


Read-rs will conjer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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Caution 


Caution is care. It does not hinder, nor does 
it cause loss of time. It watches, it sees, it 
commands. Its one purpose is to lead the 
ship of business to success. It is common | 
| 





sense on the navigating bridge. 


Business leaders recognize the present as a 
time of promise. But they preach CAU- 
TION. Their advice is.to resist temptations 
to heed boom talk; to seek sure profits and | 
not to speculate; move solidly, rather than | 
swiftly; to be vigilant. 






GORDON WILSON 


FILLS NEW POSITION 
WITH REPUBLIC 


(,ORDON WILSON, who has been 

with the First National Bank of 
New York in an executive capacity, is 
the latest acquisition to the official ranks 
of the National Bank of the Republic 
of Chicago. He comes to the institution 
in the eapacity of controller, which is 
anew position just created by the bank, 
and he will have general supervision of 
all the clerical departments, including 
the auditing. 

Mr. Wilson formerly lived in Chicago. 
He was associated with the Universal 
Portland Cement Co. Early in 1917 he 
entered the service of the United States 
Shipping Board’s Emergency Fleet 
Corporation and became general auditor 
of the entire organization. Later he 
became identified with the First Na- 
tional Bank of New York, where he has 
been handling special executive work. 



































Business vigilance is impossible without facts | 
and figures—complete, up-to-the-minute | 
and dependable. Out-of-date figures, incom- 
plete facts! They are the dead eyes of blind 
business. They are dangerous. 


Sound methods of Cost Accounting are the 
one source of reliable facts and figures—the | 
vigilant eyes of CAUTION on the navigat- | 

ing bridge. 





























AUDITS — SYSTEMS 
TAX SERVICE 


ERNST & ERNST | 
























Plans have been drawn for the con- 















struction of a one storv bank building NEW YORK CHICAGO CLEVELAND INDIANAPOLIS NEW ORLEANS 

a . . a 2 PHILADELPHIA MINNEAPOLIS BUFFALO TOLEDO DALLAS 

of brick and stone, for the Newburgh BOSTON ST. PAUL PITTSBURGH ATLANTA FORT WORTH 
PROVIDENCE st. Lours DETROIT RICHMOND HOUSTON 





Savings Bank of Pearl River, New York. 





WASHINGTON KANSAS CITY 





CINCINNATI BALTIMORE DENVER 








Ata meeting of the Board of Directors | | | : a 
of The Coal and Tron National Bank of i 
New York, John T. Sproull was elected 
chairman of the Board of Directors, 
resigning the office of president. Mr. 
Sproull was one of the organizers of the 
bank in 1904, since which time he has 
acted as president. 


















The name of The National-Republic 
Investment Company has been changed 
to The National-Republie Securities 
Company. This company is controlled 
by The National Bank of the Republic 
and transacts the usual business carried 
on by securities companies that are con- 
trolled by national banks. 


HUGH N. SMITH 


Certified Public Accountant (IIl.) 
Bank Income Tax Specialist 















Compiete Bank Income Tax Service, including the preparation 
of returns, reviews, claims, defense of additional assessments, 
Department correspondence and verifying Department Audits. 











The First National Bank of Stuttgart, 
Arkansas, has bought the two story 
Ingram building, and they expect to 
Sceupy their new quarters before the 
first of June. 












910 Harris Trust Building ~ - - ~ - CHICAGO 
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To the Service 


of the Community! 


In a little room in the rear of the first 
bank on Broadway, a group of men 
met in 1824 to dedicate the Chemical 
Bank to the service of the community. 


TO SERVE —by furthering com- 
merce, not speculation. 

TO SERVE—by furnishing assis- 
tance not to promoters or so-called 
“financiers” — but to the individual 


merchant and business man. 

Our policy then—our policy today 
Seeking New Business on Our Record 
GHEMICAL 
NATIONAL 


BANK 


OF NEW YORK 
Founded 1824 


BROADWAY AND CHAMBERS, FACING CiTY HALL 


The delegates of the American Bank- 
ers Association appointed by its /pres- 
ident, J. H. Puelicher, to represent it 
at the International Chamber of Com- 
meree meeting at Rome, Italy, as an- 
nouneed here are as follows: Fred I. 
Kent, vice president, Bankers Trust 
Company, New York, chairman; George 
M. Reynolds, chairman of the Board, 
Continental & Commercial Bank, Chi- 
cago; Oliver C. Fuller, president, First 
Wisconsin National Bank, Milwaukee; 
Melville A. Traylor, president, First 
Trust & Savings Bank, Chicago; Oliver 
J. Sands, president, American National 
Bank, Richmond, Va. The conference 
at Rome, which is the second general 
meeting of the International Chamber 
of Commerce and will be held March 
19-26, will take up problems of world 
business conditions. The Chamber is 


a world-wide federation of financial, 
commercial and_ industrial interests, 
without government or political con- 
trol or motives of private gain. 
It was organized in Paris in 1920 by 
business men of the five allied nations 
and its membership now ineludes twenty- 
six nations. 

Plans have been completed for. the 
new building of the Federal Reserve 
Branch Bank of Little Rock, Arkansas. 

The new home of the Federal Reserve 
Branch Bank of Oklahoma City, Okla- 
homa, will be completed May Ist. 

Finishing touches are in progress on 
the new building of the Fullerton Com- 
mercial and Savings Bank Fullerton, 
California. 
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BANKER FOR A HALF 
CENTURY 


Charles R. Dusenberry, president 9 
the Westchester Trust Company, 9 
Yonkers, N. Y., has just celebrated hj: 
golden jubilee in the banking busines 
He is ninety-three years old and jg stjj 
hale and hearty and goes to his offi 
daily. He is said to be the oldest actiye 
banker in the State. He helped , 
found the Citizens National Bank 9 
Yonkers in 1873, when he was Super. 
visor. Later this bank was consolidate 
with the Westehester Trust Company, 
and Mr. Dusenberry was more than §j 
vears old when he became head of the 
institution. He was born in Manhattan, 
but in 1837 moved to Yonkers and was 
reared on a farm there. When Yonkers 
was made a city he served for eightee 
sears as Police Commissioner. 


Good Managers 


There are a number of investors who 
pin their faith on individuals rather than 
earning figures, trusting rather in the 
business judgment and managerial abij.- 
‘ty of certain men than in anvthing eke. 
“ew bankers have a larger following of 
this kind than the Mellons of Pittsburgh. 

A stockholder ‘of one of the Mello 
companies met Richard Mellon in New 
York. The banker, knowing the other 
held quite a large block of the stock of 
the X company, asked him if he wantel 
to sell. 


“No,” replied the stockholder, a r 
tired steel man. “I have a couple of 
men managing that investment for me 
and I think I will let them continue t 
do so.” 


, 


“They must be good men,” remarkel 
the banker. “Who are they?” 

“Andy and Dick Mellon,” was the 
ceply. 


McHugh Elected Director on St. Patl 
Milwaukee 


John McHugh, president of Tle 
Mechanics & Metals National Bank, 
New York, has been elected a director 
of the Chicago, Milwaukee & St. Pail 
Railroad, filling a vacancy occasion 
by the recent death of William G. Rot 
efeller. 

Mr. McHugh is a director of a number 
of financial institutions, but special i 
terest is attached to his election to th 
Board of the St. Paul Railroad, ini 
much as he began his career as & 
road man on the Grand Trunk Railwaj, 
at his birthplace, Belleville, Canads 
He started there as a telegraph operalt! 
in 1883 at $10.00 per month. Het 
mained with the road seven years, risil? 
to division agent by 1891, when he t 
signed, refusing further promotion 
go West. It was shortly thereafter thi! 
he entered the banking field. 
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New Service Manager 

The Utica City National Bank, Utica, 
New York, has appointed J. Quinlivan 
gs advertising service manager. Mr. 
Quinlivan for the past two years was 
associated with an advertising agency 
in Utica. Before coming to Utica, he was 
employed in the advertising department 
of the General Electric Company, 
Schenectady, New York. Mr. Quinli- 
yan is a graduate of the State Normal 
School, Cortland, New York and Ford- 
ham University, New York City. Prior 
to his entrance in the advertising profes- 
sion he taught English and history in 
the high schools of Syracuse and Utica 
and at present is conducting the evening 
classes in advertising at the Utica Free 


Academy. 
e 


William F. Lawrence was elected pres- 
ident of the Peoples State Bank of Two 
Harbors, Minnesota. Mr. Lawrence 
succeeds J. S. Saari, who has been pres- 
ident since the bank opened three years 
ago. Other officers elected are C. R. 
MeCann, vice president; H. J. Coleman, 
cashier; A. S. Drew, assistant cashier 
and Miss Lillian Hill, assistant cashier. 


The Dallas Trust & Savings Bank of 
Dallas, Texas known as the Trust Com- 
pany of Dallas, had a _ eapitalization 
in January 1903 of $100,000. The 
Trust Company took over the bond and 
mortgage business of H. A. Kahler and 
Mr. Kahler became the first president 
of the new institution. The eapitaliza- 
tion was increased to $200,000 in Sep- 
tember 1905. In July, 1907, the name 
of the bank was changed to the Dallas 
Trut & Savings Bank. In August, 
1909, the bank increased its capital 
stock to $300,000 and in 1916 the eap- 
italization was raised to the present 
figure of ‘$1,000,000. The following 
officers were elected at the recent annual 
meeting: Edward Gray, president; 
S. A. Temple, vice president; Ernest 
R. Tennant, vice president; Charles O. 
Austin, vice president and _ eashier; 
George N. Aldredge, vice president; 
H. B. Jones, assistant cashier; O. A. 
Mangrum, assistant cashier and J. O. 
Humphreys, assistant cashier. 

Alverton H. Aseltine, who has been 
tepresenting the Chase National Bank 
for several years at the various National 
and State Bankers Conventions through- 
out the country, has just been elected 
assistant cashier of the institution. Mr. 
Aseltine, previous to his connection with 
the Chase was indentified for a number 
of years with the bond department of the 
Equitable Trust Company, and before 
that was associated with the Commer- 
‘ial and Financial Chronicle of New 
York for over fifteen years. He enjoys 
& wide acquaintance among bankers 


throughout this country, Canada and 
Europe. 
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A Service That All 


Borrowers Need 


A® a means of providing customers in 

the commercial department with 
exact information on their affairs and at 
the same time safeguarding the bank in 
making loans, the complete certified 
audit is a powerful instrument for good. 


Perhaps you have a number of com- 
mercial customers whose office records 
might be strengthened through the cer- 


tified audit. 


Our broad experience with all lines of 
business enables us to. offer to banks and 
their commercial customers many val- 
uable suggestions on the complete certi- 


fied audit. 


This particular form of audit 


is commended by The Reserve City 
Bankers’ Associations and other banking 


agencies. 


The individual banker will 


find it worth while to recommend it to 
his commercial borrowers. 


WOLF AND COMPANY 


Accountants 


(FORMERLY BAKER, VAWTER & WOLF) 
NEW YORK, PHILADELPHIA INDIANAPOLIS MILWAUKEE CHICAGO 


KANSAS CITY DES MOINES 


Air Service Mail Route to Save 
Bankers $65,000 

A movement is under way _ to 
have established a special air mail serv- 
ice from Cleveland to Bellefont, Pa., 
where mail would be transferred to a 
train for New York during the months 
of daylight saving time in New York. 
This arrangement, bankers and business 
men declare, would save them $65,000 
in interest. When New York operates 
on eastern standard time checks from 
Cleveland are cleared the following day. 
An additional day is lost, however, when 
daylight saving time is used in New 
York, they assert, because the mail 
train arrives each morning after the 
time when checks are cleared. 
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OKLAHOMA CITY MUSKOGEE 





At the annual meeting of the Inter- 
rational Acceptance Bank of New York 
City, Charles A. Stone, president of the 
American International Corporation 
and John T. Pratt and Lucien Nach- 
mann, a vice president of the Interna- 
tional Acceptance Bank, were elected 
directors. All officers were re-elected. 
James P. Warburg, secretary, was made 
vice president and secretary; and 
Fletcher L. Gill, treasurer, was made 
vice president and treasurer. 


Como, 


B. C. Cainf of Hopkins 
County, Texas was appointed state 


bank examiner, and is assigned to the 
Beaumont territory for bank inspection 
work. 1 
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QUESTION: “A” is 
“B" lodge. 


are made out to “ 


treasurer of 
He endorses checks which 
B” lodge in the lodge’s 
name as treasurer. He then places the 
endorsement of “C” corporation on the 
back of the check and deposits it to 
the credit of “C” corporation. In ease 
he is misappropriating the funds of 
“B" lodge, would the held 
liable? 

ANSWER: The general principle 
is that a bank is not liable where a 
trustee who is a depositor of such bank 
breaches his trust unless the bank itself 
participated in the breach. It is said 
that a bank must honor the checks and 
certificates of its depositors drawn in 
proper form without regard to the use 
a depositor is going to make of the 
fund; the only limitation is that the 
bank must not itself participate in the 
profits of the fraud. Walker vs. Man- 
hattan Bank, 25 Fed. 255; State Na- 
tional Bank vs. Reilly, 124 Ill. 464. If 
a bank participates in the misappliea- 
tion of trust money, it is liable; as 
where money deposited by “A” in his 
own name and known by the bank to 
belong to another was applied by “A” 
to pay his debt to the bank, it was held 
liable to the principal. There are many 
cases in the books of this kind. 

It is also a principle well recognized 
in the law that a banker cannot inquire 
into third person’s affairs nor refuse to 
pay a check merely because he is aware 
of an attempted breach of trust. U. S. 
vs. First Natl. Bank, 82 Fed. 410. For 
example, the banker is not justified in 
refusing to honor the depositor’s check 


bank be 


Protection 


materials. 








THE BANK’S LEGAL ADVISOR 


because he knows or believes that the 
check is an appropriation of funds to 
a person or for a purpose to whom or 
for which the depositor is not lawfully 
authorized to appropriate those funds. 
Howard vs. Deposit Bank, 80 Ky. 496. 
But if the depositor seeks to pay his 
own debt to the banker by an appro- 
priation of funds to his eredit in a fidu- 
ciary capacity with the bank, then the 
bank is affected with knowledge of the 
unlawful character of the appropriation 
and would be compelled to refund. 

In the ease of Walker vs. Manhattan 
Bank, 25 Fed. 255, the court says, * On 
securities the cases cited it will be found 
that participation in the profits of the 
fraud is, generally speaking, an element 
in the case; and mere reason to believe 
that the trustees are misapplving the 
assets will not make the banker liable; 
for this would be to make every trustee 
accountable for his own conduct in the 
trust to every agent whom he happened 
to employ, and would earry the prin- 
ciple of constructive trust to an incon- 
venient and, indeed, to an impractic- 
able length.” 

In arriving at a definite answer to the 
inquiry submitted, it is necessary to 
know whether the account of “B” lodge 
is kept at the same bank as the account 
of “C” corporation; also whether “A” 
as treasurer of “B” lodge has authority 
to withdraw funds as well as to endorse 
checks and deposit the same to the 
credit of “B” lodge account. If “A” as 
treasurer of “B” lodge has authority 
to withdraw funds from “B” lodge ac- 
count, he would have authority to 


E-maintain a staff of several hundred 
. Engineers and Practical Inspectors, 


to ' who are stationed in steel mills, cement 


Building 
Investors 


mills and manufacturing plants to witness 
and supervise the manufacturing of building 


This supervisory service is 


supplemented and directed by technical 
Engineers and highly developed testing 
laboratories. 

We are, therefore, able 
constructive and dependable service to 
bankers in the protection of their building 
investments. 


ROBERT W. HUNT & COMPANY 


General Offices 


to extend a 


175 Jackson Boulevard 
CHICAGO, ILL. 


Offices in all principal cities 





present a check payable to “B” Jody, 
and endorsed by him and receive ti 
money over the counter, and woul 
accordingly have authority to deposi 
that check in whatsoever account hp 
saw fit, being answerable only to «py 
lodge, but the bank could not under tip 
decision permit him to pay a privat 
debt of his own to the bank by sued , 
check, and carrying the reasoning one 
step further, if the corporation “C”" of 
which he is doubtless an officer, was 
indebted to the bank, the bank cou 
not permit to be applied without ris; 
funds credited to its account as’ having 
come from “A” as the treasurer oj 
“B” lodge. 

QUESTION: We have taken a note 
from one of gur customers secured by 
collateral in the form of a farm mor. 
gage that still has ten years to m 
The note that we hold is now due ani 
the debtor informs us that he expeds 
us to get our money from the collateral, 
The mortgage, while good, has such a 
long time to run that it is very diffieut 
to make sale of it. The debtor is po. 
sessed of considerable property, in- 
eluding a farm near here. We would 
like to know if we can _ proceed and 
enter judgment against this party, have 
execution issued and make the amount 
of our note from his other property 
without first making sale of the cdl: 
lateral listed in the note. If not what 
is the proper method to follow in orler 
to vollect ? 

The interest on the collateral note 
will be due sometime in November when 
the note falls due. This bank has just 
declared a dividend of 4 per cent pay- 
able October 2nd, which will be $40 
the shares held as collateral. Now the 
question with us is, if we can hold back 
the dividend check to apply on the ir 
terest on the collateral note, or if the 
bank that holds the collateral ean de 
mand that the dividend check be applied 
on the collateral note. 

ANSWER: The only _ persons é: 
titled to dividends on stock of said bank 
are the persons who appear as stock 
holders on the books of the bank. The 
bank holding an endorsed certificate 
of stock as collateral security is 20 
entitled to the dividends on that stock 
unless this stock has been transferred 
to such bank or unless the stockholder 
has especially pledged the dividenis 
therefrom and served the bank issuing 
the stock with notice of assignment 0 
dividends. 

Ordinarily in eases of this kind the 
stock itself is deemed to be the collater 
and not the dividends thereon. I assumlt 
also that the dividend checks are mate 
payable to the stockholder, and withott 
special authority the bank holding the 
stock as collateral would not, by virttt 
of that alone, be authorized to endors 
the stockholder’s name on the baek of 
the dividend checks even if the bank 
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should come into possession of such 
dividend checks. 

QUESTION: [I notice in your legal 
bulletin No. 3, that it is stated that an 
employee of a bank, who is a stock- 
holder and also a notary publie, is dis- 
qualified from taking acknowledgments 
on chattel mortgages running to the 
bank, on account of his being a stock- 
holder. Sometimes banks take a bill 
of sale to secure loans. Would a notary 
publie, who is also a stockholder of the 
bank be disqualified from taking ae- 
knowledgments on a bill of the running 
to the bank as security for a loan? 

ANSWER: Under the cireumstances 
recited these bills of sale are nothing 
more than chattel mortgages and as 
such acknowledgments on the same 
should not be taken by the stockholder 
of the bank who is also a notary publie. 

QUESTION: Referring to your 
legal bulletin No. 3, Page 9, the question 
as to whether or not an officer who is a 
stockholder in a state bank can acknow!l- 
edge deeds, mortgages and deeds of 
trust drawn in favor of the bank of 
which he is a stockholder or director, 
also on Page 11, practically the same 
question. 

Our eashier who is also a stockholder 
and a director usually takes the acknowl- 
edgment on trust deeds which are drawn 
in favor of John Doe, trustee, in which 
the notes issued in connection with the 
trust deed are payable to the signer in 


this wording—“I promise to pay to the. 


order of myself,” and which said notes 
are duly endorsed by the maker. <Aec- 
cording to the legal bulletin, would our 
cashier as a stockholder and director 
be the proper person to take the 
acknowledgments on the above men- 
tioned trust deeds? 

ANSWER: The question as_ to 
whether or not a stockholder of a cor- 
poration is qualified to take acknowl- 
edgments of deeds, mortgages and deeds 
of trust affecting real estate where such 
deeds, mortgages or deeds of trust are 
drawn in favor of the corporation of 
which he is a stockholder, was not satis- 
factorily settled by the act approved 
May 15, 1903, in force July 1, 1903. 
The wording of this act and the word- 
ing of the title thereto would seem to 
make it merely a validating act legaliz- 
ing such acknowledgments as may have 
been taken prior to the act. The act 
itself applied only to such’ instruments 
as affected real estate situation in 
Illinois and the act had no reference 
to chattel mortgages or bills of sale or 
other instruments affecting personal 
property. 

If a notary publie on account of his 
being a stockholder is disqualified on 
account of his interest in the corpora- 
tion from taking an acknowledgment 
to an instrument affecting the title to 
real estate running directly to the cor- 
Poration, then in my opinion he would 
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This is a new picture of the 
main office of the “old” Sea- 
board, where we are pleased 
to welcome our friends, old 
and new. 


The Seabgard National Bank 
of the City of New York 
Main Office: Broad and Beaver Streets 


Mercantile Branch 


115 Broadway 
at Cedar Street 


Uptown Branch 


20 East 45th Street 
near Madison Avenue 
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also be disqualified from taking an 


acknowledgment running to a_ third 
person as trustee where such instru- 


ment was to become the property of 
the corporation, even though such trust 
deed or other instrument and the notes 
accompanying the same were to be sold 
by the corporation as negotiable paper. 

The intervention of a natural person 
as trustee would not in my opinion 
remove the disqualification, as _ the 
trustee is trustee in the first instance for 
the holder of the notes, and the banking 
corporation is the first holder of the 
same. I would accordingly advise 
against a notary public stockholder 
acting as notary public in all such eases. 
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QUESTION: Can a bank refuse to 
honor a personal check when there is 
sufficient funds in the account to pay 
check? This does not refer to a stop 
payment check. 

If a bank accepts from an old de- 
positor for credit in checking account, 
a check on an out-of-town bank and if 
said check is posted to his credit on 
individual ledger, is it permissible to 
refuse to honor checks drawn on the 
account, if there be any doubt as to 
whether out-of-town check will be re- 
fused on account of no funds? 

ANSWER: It is permissible to 
refuse to honor checks drawn against 
the account of a customer ‘when such 
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Business from non-resident 
and banks especially solicited. Highest 
references; best services. Attorneys and 
bankers having clients who wish to patent 
inventions are invi to write for full 
particulars and terms. 

WATSON E. COLEMAN, Patent Lawyer 

624 F Street, N. W., WASHINGTON, D. C. 
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checks are “drawn against uncollected 
funds” and there need be no doubt in 
the mind of the drawee bank 
whether out-of-town 
honored or not. 

Most banks make this plain to eus- 
tomers by a rule to that effect printed 
on the monthly statement forms or in 
the fly leaf of pass books. 

If the first paragraph in the letter 
from inquiring bank was designed to be 
a separate inquiry reading as follows: 
“Can a bank refuse to honor the per- 
sonal check when there is_ sufficient 
funds in the account to pay check,” 
would say a bank eannot refuse with- 
out liabilitv to honor the written order 
of its depositor when there are sufficient 
funds in the hands of the bank belong- 
ing to the depositor to pay the check. 


as to 
checks will be 


John R. Hays and William K. Gamble 
were elected vice presidents of the 
Potter Title and Trust Company, Pitts- 
burgh. 


A. J. River was elected cashier of 
the Farmers Bank, Bellflower, Missouri. 


George N. Aldredge was elected vice 
president of the City National Bank, 
Dallas, Texas. He was formerly vice 
president of the Dallas Trust and Sav- 
ings Bank. 
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REINVESTMENT OF SAVINGs 
FUNDS IS A PROFITABLE 
PRACTICE 


HE Merchants and Savings Bank, 

Kenosha, Wisconsin finds it a prof. 
itable practice to suggest the invest. 
ment of savings deposits when they 
reach $1,000. When a savings account 
reaches this amount Jos. Funck, cashier, 
makes it a point to talk with the es. 
tomer. If he does not see the depositor 
in the bank, he is requested to eall. 

During the course of the conversation 
Mr. Funck endeavors to find out whether 
the savings is for a home or similar 
investment or if the customer wishes to 
invest money in a higher interest yield. 
ing form. 

Two forms of investment are en- 
couraged by the bank. The first, bonds 
and the second, mortgage. Which ever 
is suggested the amount is usually placed 
higher than the depositor has funds on 
hand. For instanees, a $1200 to $1500 
mortgage would be suggested to a de. 
positor with $1000—the bank offering 
to loan the difference. The rate of say- 
ings while the note is in effect is a great 
deal higher than when the depositor is 
not in debt. 

Not only is the bank benefiting by the 
re-investment of the funds, which it 
feels would not be kept there much 
longer, but it is showing a direct per- 
sonal interest in the affairs of its client. 
Tn the long run the bank feels that it 
profits a great deal more by this practice 
than by trying to keep savings accounts 
in the bank instead of reinvesting them. 


A one story bank building to cost 
$100,000 will be erected by the First 
National Bank of Sunbury, Pennsyl- 
vania. 

A bank and office building, ten stories 
high, is planned for the State & City 
Bank & Trust Company of Richmond, 
Virginia. This structure will cost in 
the neighborhood of $500,000. 


The Central National Bank of Rich- 
mond, Virginia, will remodel its build- 
ing at a cost of $75,000. 





The Dime Savings Bank of Toledo, 
Ohio will erect a bank and office build- 
ing. 


A five story building costing approx 
imately $300,000 will be erected by the 


Citizens National Bank of Emporia, 
Kansas. The Citizens Bank recently 
merged with the Emporia National 
Bank. 


Plans are being drawn for the con 
struction of a one story building for 
the Racine City Bank of Racine, Wis 
consin, costing $100,000. 
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INCREASED MEAT 
CONSUMPTION IN 1922 


;iSTIMATES of meat consumption in 
the United States for the calendar 
vear 1922, compiled by the Bureau of 
‘Animal Industry, United States Depart- 
ment of Agriculture, show an increase 
over 1921 of approximately 6 pounds 
per capita and 614 pounds in advance 
of 1920. Coupled with a decrease in 
the exports and somewhat higher prices 
to producers in 1922, these figures 
evidence a satisfactory state of the home 
market, due doubtless to the prosperous 
condition and better purchasing power 
of the people generally. 

According to the estimates, the 
average meat bill per person in 1922 
was made up of 61.4 pounds of beef, 
7.3 pounds of veal, 5 pounds of mutton 
and lamb, and 76 pounds of pork, 
total 149.7 pounds. This is the highest 
anual consumption since 1911, when 
the total was 158.4 pounds. The in- 
erease in 1922 over the preceding year 
applied to all classes of meat except 
mutton and lamb, which showed de- 
ereases in both slaughter and consump- 
tion. The greatest increase was in beef, 
3.6 pounds per head, while the increase 
m pork was only slightly less, 3.1 
pounds per head. Veal increased only 
slightly, but consumption of mutton 
and lamb fell from 6.2 to an even 5 
pounds per head. 

The vastness of the national meat in- 
dustry is realized when these per capita 
quantities are applied to a population 
of 109,248,392, which is the census 
estimate for continental United States 
on July 1, 1922. The process of mul- 
tiplication shows the total consumption 
of meat in 1922 was over 16% billion 
pounds, the highest in history for any 
country. However, slightly more meat 
was produced in the United States in 
1918, the vear of the great war effort, 
but the exceedingly large exports in 
that year reduced the consumption 
materially. 


The meat totals are caleulated by the 
use of average carcass weights for each 
of the classes of animals slaughtered. 
The resulting totals represent dressed 
meat; lard which is estimated separ- 
ately, and other edible fats are not 
ineluded, nor the edible offal. The 
latter is allowed to offset the bones and 
waste of the dressed carcasses. 

The conversion of corn into lard by 
means of the hog is one of the major 
industries of the country, the product 
of which goes td all part of the world. 
The 67,050,745 hogs slaughtered in 1922 
yielded over 9 billion pounds of meat 
and 2% billion pounds of lard. This is 
the highest production of lard on record, 
and as the exports, although consider- 
able, were less than in 1921, it follows 
that the total consumption was also 


highest. The per capita consumption 
of 1999 


“2 was exceeded in 1916. 
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Equitable 


Service 
for banks 


3. LETTERS OF CREDIT 
The increasing sales of ETC Letters of Credit are due 


largely to two reasons. First, the position of this company 


abroad and the representative character of its foreign cor- 
respondents. Second, the extra service rendered credit 
holders by our Paris Travel Service Bureau. 


Arrange now to accommodate your spring and summer 
tourist trade by securing ETC Letters of Credit. We 
will issue them with your own bank's imprint. : 


Write for full particulars. 


QUITABLE 


THE F 


TRUST COMPANY 


OF NEW YORK 
37 WALL STREET 


CHICAGO OFFICE: National Life Building, 29 South La Salle Street 
DONALD L. De GOLYER, Manager 


FOREIGN OFFICES 


LONDON; 3 King William St., E.C.4 
PARIS: 23 Rue de la Paix 
MEXICO Clry: 48 Calle de Capuchinas 


The adverse conditions of foreign ex- 
change and the poorer purchasing power 
of European countries, especially, have 
seriously affected the exports of meat 
products. Foreign trade in beef has 
practically ceased, and while there has 
always been a large exportable surplus 
of pork products and lard, the trade 
in the former (mostly bacon and hams) 
has steadily diminished in the last four 
years. Lard alone, chiefly through the 
re-entry of Germany as a large pur- 
chaser since the war, has held a com- 
manding position in foreign trade. Ex- 
ports of lard were highest on record in 
1921, totalling 893 million pounds, and 


while they fell away over 100 million | 


pounds last year, the total of 789 
million pounds in 1922 is, nevertheless, 
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DISTRICT REPRESENTATIVES 


PHILADELPHIA: Land Title Building 
BALTIMORE: Calvert and Redwood Sts. 
CLEVELAND: 629 Euclid Avenue 
CHICAGO: 29 South La Salle St. 

SAN FRANCISCO: 485 California St. 





second highest. Britain is the chief 
customer for our lard, and Germany 
comes next. 





George H. Kern was elected president 
of the State Bank of Manhattan, 
Redondo, California; G. S. Thatcher, 
vice president; John C. Stockwell, 
vice president and cashier. 


Henry S. Hanford has been elected 
president of the Rochester Savings 
Bank, Rochester, New York, to succeed 
Harold P. Brewster, former president, 
who has retired. 


The Western Savings Fund Society 
of Philadelphia, contemplates a new 
building at 4643-45 Frankford Avenue. 
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You can’t make people save 


by merely telling them to do so 


OU can’t overcome the inertia of the mass 
by appealing to reason, self-interest or 


emotion. 


You've got to make saving attractive and easy 
— attractive and easy. 


And if you want to make saving universal, 
you've got to make it independent of the will 
power of the individual— you’ve got to make 


it AUTOMATIC! 


This has never before been possible. 
But the Hillbern System does it! 


The System is licensed to one selected bank in each community , 
and we introduce it on behalf of that bank at lavish expense 


but without cost to the bank. Once started,it is perma- 
nent and self-renewing. Full details to any bank on request. 


HILLBERN THRIFT CORPORATION 


Continental and Commercial Bank Building 
CHICAGO 


NEW BANKS IN SOUTH- 
WEST MERGER 


Five new units joined The First 
National-Pacifie-Southwest Banking 
group on Saturday Feb. 17. These 
are the Commercial Bank of San 
Luis Obispo, with branches at Atas- 
eadero and Paso Robles, the Cali- 
fornia National Bank of Santa Ana, 
and the Seeurity Commercial and Sav- 
ings Bank of El Centro. 


Through the method of decentralized 
control, these banks operate locally 
as independent units, with the same 
officers, local board, stockholders and 
employes. Since the merger they 
are known as the San Luis Obispo 
Branch, the Ataseadero Branch, “the 
Paso Robles Branch, the Santa’ Ana 
Branch and the El Centro Branch of the 
Pacifie-Southwest Trust & Savings 
Bank. 


None of the transactions entailed an 
outright purchase of stock. The stock- 
holders of each of the banks, through 
an exchange of shares in The First Na- 
tional Bank of Los Angeles, the Pacifie- 
Southwest Trust & Savings Bank and 
the First Securities Company, become 
co-partners in the entire business of the 
First National-Pacific-Southwest group. 
Through the merger agreements there 
will be in each ease continued local 
control. The benefit to the communities 
represented by the merging banks will 
be felt through the added capital placed 
at their disposal. 


Copyrighted, 1923, H. T. Corp 


CEMENTING PERSONAL 
FRIENDSHIP WITH 
SAVINGS CUSTOMERS 


It is not often that a bank congrat- 
ulates its patrons upon their birthday. 
But the First National Bank of Green- 
field, Mass., claims this honor. When 
an account is opened the birthday of 
the depositor is requested along with 
some other information. During the 
past vear the First National has been 
using cards which show the bank’s seal at 
the top and read: “The First National 
Bank sends you its greetings on this 
your birthday. May it be a happy one; 
our best wishes for many more. Cor- 
dially yours, John W. Smead, pres- 
ident.” 

“The friendly feeling which the re- 
ceipt of these cards inspires,” says D. R. 
Alvord, cashier, “has been of great value 
to us, and we have had very many favor- 
able comments. We have found that 
the receipt of a card by a child not only 
creates the friendly feeling of the child; 
but also of the parents. In this respect, 
I think that this is the best paying ad- 
vertising we do in the savings depart- 
ment.” 


The following officers were elected in 


addition to the present officers of the’ 


Morris Plan Bank, Chicago: Stephen 
B. Clark, secretary, B. J. Schneider, 
assistant secretary, Miss Clara Ericson, 
assistant eashier. 


HOW OUR INSURANCE TRUs? 
PLAN HELPS PATRONS 
(Continued from page 10) 
eral typical situations—also by a color 
graphie, the relative advantages of q 
straight investment plan, a_ typical 
living trust and the new Insurance 

Trust Plan year by year. 
Letters and inquiry cards featuring 
the plan and booklet. 
Reprints of advertisements and 

simple leaflet or two for the consumer, 

In order to help the prospects think 
concretely, a series of large wall charts 
and graphics have been developed shov- 
ing the plan for various ages and rate 
of interest on securities, with the growth 
of the trust depicted year by year, 
These charts have enabled the trust 
officer in conference with the prospedt 
—and in conference with insurance rep. 
resentatives—to elucidate the _ plan 
quickly and impressively. A_ battery of 
these charts is mounted in a wall map 
roll. 

What We Mean by Co-Operation 
Between the Insurance Company and 

Trust Department 

Leading insurance actuaries have «- 
operated heartily with the Union Trust 
Company in perfecting the Insurance 
Trust Plan. Actuarial figures have been 
supplied by them for use in charts and 
literature. It is understood by all that 
the trust company favors no one in- 
surance company but advised every 
prospect to secure the insurance through 
his regular channels and of any good 
company. This advice puts the trust 


How the Family Estate Grows 
under the 


Insurance Trust Plan 


Based on a Fund of $10,000 Par Securities 
Paying 6% 
Age 


When 
Insured 


Per cent 
over 
Principal 


$29,000 290 
25,550 255 
22,000 220 
19,000 190 
15,500 155 
13,000 130 
10,000 100 


Amount of 
Insurance 
olicy 


Total 
Estate 





department in a disinterested position 
before the prospect. Not only have we 
found the customers of the bank i 
terested in the plan, but other men of 
affairs have recognized our enterprise 
in developing this improved service. 
The trust company in most cases has 
not the selling forces to go out after 
business as aggressively as it might 
wish. Under this plan many high grade 
insurance representatives are giving the 
trust department their ready co-operatiol. 
They are demonstrating to their clients 
the advantages of using trust service, 
having the income from insurance pay 
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Because A°B-A Cheques help travelers in so 
many different ways and because in every part 
of the civilized world people accept A°B-A 
Cheques like money of the land— 


ABA S58 


-TRAVEL MONEY 


make friends for institutions selling these 


popular travel funds. 


They are the only travel cheques accepted by the 
U. S. Government in payment of customs duties. 


Sold in compact wallets in denominations 
of $10, $20, $50 and $100 by more than 
and trust companies in the 


10,000 banks 
United States and Canada. 


For literature and information write to 


wankers (Cheques 


Convincing Proof 
Most of the banks in the 


larger cities (80% in New 


BANKERS TRUST COMPANY 


New York City 


able to the trust company and admin- 
istered by it. Moreover the insurance 
company is glad to have the trust com- 
pany undertake regularly of payment 
of insurance premiums and administra- 
tion of insurance returns to the bene- 
ficiary. 

It is of course true that not every 
prospect who is attracted by the novelty 
of this plan accepts the Insurance Trust 
Plan; many whose interest is gained 
in this way finally decide to secure a 
will or have the trust department assist 
them in establishing a living trust—and 
in eases where the bank secures no new 
business, the insurance man is fre- 
quently able to write additional insur- 
ance or new insurance. 

The prospect’s reaction evidently is 
that the bank and the isurance agent 
have been earnest and resourceful in 
offering him a complete, adequate serv- 
e. Upon discussing the matter and 
learning more about the new conditions 
that affect his own status, he is naturally 
led to do business with those who have 
approached him, even though he may 
not take up the plan in its entirety. 
The experience of the Union Trust 
Company leads us to believe that the 
nsurance Trust Plan is a genuine con- 
tribution to the problem of providing 
lor the future and developing thrift in 
the present; that it is a force for co- 
operation between thrift forces that 


York) and thousands of 
banks all over the country 
use checks 
Safety Paper. 
convincing proof of its 
effectiveness in preventing 
fraudulent alteration—also 
of the excellence of the 
paper itself. 


on National 
This is 


Ask your stationer. 


George La Monte & Son 


Founded 1871 
61 Broadway, New York 





have worked at variance heretofore; 
and that from the viewpoint of the 
trust company or bank, it opens up 
new avenues for financial relationships 
of inealeulable worth. 


WOMAN HEADS DEPARTMENT 
OF TRUST COMPANY 


HE Louisville Trust Company has 

recently opened a department for 
the exclusive use of women, and has 
placed in charge of it Miss Nora Kireh 
who is a member of the organization. 
Miss Kirch is also the National Officer 
from Kentucky of the Business and 
Professional Women’s Club, and has 
been active for many years in civic 
affairs of Louisville and Kentucky. 
She is unusually well informed on 
trust matters. 

John Stites, president of the Louis- 
ville Trust Company states that the 
purpose of this new department will be 
to render a more direct and personal 
service to women, advising them on any 
of their financial problems. Departments 
such as this are filling a long felt need 
and the Louisville Trust is fortunate in 
having a woman who has had bank and 
trust experience to head their depart- 
ment. 


A New Advertising Agency 
Henry Nathan for the past two years 
associated with Benson, Gamble & Slaten 


has severed his connections with the or- 
ganization and opened a new advertising 
agency under the name of The Nathan. ° 
Advertising Company in Chicago. 

Mr. Nathan has specialized for sev- 
eral years in bank and investment ad- 
vertising, and is now handling the ac- 
counts of The Straus Brothers. Com- 
pany, P. W. Chapman & Co. Ine., 
Hyney, Emerson & Company, R.° E. 
Wilsey & Company, Minton, Lempert’ 
& Company and the Broadway Trust 
& Savings Bank. All of these accounts 
will be handled by this new agency. 

Prior to Mr. Nathan’s association 
with Benson, Gamble & Slaton, he was 
for several years manager of the ad- 
vertising and sales service department 
of Poole Bros. one of the large printing 
concerns of Chicago. 

Mr. Nathan has had over twenty 
years experience in the general adver- 
tising and printing business, having 
started his career as a “printer’s devil” 
in a small Indiana printing office and 
working his way up through the various 
stages of compositor, pressman, print- 
ing superintendent and layout and serv- 
iceman. The new agency will be located 
in the Majestic Building, 22 West 
Monroe Street, Chicago. 


Jay G. Larson was elected vice pres- 
ident of the Conrad Trust and Saving: 
Bank, Helena, Montana. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 





Does not Pension Crooks 

No crook is on the pension list of the 
American Bankers Association or ever 
has ween, it is declared by F. N. Shep- 
heru, executive manager of the organ- 
ization, in reply to recent widely cir- 
culated reports that a notorious swindler 
had been bought off from his depreda- 
tions against banks by means of an 
annual allowance. 

“There is absolutely no basis of fact 
for this report,’ Mr. Shepherd said. 
“The American Bankers Association 
conducts a protective department to 
prevent and prosecute criminal activ- 
ities against banks who are members of 
the Association, with the idea of safe- 
guarding property and bringing just 
punishment to offenders. It is not part 
of the work of the Association to buy 
off criminals directly or indirectly. 

“The rules of the department ex- 
presslvy provide that no case once com- 
mitted by a member bank to the Asso- 
ciation can be taken out of its hands, 
nor the offense condoned or com- 
promised. Much less would a blanket 
compromise with the criminal procliv- 
ities of any crook by means of money 
tribute be entered into by the Associa- 
tion. The only pension list the Asso- 
ciation has is one for retired employes 
in recognition for long and meritorious 
services.” 


.The Aberdeen Savings and Loan As- 
sociation of Aberdeen, Washington, will 
erect a $50,000 building. 


Plans have been drawn for a two 
story bank and office building to cost 
$250,000 for the Seventy-First Street 
National Bank of Chicago. 

A two story building will be erected 
for the Beverly State Bank of Chicago. 


The Lakeview Trust & Savings Bank 
of Chieago will remodel the interior of 
its building to eost $30,000. 


Sketches are being made for remodel- 
ing and making an addition to the 
Rockford Trust building of Rockford, 
Illinois, which is owned by the Rock- 
ford National Bank. 


LET US FURNISH ESTIMATES 


TELLERS CAGES 
Grill Work and Wickets 


INDIANAPOLIS WIRE & IRON WORKS 
Indianapolis, IND. 
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BUSINESS CONDITIONS 
IN 1923 


HE trend of business has been very 

satisfactory. There is no slackening 
of industry, and all domestic conditions 
give promise for a good year. Industry 
is about as active as it was ever known 
to be or can be with the present labor 
supply. The steel industry has its capa- 
city pretty well sold up to the middle 
of the vear, which is significant as to the 
outlook in the various lines of construe- 
tion. The railroads are taking a great 
deal of steel, likewise the builders and 
automobile and implement manufac- 
turers. House-building is headed toward 
another big year and office building con- 
struction now promises to go ahead of 
last year. Road-building will continue 
on about the same or larger seale, and 
manufacturers of cement, plaster, 
lumber and all building materials, fur- 
niture and furnishings are looking for 
a record year. 

Railroad traffic is heavy and the roads 
are expecting to have the best vear vet 
experienced since they were taken back 
from government operation. The com- 
panies are cultivating friendly relations 
with their men, and endeavoring to 
adjust wages satisfactorily by direct 
negotiations. 

The textile industries are active under 
the pressure created by an upward ten- 
dency of prices. This upward tendeney 
thus far is wholly the result of advances 
in raw materials. Wool is in strong 
position all over the world, on account 
of diminishing stocks, and this is par- 
ticularly so of the high grades. In all 
countries the labor cost of making 
clothes has increased so much that the 
cost of the raw wool in a suit is a com- 
paratively small item, and the tendency 
is to expend the labor cost on the best 
materials. This is especially so in the 
United States, where the new tariff is 
favorable to the high grades. The final 
ginning reports indicate that the cotton 
erop has fallen short of 10,000,000 bales, 
which emphasizes the fact already rec- 
ognized that a eritical situation exists 
in the cotton industry. 

The opening of woolens in the past 
month for orders for next Fall delivery 
has established prices ranging from 
12% to 16 per cent over those for last 
season, and these are accepted by the 
trade as justified by the higher costs. 
Cotton goods are 15 to 40 per cent 
higher than a year ago. 

The prices of grains have been un- 
favorably affected by the strained situa- 
tion in Europe. The position of the 


farmers is to some extent prejudiced by 
the advances that have oceurred jn the 


things they must buy, while with the © 


exception of cotton, late movements jy 


farm products have been reaction, § 


rather than upward. 

The banking situation is very comfor. 
able, with an abundant supply of era; 
for all good borrowers. Rates, howeve, 
have undergone little change of late, x 
the outlook for demand is considers 
good. Busines men as a rule, while «. 
hibiting confidence, are following cp. 
servative policies and showing little jp. 
clination to become extended, which js 
the part of wisdom in present conii. 
tions.—National City Bank of Nev 
York. 


UTILITY ISSUES GROWIN 
IN FAVOR 


OHN MOODY, president of Moody’ 

Investors Service, in a recent analysis 
of “The Public Utility Field,” said in 
part: 

“We have come to regard public utility 
securities taken as a whole as the mos 
desirable and attractive class in the it- 
vestment market today. More favor- 
ably and intelligently regulated tha 
the steam railroads, fundamentally mor 
stable in every respect than the averag 
industrial enterprise, the public utilitie 
of the country face an assured futur 
confronted by one great problem—t 
finance expansion of their faeilitie 
rapidly enough to take care of the 
steadily increasing volume of busines 
offered to them. 

“Tt is evident that the power cm 
panies represent one of the most i 
portant and most stable of the basi 
industries; that their future, simply 
the basis of past accomplishment, i 
definitely assured for a considerahl 
time to come; and that well-placi 
mortgage bonds of the strongest ! 
these companies may be freely elas: 
ified among the highest grade of invest 
ment securities. The New Englavl 
States in particular have recognized th 
merits of the situation in placing st 
securities on their list of legals. It . 
to be hoped that New York State wil 


soon add the authority of her prestit § 


by appropriate legislation to permit it 
vestment by savings banks and truste 
in this type of security.” 


George S. Campbell, vice presidet!. 
has been elected president of Bank 
Nova Scotia, Halifax, to succeed Charlé 
Archibald. 
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INSURED SAVINGS SUCCEEDS 
IN KENOSHA 


BeeeD- SAVINGS can be success- 
fully developed in small cities aceord- 
ing to Joseph Funck, cashier of The 
Merchants and Savings Bank at Keno- 
sha, Wisconsin. This bank is success- 
fully developing this business, not by 
personal solicitation on their own part, 
but through a co-operative plan with an 
insurance agency in the city. This 
agency solicits the business for them, re- 
ceiving in return only the commissions. 
The advantage to the agency lies in the 
moral support received from the bank, 
and the use of their name in this connec- 
tion. According to Mr. .Funck this 
arrangement keeps the insurance active 
and protects the bank against spasmodic 
deposits as the insurance agency follows 
up accounts when depositors become 
lax in their payments. 

This activity on the part of the 
agency is assured by their interest in 
receiving commissions on the continuance 
of the business. 





















Bankers! 


Here is the First Safe Deposit 
-Box to be listed as Standard by 
the Underwriters’ Laboratories 


What This Means To You: For the first time you have 


the opportunity to consider the use of safe deposit boxes that have 
been investigated by the Underwriters’ Laboratories, who after thor- 
ough tests, have found the Invincible ‘‘Four Lock Door’’ Safe Deposit Box to meet 
standard requirements for protection against burglary. This development of in- 
creased safety will enable you to gain preference among box renters and protect 
your interests as well. ; - 


The 
Invincible 
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‘The Loch. 
Behind the Lock 
LOCK NO1 







gives you quadruple protec- 
tion with one turn of the 
key. Door-sledging, lock- 
punching, hinge-sawing, 
door-prying—STUPPED— 
absolutely STOPPED. 
This revolutionary devel- 
opment puts Invincible . 
Safe Deposit Box construc- 
tion years ahead of any- 
thing else you can possibly 
buy. 































NG Enriching the Employes 

The annual report of the trustees of 
the employes savings and profit sharing 
fund of the Harris Trust and Savings 
Bank, Chicago, which has just been 
issued, shows that the bank contributed 
$53,265.84 to the fund for the year 
1922 the largest amount contributed 
by the bank for any one year 
since the inauguration of the fund on 
January 1, 1916. During 1922 the em- 
ployes contributed $20,252.04. For 
every dollar he has invested during the 
past year each employe now has to his 
credit $3.55. Combining the results of 
the seven years that the plan has 
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Your Vault may be of 
the finest burglar-proof 
construction. But, as you 
know, burglar-proof vaults 
have been caked many 
times. Invincible boxes— 
the only boxes that offer 
maximum protection to 
you and the valuables 
placed in your care—make 
a vau!t entry futile. [nvin- 
cible boxes will fit your ° 
vault. 
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If you need more boxes 
for your present vault, we 
can supply you with “ta 
section at a time.” Buy 
them as you need them. 
Invincible boxes grow with 
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A operated, the employe who has invested Sli scapes ih as 
+ ty | $100 a year in this fund (or $700 all ——” 
ion told) has now to his credit $3,305.01 or 
more than 414 times the amount he paid INVINCIBLE METAL FURNITURE Co 
In. . 
con , ‘ ; oa 
ne oe Harris Trust and Savings Bank Safe Deposit Box Specialists 
ee eee nes ond Proft Ghoring 836 26th Street MANITOWOC, WISCONSIN 
ay 02 an was devised not only to permit the 
nt, . employes to share in the profits of the 
erable business but to develop the desire for 
place ‘aving and investment, and has since 
ast been adopted by a number of other in- " a 
| Sa Fill Your Safe D B 
inves: The bank pays into this fund each 1 our a e eposit OxXeSs 
nglani year 5 per cent of its net earnin , 
. ra before paying dividends. EF cameis Plans used by smallcountry How other banks have sim- 
su pay in not less than 2 per cent nor more banks to rent their deposit _ plified their records in the 
” Re than 5 per cent of their salaries, and boxes are revealed in ““En- _— safe deposit vault so that 
pe in no ease more than $200 a y ae The couraging Farmers to Rent the bank as well as the 
rei | limit of $200 a yéar is to prevent high Safety Deposit Boxes”—an _ renter is protected is told 
mit ip salaried employes from partici olen article in the November in the June 1922 issue of 
eT IEEE Ueteortion to then nocd 1921 issue of THE BANKERS THE BANKERS MONTHLY. 
P MONTHLY. While the sup- Send fifty cents for this is- 
Praiimin ' a - ply ae ~ = send copies sue and protect your bank 
3 mary plans are being made for postpaid for fifty cents. against unnecessary losses. 
a the oe of a three story bank build- - 
a 8 or the Peoples Trust Company 540 S. Cl 
5 s any . Clark St. 
Charle atbush Branch of Brooklyn, New THE BANKERS MONTHLY 
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THE MELLON NATIONAL BANK 
Rivet-Grip 
Reinforced 


Vaults 
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TROWBRIDGE & LIVINGSTON, Architects 


Another of America’s leading Banking Institutions has adopted the 
Rivet-Grip System of Vault Reinforcement for use in its new vaults. 

The Rivet-Grip System of Vault Reinforcement has been chosen by many 
of America’s leading banks after thorough investigation of all types of 
vault reinforcing. 


We can furnish a type and design of vault enclosure protection, based on the 


most modern and advanced methods of construction, for any size of vault. 
Our catalogue on bank vault reinforcement contains valuable information 


on vault construction. 


Human Effort Still Essential 

This country is enjoying a prosperous 
condition, and it is by very reason of 
this prosperity that some of our notable 
problems are created. Because we are 
so rich in resources and opportunity, 
our standard of living has risen far 
beyond that of any other people, and 
as a people we have become notoriously 
wasteful and luxury loving. We are 
known the world over as “liberal 
spenders.” Up to a certain point this 
is not to be eriticised. But in too many 
instances we have gone beyond the point 
in question, and we see increasingly a 
desire to raise the standard of living 
further and further, without establish- 
ing the underlying structure on a firm 
and sound foundation. 


Wealth that raises living standards 
comes from production, and wealth can- 
not inerease when as individuals we 
seek to gain all we ean, and spend all 
we can, with a minimum expenditure 
of productive effort. We live in an age 
of machinery, automobiles, and devices 
which take the place of human muscles, 
but human effort and direction are still 
required to perform the nation’s daily 
tasks, and it is an unpleasant sign that, 
though human ingenuity is continually 
exerted for increased pay, it is exerted 
just as continually for a reduction in 
the hours of work. Ten-hour days have 
given way to days of eight, seven and 


six hours. In many instances produe- 
tion of individual workers has increased 
in spite of the lessened hours, due to 
inventions and skillful management, but 
in the other cases, as well as these, pay 
has increased, while strike after strike 
has occurred all down the line until it 
has seemed that labor generally was in- 
terested only in the size of its pay en- 
velope and the extent of its leisure.— 
Mechanics & Metals National, New York. 


Bankers Publish Survey of L. & N. 
Railroad 


Brown Brothers & Co. 59 Wall 
Street, New York, have just published 
for general distribution a most interest- 
ing and unusually detailed survey of the 
position of the Louisville & Nashville 
Railroad Co. This pamphlet is of great 
interest, not merely to the holders of 
L. & N. securities, but to all investors 
in railroad securities. It illustrates the 
working out of the Transportation Act 
of 1920 in the ease of the Louisville & 
Nashville as one of the stronger railroad 
properties of the United States. 


Included in the booklet is a map of 
the system showing in detail the sources 
of the road’s most important traffic. 
The study points out particularly the 
strongly entrenched position of the road 
in the states of Kentucky, Tennessee 
and Alabama. 


We will be pleased to mail it to you on request. 


THE CONCRETE REINFORCING AND ENGINEERING Co. 


Cleveland 
Ohio 


Convention Dates of State Bankers 
Associations 


ee ee eee Montpelier, Vt. 
I ei 5d) anes Sine aclases B 2 ee Little Rock, Ark 
May 3-5 Pinehurst, N. ¢ 
NS RPI ois 6: 5c sales i0) ox rera-oe-Giac atone Meridian, Miss 
May 15- Dallas, Tex. 
May 22-2; . Joseph, Mo. 
May 23-25................Atlantic City, Hd 
May Long Beach, Calif. 
May - Hutchinson, Kan 
May 24- Richmond, Va. 
May 29-3 Oklahoma City, Okl. 
June (Place not determined) N. ¥ 
June Logan, Utah 
June Rapid City, 8. D 
June 19-20................-.-Milwaukee, Wi. 
June 2 Rockford, Il 
June Bismarck, N.D 
Sept. 5-6 Louisville, Ky. 


H. Wertheimer was re-elected pre 
ident of the Farmers and Citizens Bath, 
Watertown, Wisconsin, at the annul 
meeting of the board of directors. The 
other officers elected were Max G. Kus 
vice president, A. D. Platz, cashier: 
Fred Seigler and Richard Hoge, * 
sistant cashiers. 

F. P. Spizer was elected president 
the Citizens Savings Bank of Pember 
ville, Ohio. 


Isaae Sherman Guthery, former chat 
man of the Ohio State board of admins 
tration under Governor Cox, was elected 
president of the Campbell National 
Bank, LaRue, Ohio. 
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GETTING SAVERS TO 


complete security? 


pictorial catalog. 


NEW YORK 


START CORRECTLY 


The principal problem confronting the 
ambitious banker is to develop a volume 
of business that will be profitable 


By W. L. STICKNEY 


Vice President, American Banking Machine Corporation 


F a higher interest rate appeals to 

savers it will only appeal to those who 
are determined to save regularly and in 
substantial amounts, otherwise the extra 
per cent is not of much consequence. 
Those people to whom the extra per 
eent makes its appeal will not stop 
at one per cent because they know the 
power of money invested in securities 
and other prime paper. 

I believe a bank’s task is to build up 
its savings department through a great 
number of accounts so as to make those 
seeking greater interest simply have 
service rendered to them by another 
department of the bank, rather than 
have them open accounts with a compet- 
ing bank. 

It is probably true that the hardest 
job a bank has is to get people started 
in saving, but unless they are started 
correctly then it is as hard a job to get 
them to continue saving. It seems to me 
that this simple but vital fact is often 
overlooked by bankers in their enthu- 
siasm to bring in new accounts. Right 
here it is pertinent to say that the 
offering of rewards for savings accounts 
searcely constitutes sound 
operation. 

Prizes of pens, photographs, lead 
Pencils, money eredits and other things 
- given away as an inducement for 
Savings accounts, only because it is as 
Convenient for a person to deposit in 
Some other bank as it is in the one 
offering a prize. 

If I am entitled to a cabinet photo- 


economic 


graph for opening. an account of two 
dollars in a bank, then why isn’t my 
second deposit of two dollars worth an- 
other photo? If a man who isn’t doing 
business with the bank gets a fountain 
pen if he will deposit five dollars, then 
why isn’t every customer on the books, 
with at least five dollars, entitled to a 
pen as well? 

It isn’t so much the getting of the 
first dollar—it is the second dollar that 
counts in a bank. 

If it were just as convenient for me 
to make my second deposit as it was 
the first then a bank’s problem would 
be solved. It is the constaney of de- 
posits which ‘makes a bank prosperous. 

Wasted effort is that effort expended 
in getting new accounts to replace those 
becoming inactive through the bank’s 
not furnishing the same convenience for 
the repeat deposit as actuated the open- 
ing of the account. 

That’s the point. When you get a 
new account, what methods do you em- 
ploy to sustain the continued interest 
of the customer in making regular de- 
posits? When this problem is squarely 
met and solved, a real barrier to in- 
creased savings will have been over- 
come. 

Many banks and industrial establish- 
ments are now using the automatic re- 
ceiving tellers as a means of helping 
customers to save regularly. These tellers, 
placed plentifully and judiciously 
throughout a community, will serve to 
make the bank using them, the most 
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Your Bank Vault 


Is your vault of such a type as to make your customers feel a sense of 

If not, why not make a change? 

that your own prestige will fall if the attempt of the burglar is not frustrated. 
Are you planning to build new quarters in the future? 


Let us help plan for you a complete vault equipment of doors, lining, 
grilles, safety deposit boxes, lockers, chests and safes. 


DIEBOLD SAFE & LOCK COMPANY 
CANTON, OHIO 


CLEVELAND 


MINNEAPOLIS 
CHICAGO ST. PAUL BOSTON 
DETROIT PROVIDENCE BALTIMORE 


PITTSBURGH 


Of course you realize 


Write for our free 





convenient bank to 
that community and 
the interest rate will 
by the depositors in nine out of ten 


every person in 
any difference in 
not be considered 
eases. This factor of convenience is 
always paramount when it comes to 
building up profitable savings accounts. 

These tellers will insure the activity 


of accounts because the same medium 


which actuated the opening of the ac- 
eount is present for the subsequent’ 
saving. 

The exclusive right to use automatic 
receiving tellers, when given to a bank, 
is comparable with renting the one 
space of ground which is absolutely the 
most convenient for every person. 

Again, the co-operation of the store 
keepers is enlisted by allowing stores in 
different parts of the city to take ad- 
vantage of the fact that the bank’s ad- 
vertising will bring people into the 
stores who are naturally thrifty and, 
by that token, are judicious spenders. 


In using automatic tellers, all the 


bank’s advertising ean be effective 
because while teaching thrift to the 


masses, the bank is assured that it will 
get its money through establishing these 
convenient little depositories. 


A new building is contemplated by 
the Miners and Mechanics Bank, 
Luzerne, Pennsylvania. 


H. O. Bengstein has been elected 
cashier of the Mid-City Trust and 
Savings Bank, Chicago, to fill the 
vacaney eaused hy the resignation of 
O. A. Christenson, who recently became 
treasurer of the International Lamp 
Corporation. Joseph Levinson and 
W. O. Schultz were elected assistant 
eashiers. 


The following officers and directors 
were elected for the Mineola State Bank, 
Mineola, Texas: J. G. Chappell, pres- 
ident; Dr. A. P. Buchanan, vice pres- 
ident; H. W. Meredith, cashier, and 
H. O. Rogers, assistant cashier. 
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MAKING FARM LAND 
APPRAISAL A SCIENCE 


By W. P. KIRKWOOD 


AN the appraisal of farm lands 

be reduced to something like an 
exact science? This is a question an- 
swered in a bulletin issued by the divi- 
sion of agricultural economies, Depart- 
ment of Agriculture, University of 
Minnesota. The author is G. C. Haas, 
formerly a member of the staff of the 
division named, and his answer to the 
question is affirmative. 


The appraisal of farm land values 


LAND: 
Acres in purchase 
Woods not pastured 
Potentially tillable———— 
ETT ee 


———| Name of owner———_ 
———| Date of purchase———_—_—_—————__- 
XXXXX] Distance to market———_—___—_—_- 


further and say that the only method by 
which land can be appraised is to call 
in several men of good sense and judg- 
ment and let them analyze in the manner 
of prospective buyers; in other words, 
‘make an experienced guess.’ Such 
men are given to saying that ‘every 
farm is a thing in itself,’ and that, 
therefore, it is impossible to combine 
a large number of farms in one analysis 
and obtain any results worth while.” 


SCHEDULE 


No. of farm- 


Name of market 


Potentially tillablh—-——_——_——_| XXX XX Type of road. ——_—_—_——_ 


Other non-tillable pasture - 
Rough Wet———_- 

Tillable pasture 

Wild hay land ( 

Other tillable land... 

Waste land ( 


XXXXX]| Topography- 


Rods frontage——O ——_—__—_ = 





Soil types 
Remarks 














When 
Built 


BUILDINGS: 
Dimensions 


Construction 


Cost Condition | Construction 





Dwelling. . 
Barn 


Hog barn. 





Hen house 









































Yields 





| Silage Oats | Barley 


| Pota- | Wild | 


im 3 Ww. 
| Wheat | Wheat | Rye 


























Figure 1. 


has been more or less a matter of guess 
work, though, as Mr. Haas says, “a 
good appraisal system for land should 
analyze as the market thinks.” “Prac- 
tical men,” continues Mr. Haas, “will go 


This schedule of information is used in making surveys of farms for appraised value 


Mr. Haas does not agree with this 
view. He says that modern statistical 
science offers a workable method of 
combining a large number of farms in 
one analysis as a means of obtaining 


worth while results. Mr. Haas’ position, 
if it be true and the appraisal of farm 
land values can be reduced to some 
thing approaching an exact Science, 
would furnish a method of great prac. 
tical value. As Mr. Haas himself says, 
“ © . 
It would give, for example, a mor 
exact basis for mortgage loans, for ag. 
sessment and taxation, for buying and 
selling, for inventorying a farm busines 
or an estate, for estimating rents op 
different farms and different classes of 
land, for determining benefits and 
damages from drainage ditches, roads, 
or other local improvements, for the 
settlement of court disputes, for 4 
valuation of farm land in settling rail. 
road rights of way, and the like.” 

The bulletin indicates that there js 
good ground for believing that the 
appraisal of farm lands can be placed 
upon a good deal more exact basis than 
it has hitherto held. In short, Mr. 
Haas, and the agricultural economies 
division of the University of Minnesota, 
have put the method to a rigid test. 

This has been done by correlating the 
sale prices of 160 farms in Blue Earth 
County, Minnesota, sold in 1916, 1917, 
1918, and 1919, with the factors in- 
fluencing land prices—value of build- 
ings per acre, type of land, crop yields, 
distance from market, size of adjacent 
city or village, and type of road upon 
which located. From this correlation 
an equation is worked out, from whieh, 
it is held, “the probable sale price of 
any other farm land in the same ger- 
eral territory may be determined.” 

“This method,” says Mr. Haas, “as- 
sumes that land sale prices are the best 
basis for an appraisal policy.” 

Blue Earth County was selected as 
a basis for an attempt to work out sueh 
an equation, as has been mentioned, 
because it is unusually uniform as to 
soil, topography, and systems of farn- 
ing, and yet offers the needed variations 
in village and city centers, types of 
roads, and so on. Moreover, for the 
county a soil survey has been made per- 
mitting a proper consideration of soil 
classes as factors in the problem. 

Blue Earth County is in south central 
Minnesota, on the south side of the 
Minnesota river. The region is gently 
rolling, though in the neighborhood of 
streams where erosion has been most 
effective it is considerably broken, some 
of the land being too rough for profit- 
able cultivation. Here and there ar 
glacial lakes varying in size from 4 
small, pond to bodies of water t 
square miles in extent. About five 
sixths of the area was originally 
prairie. 

The system of farming in Blue Earth 
County is a modification of that in the 
Corn Belt, where corn, cattle, and hogs 
are raised. More wheat is grown than 
in the Corn Belt, and most of this 18 
spring wheat; also more hay and forage 
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Is Your Bank Earning All 
The Money It Should? 


Is it taking full advantage of every opportunity to make money?— 
Without a Cary Equipped Safety Deposit Box Department, your bank is 
“overlooking one of its most profitable sources of revenue. 














The Cary system is simple. It consists of uniform 





Sectional Deposit Box Units 


You can install them one at atime. All Units are alike—the same 
in size, and the same in appearance, but they are furnished with 26 to 52 
boxes, according to your needs. 














You need not install a complete, costly, built-to-order department. 
You merely order one inexpensive unit of 26 to 52 boxes. Then when 
all those boxes are rented, you add another unit, exactly like the first 
one, and put it in place, the same as with a sectional book case. ~ 














No matter how small your available vault space may be, you can 
find room for one or two ‘CARY SECTIONAL UNITS. Each Unit will 
yield a substantial profit on your initial investment. 











Let us tell you more of Cary Sectional Units—or allow us to work up 
a plan to install this profit-making equip- 
ment in your bank. Conference or corres- 
pondence with our engineer involves no 
obligation whatsoever. On the other 
hand, it will prove profitable to you. 


CARY SAFE COMPANY 


Established 1878 
Dept. B-15 BUFFALO, N. Y. 














Vaults 
Cabinets 
Deposit 

















are grown, and dairying is nearly as 
large an industry as beef-cattle raising. 
Exclusive stock and dairy farms are 
few in number, but the increase in 
dairying has been rapid in recent years. 
Sheep-raising is practiced to some ex- 
tent, especially on farms which yield 
good pasture or are infested with quack 
grass. The principal crops grown in 
order of their acreage are hay, corn, 
wheat, oats, barley, and rye. The soils 
of the county include 85.4 per cent 
loam; 5.8 per cent clay; 4 per cent 
meadow; 3.3 per cent fine sand; 1.6 
per cent peat, and 0.6 per cent sand. 
Of the loams, 43.7 per cent are clay 
loams, 29.7 are silt loams, and 7.5 per 
cent are fine sandy loams. 

Mankato is the county seat and had 
a population of 12,469 in 1919. It is 
an important railroad and manufactur- 
ing center. Other important towns are 
Lake Crystal, Vernon Center, Garden 
City, Amboy, Mapleton, Good Thunder, 
Madison Lake, and Eagle Lake, with 
Populations ranging from 300 to 1200. 
Transportation and market facilities 
are good. Only small areas in the 
county are far from shipping points. 
Four railroads traverse the county—the 
Chieago Great Western; Chicago, St. 
Paul, Minneapolis & Omaha; the Chi- 
cago, Milwaukee & St. Paul, and the 
Chieago & North Western. Grain 
elevators and stockyards may be found 
at convenient points along these ‘lines; 





CARY SAFES "Zhe S2 rs lutein” 





also flour mills with outputs of from 
50 to 100 barrels a day. 

The population of the county in 1919 
was 31,477, made up of Americans, 
Germans, Swedes, Norwegians, and 
Welsh, in the order of their relative 
importance in numbers. 

In this area farms which were actually 
sold during the period from 1916 to 
1919 inclusive were considered. The 
sale prices were those given when the 
transfer of deed was recorded as col- 
lected by the Minnesota State Tax Com- 
mission. All sale considerations appar- 
ently not bona fide, such as those aris- 
ing from trade or from transfer to 
relatives, were excluded. The data 
collected from these farms included date 
of sale, the name of the seller, the legal 
description, the consideration paid, as- 
sessed value of land, assessed value of 
buildings, and total assessed value. 

The data collected was then analyzed 
according to what is known as “multiple 
or partial correlation’—a method of 
analysis accepted today by careful stat- 
isticians as giving satisfactory results. 
With this method as a basis, a formula 
was worked out, which takes into con- 
sideration the several variables or dif- 
ferentials involved, as for example, 
macadam or dirt roads, influence of 
cities and villages, markets, land class- 
ification, productivity of soil, distance 
from market, ete. 

Without going into details as to the 
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construction of the formula and the 
results worked out by it, it may. be said 
that appraisal by means of the equation 
involves a probable or an average error 
of 9.55 per cent of the average sale 
price, or $15 an acre. “This means 
substantially that onehalf of the 
appraisals would be less than 9.55 per 
cent in error and that the other half 


would have more error than this,” says 
Mr. Haas. 


Comparing these figures with those of 
the assessed valuations of the 160 
farms covered by the survey, the re- 
sults are very satisfactory. The as- 
sessed valuations show the “amazing 
probable error of 26.7 per cent of the 
average sale value, or $33 per acre. 
A probable error of 26.7 per cent means 
substantially that half of the assessed 
valuations are more than $33 per acre 
above or below the sales price If 
nothing more had been done than to 
apply the average sales price, $157.23 
per acre, uniformly to all farms, the 
probable error would be only 16.4 per 
cent, or $25.76 per acre.” 

Mr. Haas, however, realizes that there 
are certain deficiencies in the survey 
which have become apparent, and that 
a much eloser valuation might be made. 
He believes that if the method were 
further developed, the probable error 
could be reduced to less than 3 per cent. 
This might mean the inclusibn of more 
variables or differentials, calling for 
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a somewhat more complicated equation, 
and yet one entirely within the possibil- 
ities of the method of “multiple or 
partial correlation.” 

The use of this method is believed to 
be quite practicable. On this point Mr. 
Haas has this to say: 

“To start with, the first vear under 
the new method, the assessors in their 
regular visits would fill out a schedule 
much like that shown in Figure I. 

“In succeeding years, all the addi- 
tional information which they would get 
would be yields during each preceding 
year, and dimensions and deseriptions 
of new buildings and other improve- 
ments. From the assessors’ reports, the 
sold within recent years would 
be selected, and the data on the asses- 


farms 








A Neighbor 
Worth Knowing 


A. country which, 
with less than 
9,000,000 popula- 
tion, has an annu- 
al trade with the 
United States of 
over $800,000,000, 
is a neighbor 
worth knowing. 





Canada 
With only 


one- 
sixth of her arable 
land under cul- 
tivation, is the 
world’s second 
greatest wheat 
producer, and has 
already a greater 
trade with the 
United States 
than any other 
country except 
Great Britain. 
Canada is a neigh- 
bor worth know- 
ing. Inquire from 


Department of Immigration, 
Room 110, Norlite Bldg. 
OTTAWA CANADA 





sors’ schedules for these farms used in 
a correlation analysis with the recorded 


sales prices now regularly obtained. 
This would give an equation which 


could be applied to all farms in the 
county. The actual assessing of land 
values could be done in the offices of 
the state tax commission. Once the 
equation was obtained, it would be used 
vear after year simply by correcting it 
to fit the changes in land values indic- 
ated by the sales records. A recaleula- 
tion of the equation after several years 
would, however, be desirable so as to 
make use of the gradually aecumulat- 
ing yield data. 

“There would be some extra expenses 
involved in getting the new system 
under way. The assessors’ work would 
be heavier the first vear. The caleulat- 
ing of the equation the first vear would 
take two or three persons perhaps a 
month. But once the system was under 
way, it is doubtful whether it would 
entail any greater expense. After the 
first vear, the work of the local asses- 
sors would be simplified and reduced. 
It is quite likely that similar methods 
could be used in valuing livestock and 
equipment. In the end, therefore, there 
might be very little for the assessor to 
do. He would become a sort of enumer- 
ator, all valuations being made by the 
tax commission. Assessments could 
then be taken entirely out of polities. 
Farmers would know that their farms 
were being assessed on a strictly ob- 
jective, scientifie basis, with no possible 
chance of favoritism or prejudice. 

“Using this method, the state tax 
commission could at one stroke attain 
the ‘full and true’ value assessment 
which is so difficult, with local assessors 
making the valuations. 

“What is more important, once the 
significance of the various factors in- 
fluencing land values was determined, 
taxes could be levied more equitably 
and intelligently. For example, road 
expenses could be distributed according 
to road benefit. Loeation value could 
be taxed at a different rate from build- 
ings or productivity value. 

“Closely related to the foregoing, is 
the use of the method to determine bene- 
fits and damages from drainage ditches, 
roads, and other local improvements. 
Equations already developed for gen- 
eral taxation purposes would be suffi- 
cient in some cases; in others, special 
surveys would need to be made. 


“There are many farm real estate 
agencies with enough business _ to 


warrant their using these methods. But 
the only use made of them need not 
be in buying and selling land. The 
real estate men in a county ean with 
advantage organize a county real estate 
board and equip it to render this 
appraisal service to its members and 
to the public in general. City real estate 
boards have found that such a service 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 


helps their members to make sale 
because it reassures buyers. This 
county board would obtain all needej 
information concerning each farm 4g jt 
was sold, and on the basis of this 
develop an equation. If it wished t 
begin appraising at once, however, it 
would need to make a survey of past 
sales. 

“The general use of the system by 
real estate men and buyers and sellers 
of land would have the same effeet op 
the land market that setting up market 
grades has had on the grain and liye 
stock markets. It would, therefore, bp 
of great public benefit. It might eye 
be possible to quote prices on varions 
grades and types of land.” 


Ray M. Gidney was elected vice pre. 
ident and director of the Citizens Trust 
Company of Buffalo, New York. Mr 
Gidney entered the employ of the Com 
mercial Bank of Santa Barbara, Cali 
fornia at the age of fifteen. After six 
years of bank work there he entered the 
University of California in 1908 and 
graduated in 1912. From 1912 to 1914 
he was with the First National Bank 
of Bakersfield, California. When the 
Federal Reserve Board was _ organized 
in 1914, Mr. Gidney went to Washington 
as private secretary to Adolph C. Miller, 
member of the board. He later served 
a short time as federal reserve examiner 
and in April 1917 was appointed as 
sistant federal reserve agent at the Fed- 
eral Reserve Bank of New York. When 
the Buffalo branch of the Federal Bank 
was established in 1919, Mr. Gidney was 
selected to act as manager and con 
tinued in that position until September 
1921, when he returned to New York 
to become controller at large of the 
Federal Reserve Bank. 


Louis J. Tabor of Barnesville, West 
Virginia, former state director of agn- 
culture in Ohio, was appointed vie 


president and field manager of the 
Ohio-Pennsylvania Joint Stock Land 


Bank of Cleveland, Ohio. 








The First National Bank of Hanover, 
Kansas, elected E. W. Thiele, president; 
Frank Jandera, vice president and J. P. 
Kilkenny, cashier, for the ensuing yeal. 
Mr. Jandera succeeds Guy T. Helvering 
who is vice president of the Planters 
State Bank of Salima, Kansas. 


Frank M. Tichenor, vice president of 
the American National Bank of Mt 
Vernon, New York was elected president 
to sueceed Charles R. Gibson; Ephraim 
Samuels was elected a vice president, 
and William C. Thompson, cashier. 


Plans are being finished for the new 
building to be erected by the Security 
Bank of Chicago. The structure will 
cost $360,000. 
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The Hollenden 


is convenient and comfort- 
able. It gives expression to 
the best ideals of hotel man- 
agement and service. Its reg- 
isters are signed by persons 
of the highest positions, at 
home and abroad. Its repu- 
tation brings new patronage 
and its performance keeps the 
old. Year after year its guests 
continue to give it, in a single 
word, the substantial com- 
mendation of being Reliable. 


The Hollenden Hotel Company 
Cleveland 
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Trust Company Move- 
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CITIZENS UNION NATIONAL BANK, Louisville, Ky. 


CITIZENS UNION 
NATIONAL BANK 


LOUISVILLE, KY. 


equipped with 


FRINK 


REFLECTORS 


Including 
Continuous Bank Screen Reflectors 
Single and Double Desk Reflectors 


Our Engineering Department is 
co-operating with the leading archi- 
tects in laying out and designing the 
lighting of prominent buildings 
throughout the country. We hope 
we can be of service to you. 


“Specify Frink Reflectors” 


LP FRINK, Inc. 


24th St. and 10th Ave., New York 


Cuicaco, ILL. SAN FRANCISCO, CAL. _PHILADELPHIA, Pa, 
Monadnock Bldg. 77 O'Farrell Street Franklin Trust Bldg. 
Boston, Mass. CLEVELAND, OHIO CINCINNATI, OHIO 
161 Summer Street 992 The Arcade 601 2D N. BK. BLbG. 

Detroit, Mic. SEATTLE, WASH. LOUuISVILLE, Ky 
325 State Street 609 Seaboard BLpG. 415 West Main Street 
St. Louis, Mo. BIRMINGHAM, ALA. 
1415 Pine Street 426 Jefferson Co. Bank Bldg. 
CANADA _ 
Associated with Robert Mitchell Co., Ltd. 
64 Belair Ave., MONTREAL 
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Facts about 


NEW BANK 


* 


THE BANKERS 
EQUIPMENT-SERVICE GUIDE 


A handy 208-page volume 
used by bankers everywhere as an author- 
itative source of reference in the purchase 
of bank supplies and service. Completely 
indexed, it lists the leading bank supply 
houses and service companies throughout 
the country. The catalog section in- 
cludes many helpful suggestions for the 
improvement of service in every depart- 
ment of the bank. 


Published annually in September. 
More than 24,000 copies in active use. 












Two 





























THE BANKERS . 
EQUIPMENT-SERVICE BULLETIN Des eae 


ah ae 

. . +o BUY 

A monthly publication pro- = 

viding the banker with a regular and 

frequent source of information on all new 

developments in the supply and service 

field. Each issue is a monthly digest of 

current buying information maintained 

on a broad and disinterested plane of 
helpful service. 















and Security 


= bank fixture 
if or the 
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dé ability ane © 


Copies are sent each month to every 
bank, trust company and building and 
loan association in the United States, 
and to a selected list of bank architects, 
equipment and supply houses—a total 
circulation of nearly 45,000 copies. 
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‘Rand M¢Nallys 
PUBLICATIONS | 


HE GUIDE and THE BULLETIN constitute the first efforts ever 
made to provide American bankers with dependable infor- 
mation on how and where to buy supplies, equipment and serv- 

ice. They are designed to aid in simplifying the daily routine 

and in meeting the more exacting requirements of present-day 
banking. In performing these important functions, they act 

as a genuine force for economy and wise buying. 

A glance at these publications reveals the wide scope of this 
new Rand McNally service, which reaches out to every bank, ’ 
trust company and building and loan association in the United 
States. Our experience of more than fifty years as bank pub- 
lishers lends a worthy tradition and a practical background 
that should make them constant sources of reference on every 
banker’s desk. . 

THE GUIDE (published annually) affords a quick source ef rs | 
SSS USEANOTT. reference at any time to the leading bank supply houses and serv- 

ice companies equipped to meet the banker’s needs. It indexes 

— practically every item of equipment and service, and the catalog 

ur List o section includes many valuable suggestions for every department 
Bank Publications of the bank. : 

THE BULLETIN, issued monthly as a supplement to THE 
GUIDE, brings to the banker’s desk every thirty days a complete 
and up-to-the-minute digest of new or improved forms of service 
—current buying information and a clean-cut exposition of facts 

regarding new developments in the supply and service market. 

—_ oe” — oo ee & Company — a, ee to 
make full use of the service represented by THE GUIDE an HE 

a a BULLETIN. We shall be glad to send THE BULLETIN each 
month to other interested officers. Our research department will 
answer promptly any inquiries for additional buying information. 
There’s no charge—no obligation. Simply write us on your bank 
letterhead , or use the-eoupon below. 





































THE BULLETIN 
THE BLUE BOOK 
THE BANKERS ROSTER 
THE BANKERS MONTHLY 










America's aaa Bank Publishers 





536 South Clark Street Chicago 











Use the 
COUPON 


There’s no obligation 


Rand McNally & Company 
Bankers Guide Dept. 
Chicago, IIl. 


Gentlemen: Please send additional copies of THE BULLETIN to other 


















interested officers as follows:...... 


Please send us information on the following: 


Bank Name.. 
Officer’s Name... ............ 


ie... ; 
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DIRECTOR OF A. B. A. AGRI- 
CULTURAL COMMISSION 
APPOINTED 


PROF. D. H. OTIS, who has been 

serving as Director of the Banker- 
Farmer Exchange in Wisconsin, has 
Leen selected as Director of the Agri- 
cultural Commission of the A. B. A. in 
pursuance of a recommendation adopted 
by the Administrative Committee. It 
will be the mission of Prof. Otis to 
establish contact between farmers and 
bankers in all parts of the country, as 
well as with all organizations working 
out farmers’ problems. The work 
of the Director will be no desk job, 
but will represent active, practical 
efforts to serve the Nation’s farm and 
banking welfare. 

To broaden the seope of the Commis- 
sion an Advisory Council was selected 
and Dean H. L. Russell of the Wis- 
consin College of Agriculture, W. M. 
Jardine, President of the College of 
Agriculture at Manhattan, Kansas, and 
Dean W. R. Dodson of the Louisiana 
College of Agriculture at Baton Rouge, 
have consented to serve. 

Co-operation with the agricultural 
schools of the country will be a part of 
the Commission’s program. 

One of the first steps to be taken by 
the new Director will be to arrange con- 
ferences in each of the twelve Federal 
Reserve Districts of the United States 
at which the officers of the bankers’ as- 
sociations will diseuss rural problems 
with representatives of other organiza- 
tions directly or indirectly interested in 
agricultural conditions. : 


The Fraternal Building Loan & Sav- 
ings Company, Van Wert, Ohio, elected 
the following officers for the year: T. C. 
Wilkinson, president; H. V. Olney, 
vice president; M. H. Osborn, attorney; 


L. C. Fox, treasurer, and C. F. Manship, 
secretary. 


The American National Bank of Beau- 
mont, Texas, purchased two lots at the 
corner of Bowie and Orleans Streets 
for $90,000, the site of its new bank. 


The Farmers and Merchants Bank of 
Lodi, California, has been granted a 


permit to make a third story addition 
to its building at a cost of $30,000. 
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INDIANA FARMS CHANGE 
TO A SHARE BASIS 


Many purchasers of farms during the 
period of the land boom have been forced 
to return the farms to their former owners 


APID change from a eash-rent to a 
share basis of operating farms has 
oceured in central Indiana during the 
last two years, a recent survey made 
py the United States Department of 


Agriculture shows. In Clinton County 
87 farms were reported as renting for 
eash in 1920, but this method of rent- 
ing has practically disappeared since 
that time. A decrease of about 50 per 
cent in the number of eash-rented farms 
is reported in Boone County where 340 
cash-rented farms were reported in 1920. 

Many tenants who had contracted to 
pay large cash rents in 1920 and 1921 
have lost everything, including their 
farming equipment and personal prop- 
erty, the survey shows. Cash rents in 
this section which varied from $10 to 
$12 or more per acre in 1919 have been 
reduced to $7 to $10 per acre, but des- 
pite this reduction tenants who rent 
for cash have found it almost impossible 
to obtain sufficient income above current 
expenses to pay their rent. On the 
other hand, after tax and repair bills 
are paid, the landlord does not have a 
very satisfactory return for the use of 
his farm. 

The survey shows that approximately 
150 farms in the two counties were 
transferred in 1922, as compared with 
the sale of more than 500 of the 5,400 
farms in the two counties in 1919. 
Many purchasers of farms during the 
period of the land boom have been 
forced to return the farms to their 
former owners, thereby sacrificing their 
“ash payments, the department says. 
The more hopeful cases have been ad- 
justed through extensions of time for 
paying indebtedness but there are many 
farmers who own such a small equity in 
their farms that they may eventually be 
forced to sell. A number of purchasers 
have been able to transfer their indebted- 
ness from private banks or loan com- 
panies to the Federal Land Banks or 
Federal Farm Loan Associations. This 
will enable them to spread out the 


burden over a number of years. Large 
initial payments are required in order 
to make this possible. 

There has been no well established 
Indiana for 


land market in central 





almost three years, foreclosures, sheriff 
sales, and the settlement of estates con- 
stituting the larger number of the farm 
land sales. Land prices have been very 
erratic and furnish little and_ incon. 
clusive data concerning the probable 
level at which farm land values will 
beeome settled under present economic 
conditions. Land which sold for $175 
to $250 per acre in 1919 and 1920 is 
now selling for $125 to $175 per aere. 

At the time when prices of agricult- 
ural products and of farm lands were 
declining most rapidly, taxes were being 


inereasdd. Taxes on farm lands’ in 
Clinton County were increased from 


$1.42 per acre in 1919 to $1.84 per 
acre in 1922. There was a similar in- 
crease in Boone County during this 
period. Taxes were highest in this 
section in 1921 and 1922, which were 
years of comparatively low returns to 
farmers. The inereases in taxes varied 
for different townships and were due 
primarily to increased levies for local 
purposes over which the farmers then- 
selves will have to exercise control. 

“But despite these conditions,” the 
department says, “much of the pe 
simism of 18 months ago has disap- 
peared. The 1922 corn crop was about 
quality, whereas there was much low 
grade and rotten corn in central Indiana 
in 1921. The fall weather of 1922 was 
very favorable to the gathering and 
marketing of the crop. The prices of 
both corn and hogs are higher than they 
were in the fall of 1921. At the same 
time by the strict economy forced upon 
them the farmers have been able to 
reduce still further the production costs 
of their products. 

“The 1922 wheat crop in this area was 
somewhat below normal. Oats were 
very poor in 1921 and practically 3 
failure'in 1922. Rye has never been al 
important crop in these counties, but 
the acreage devoted to rye seems to be 
gradually increasing at the expense of 
the wheat and oats acreage. There 
appears to be a slight shift from oats 
te wheat or rye for the coming year 
as a result of the two successive failures 
with oats. These shifts are mostly tem 
porary and confined to rather definite 
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limits. Cattle feeding has never been 
an important enterprise on the farms 
of this area, but it is even less important 
at the present time.” 


FARM WAGES TAKE 
FURTHER DROP 


HE average of farm wages for the 

entire United States dropped from 
31 to 6.4 per cent during the three 
months from October 1st to January Ist 
according to the quarterly survey made 
by the United States Department of 
Agriculture. . 

As an average for the country, day 
farm laborers are receiving $1.98 a day 
without board and $1.47 with board. 
Farm labor by the month is being paid 
$40.30 a month without board, and 
$27.81 with board. 

Every geographic division except the 
South Central Division reported falling 
average farm wages during the three 
months covered. The largest declines 
ranged from 9.1 to 13.9. per cent in the 
West North Central States; the smallest 
declines were in the North Atlantie and 
South Central States. 

The highest average monthly rate 
without board was $62.71 in the Western 
Division, and the lowest was $30.71 in 
the South Atlantie States. The highest 
monthly rate with board was $42.78 in 
the Western Division and the lowest 
was $21.06 in the South Atlantie Divi- 
sion. 

In hiring by the day without board, 
the highest average rate was $2.82 in 
the North Atlantie States, and the lowest 
was $1.40 in the South Atlantie States. 
With board, the highest day rate was 
$2.13 in the North Atlantie States, and 
the lowest was $1.05 in the South Cen- 
tral States. 


THE YEARLY WASTE IN 
CORN PLANTING 


N looking over the yearly reports of 

the Department of Agriculture, one 
can find the record of this hazard of the 
crops which faces the business of farm- 
ing every year. For instance, in the 
tables showing the production figures 
for corn in the last thirteen years, the 
average amount of corn harvested each 
year was 2,805,000,000 bushels, but the 
amount of corn lost each year was over 
1,500,000,000 bushels: That is to say, 
the farmer sets out to raise 100 bushels 
of corn, and through the various causes 
of damage mentioned above, he never 
raises much over two-thirds of the poten- 
tial crop. 

The average potential crop for each 
of thirteen years was 4,374,000,000 
bushels, but only 2,800,000,000 ever 
cane to harvest. The amount of the 
potential which was lost in the farmers’ 
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T. KIDDOO, President 
F. EMERY, Vice-Pres. 
L. DRLSCOLL, Vice-Pres. 
R. KENDALL, Cashier 
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Capital and Surplus 


$2,000,000 


A DESIRABLE CORRESPONDENT 
For Corn Belt Banks 


Highly specialized 





fight with the elements was over a bil-. 


lion and a half bushels, and the value 
of this at the December price foots up 
to over a billion and a quarter dollars 
each year, or, for the whole thirteen 
years, over sixteen billions of dollars. 


Farm Incomes Measured 

A nation-wide survey to discover the 
dollars and cents result of farm opera- 
tions for the country as a whole in 1922 
is now being made by the United States 
Department of Agriculture. 

The survey, giving the facts of re- 
ceipts and expenses, is the first of its 
kind ever attempted, and is part of a 
permanent project to determine the 
trend of income from farming, currently 
from 1922 forward, and backward, so 
far as available data will permit. The 
survey will show acreage, farm value, 
method of operation, production, re- 
ceipts and expenses on individual farms. 
Compilations will be made by sections 
of the country and also by commodities. 

In addition to a general questionnaire 
distributed among 60,000 of the depart- 
ment’s crop reporters, a detailed broad- 
cast questionnaire will be sent to all 
farmers in counties where the depart- 
ment has already made farm business 
analysis studies. This year the special 
county work will include 16 acres, 10 
by mail and 6 covered personally by 
department representatives. 


Plans have been drawn for erection 
of a bank and office building to cost 
$350,000 and ten stories high for the 
Niagara Falls Trust Company, Niagara 
Falls, New York. 
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service in the 
clearing of live stock operations. 
facilities for general business. Correspondence invited. 


THE LIVE STOCK vat BANK 


OF CHICAGO 





- AXTELL, Assistant 
Cashier 
. L. HOBBS, Asst. Cashier 
° re Assistant 


Cashier 
C. L. WISTRAND, Assist- 
ant Cashier 


Resources over 


$20,000,000 


financing and 
Entirely adequate 


CINCINNATI'S 
BanK OF 
SERVICE 


At Your Command 


The facilities and ex- 
perience of this Bank are 
at all times at the com- 
mand of out-of-town 
banks desiring to avail 
themselves of our con- 
structive co-operation in 
special matters and our 
general good service in 
all matters. 


State your problems. 


™ FIFTHIHIRD 


Nationa Banke CinciINNATI 


How often do you read 
the Want Ad Page? 


In this issue you will 
find it on page:112. 


PON the foundation of more 
than half a century’s experience 
and growth is based the present organi- | 
zation of the FIRST NATIONAL 


BANK of CHICAGO and the FIRST 
TRUST AND SAVINGS BANK. 


This experience has developed 
a highly specialized service in both 
banks, applicable to the needs of banks 


and bankers. 


Calls and correspondence are 
invited relative to the facilities afforded 
for the transaction of domestic and in- 
ternational financial business of every 


conservative character. 


Combined Resources exceed $300,000,000 


JAMES B. FORGAN, Chairman 
Board of Directors of Both Banks 


FRANK O. WETMORE, President 
First National Bank of Chicago 


MELVIN A. TRAYLOR, President 
First Trust and Savings Bank 








At the annual election of the Okla- 
homa Stock Yards National Bank Okla- 
homa City, Oklahoma: H. R. Empie, 
formerly assistant cashier, became vice 
president and cashier, and Moussa K. 
Moussa succeeded as assistant cashier. 
Ben Mills was re-elected president, E. F. 
Bisbee, vice president, and G. P. Lee 
and O. N. Harris assistant eashiers. 


Two hundred thousand dollars will be 
spent in the erection of a two story 
bank building for the Elliott State Bank 
of Jacksonville, Illinois. 


A bank and office building is planned 
for the North Missouri Trust Company, 
Mexico, Missouri. 


: 


Sol K. Graff was elected director and 
manager of the real estate department 
of the Crawford State Bank of Chicago. 


The Bank of Powhattan, Missouri, 
elected the following directors for next 
year: H. G. Cashman, W. R. Fletcher, 
R. L. Funk, T. J. Gaynor and Charles 
M. Jackson. 


At the annual meeting of stockholders 
of the San Diego Savings Bank, Cali- 
fornia, directors and officers were re- 
elected. 


A one or two story bank building 
will be erected by the Farmers State 
Bank, Oxford, Michigan. 






Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 


BANKERS MONTHLY for MARCH, 1923 


VALUE OF FARM PRODUCTs 
UP TWO BILLIONS IN 1999 


PARM production in 1922 had a grow 

farm value of $14,310,000,000, a. 
cording to estimates by the United 
States Department of Agriculture. Thy 
gross value of farm products in 199) 
was $12,402,000,000. 


The total for 1922 is made up of 
$8,961,000,000 for crops, and $5,349, 
000,000 for animal products. In 1971 
crops were valued at $6,934,000,000 ang 
animal products at $5,468,000,000. 


In publishing these estimates the de 
partment states that some duplications 
occur in the crop and animal prodnes 
estimates because of the use of certain 
crops to produce animal products 
This quantity has not been ascertained, 


Crop prices increased except in the 
ease of nearly all fruits, beets, clover 
seed, rye, potatoes, sweet potatoes, and 
some other vegetables. Prices of animal 
products generally declined, including 
prices of veals, milk cows, and other 
cattle, horses and mules, all dairy 
products, eggs, and poultry except 
turkeys. Prices of sheep, lambs and 
swine inereased; wool prices were 
nearly doubled. 


A ten-years study of production and 
prices shows that the crop value in 
1922 was 46 per cent higher than in 
1913. The peak was reached in 1919 
with a crop value 152 per cent higher 
than in 1913. In 1920 crop prices were 
only 78 per cent above 1913, and in 
1921 only 13 per cent above 1913. 
Despite the increase in 1922 the depart. 
ment points out that the erop value is 
still lower than in any year since 1915, 
with the exception of 1921. 


Animal products values lagged behind 
crop values during the ten-year period 
and show less fluctuation. The peak 
was reached in 1919 when an increase 
of 125 per cent over 1913 was shown. 
The subsequent decline in values of 
animal products was less precipitous 
than in the case of crop values, but the 
1922 figure shows an increase of only 
44 per cent above 1913 as compared 
with an increase of 46 per cent in ¢rop 
value. 


The purchasing power of the 192 
crop value in terms of other products 
was 89.9 as compared with 100 in 1913. 
The purchasing power of the 1921 erp 
value.is placed at 70.3 as compared with 
100 in 1913. The purchasing power of 
animal products in 1922 was 88.5, and 
in 1921 it was 915 using 100 in 1913 
as a base in both instances. 


Although the purchasing power of 
crops and animal products took almost 
divergent courses in some years sinee 
1913, they came almost together in 1922, 
it is pointed out. 
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map grew in consequence. 














On maps has man recorded progress 


To Columbus, whose voyages opened new visions of the world, 
America was forever India—the land of gold and rich eastern 
Came Balboa, who discovered the Pacific. 
Magellan, whose expedition sailed way round the world. The 


Came 
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Other explorers and colonizers—Raleigh, Marquette, Drake, 
John Smith—devoted their fortunes and lives to gaining knowledge 
and putting it into maps. But the job was not done. Man pushed 
on and on through the centuries, ever penetrating the unknown. 
Lewis and Clark, Livingstone,Stanley, Roosevelt, all conquered 
































thinking falsely. 





























guarantee of map perfection. 




















Branches: New York . . Philadelphia 




















C. T. Abell, vice president and cashier 
of the South West National Bank of 
Chillicothe, Missouri for six years, has 

_sold his stock in the bank and has 
entered the banking business on the 
Paeifie Coast. 





























The stockholders of the Silver City 
National Bank, Silver City, New Mex- 
ico, elected the following officers: W. D. 
Murray, president; T. L. Lowe, H. A. 
Martin and J. W. Carter, vice pres- 
























































idents; C. C. Metealf, cashier; Leo E. 
Sehutz and J. R. Hopkins, assistant 
cashiers. 








h . - Washington . 
Pittsburgh . . Cleveland . . Detroit . . St. Louis . . San Francisco 


danger and contributed to the document that is a map. 


The map is still being perfected, changing and growing with 
the accomplishments and discoveries of man. 
that these pioneers of exploration found and all that has happened 
since—new cities, railroads, highways, canals, steamship routes. 


It must show all 


A poor map is worse than useless, for it guides you and your 
Make sure, therefore, that your map is up- 
to-date and scientifically exact. 
by RAND M¢ENALLY & COMPANY. Whether wall map or pocket 
map, globe, atlas, school or commercial map—the RAND MCNALLY 
is standard. When you buy, look for this name. 


It will be if it is published 


It is your 


LLY & GOMIPANY 
Map Headquarters 


Dept. P-18, 536 S. Clark Street, Chicago 


. Buffalo 
. - Los Angeles 


- Boston . 





Elbert L. Tyner has been elected pres- 
ident of the Greenfield Banking Com- 
pany, Greenfield, Indiana, succeeding 
the late Charles Barr. 


M. D. Clark, assistant cashier of the 
First National Bank of Anaheim, Cali- 
fornia, has been elected cashier of the 
American National Bank of Santa Ana, 
California. 





Work has been started on the re- 
modeling of the First National Bank of 
Sharon, Pennsylvania, to cost about 
$30,000. 


Readers wili confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 


CATTLE FEEDING 
DEMANDS CAUTION 


(Continued from page 30) 
and everyone knows that we are short 
on coal. These factors mean that the 
men employed in these lines of busines 
will be very busy in the next yea 
trying to eatch up. Understand, cate 
up—not doing the usual amount of 
work. 

“I have a farm in Indiana, and | 
know bankers down my way are willing 
to loan money at 5 per cent. In faet, 
I know many folks who are advertising 
that they will loan money at this figure. 
Begging for customers, you might say; 
and they look with favor upon attle 
feeding. Men who have plenty of grass 
and corn are going to take advantage of 
this offer, and I firmly believe they will 
come out on top when they have their 
cattle ready for market.” 


The good qualitied yearling cattle 
which in 90 days will be selling at 9 to 
10 cents a pound are available now at 
614%4 to 71% cents, with the best at an 
outside figure of 8 cents. Naturally 
it would be to a man’s advantage to 
buy before prices advance materially. 
He ean, at little or no cost, carry them 
until grass is ready; or, if he intends 
to feed, start them on a light grainwation. 
There is enough rough feed available 
on farms now to handle a lot of cattle, 
thus enabling feeders to get the jump 
on prices later on. 

“Cattle men have made more money 
in the last year than they will in 
the next twelve months,” said James 
E. Poole, veteran market expert. “Up 
to now anyone could make money in 
cattle; but the future is going to bea 
game for a man who ean buy cattle right, 
and who knows how to feed. The 
market will not be so good for grass 
cattle, I believe, because last year this 
sort of cattle were hard to sell. On the 
other hand, cattle which has been o 
pasture and had some grain were easy 
to get rid of. 


“Despite this I believe it will be pos 
sible to make a nice profit on handy- 
weight yearlings and light cattle whieh 
will be laid in this spring. The only 
trouble is that feeders will have to use 
caution and not pay too much money for 
their feeders. There is great danger ol 
this, I think, for usually when there 
great activity the first of the year, 
means high prices when feeders start 
buying in the spring for the stuff they 
seem to want to feed on grass. 


“Money is plentiful, too, which makes 
it seem possible that there will be 4 
buying furore and the accompanying 
jump in prices. If feeders will take 
things easy instead of rushing into the 
game, and put themselves in a place 
where they have to compete with killers 
for the thin stock they want, I havent 
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a doubt but what there is a good profit 
to be made. 

“Finished beef will sell from $9.50 to 
$11 I think. There is every reason to 
believe they will unless the supply is 
too great; and I happen to know that 
there is not much danger of this. The 
range country will need cattle, as will 
the feeders. Our industrial and bus- 
jness conditions are good, and with 
everyone working, such as is the case 
now, it means meat consumption will be 
good.” 

Despite the predictions of these 
market experts and traders, as well as 
fnancial men I have talked to, I believe 
a little caution should be used in loan- 
ing money. For one thing the advanc- 
ing market of the past year cannot go 
on forever. Perhaps it may be that 
the better price is due to economic con- 
ditions which are working to bring the 
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CHARLES L. HUTCHINSON,.......... 
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OWEN T. REEVES, JR. ..... Vice-President , 
live stock farmer’s dollar up to par as oe oe pape rea se on 
N DEAN J. PORE, . .0s0005 Vice-President 
compared with 1913. On the other JAMES G. WAKEFIELD... . Vice-President 
hand, corn and other feeds have EDWARD F. SCHOENECK, ...... Cashier 
° . " 5 oie v LEWIS E. GARY,......... Assistant Cashier 
advanced in prite 80 that it is hardly JAMES A. WALKER,..... Assistant Cashier 
possible, even with 10 cent fat cattle, HUGH J. SINCLAIR,..... Assistant Cashier 
to make beef at a price the market will ee ee ree era Assigtant Cashier 





FRANK F. SPIEGLER.,... Assistant Cashier 
WILLIAM E. WALKER... Assistant Cashier 


DIRECTORS 

WATSON F. BLAIR 
CHAUNCEY B. BORLAND, ~ 

Managing Borland Properties 
EDWARD B. BUTLER 

Chairman Board of Directors Butler Bros. 
BENJAMIN CARPENTER, 

President Geo. P. Carpenter & Co. . 
CLYDE M. CARR, 

President Joseph T. Ryerson & Son 
HENRY P. CROWELL, 

Chairman-of Board Quaker Oats Co. 
ERNEST A. HAMILL, 

Chairman of the Board 
EDMUND D. HULBERT, President. 
CHARLES H. HULBURD, 
President Elgin National Watch Co. 
CHARLES L. HUTCHINSON, 

Vice-President 
JOHN J. MITCHELI 

Chairman of Board Tilinois Trust and Sav- 

ings Bank 
MARTIN A. RYERSON 
J. HARRY SELZ, 

President Selz, Schwab & Company 
ROBERT J. THORNE 
CHARLES H. WACKER, 
* President Chicago Heights Land Assn. 


pay. What I mean here is that the 
eost of production is again higher than 
the per pound rate of the market, thus 
making it necessary for a man to buy 
his eattle at a low figure in order to 
come out on top. 
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Another factor which cannot be over- 
looked is the eyele of the market. In 
the past a high market has been fol- 
lowed by a lower one. Look up figures 
and this fact stands out very clearly. 
In the past ten years, exclusive of the 
war period, this has been the history of 
the trade, although there have been con- 
secutive years of high prices even with 
improved number of cattle produced. 

It may be that 1923 will be a duplicate 
of this. Then again it may not. In 
order to be on the safe side, urging 
cheapest buying is the best idea. Pay- 
ing top prices for feeder cattle is. not 
a very good idea; but buying any kind 
which stands a chance to make a dollar 
is the system which has made our most 
successful feeders wealthy. Then, too, 
while as many as five per cent of the 
feeder cattle that go back to the country, 
may have been purchased at the top 
price, only one or two per cent will come 
back and top the market. This is due 
to the lack of feeding ability. 

A banker is not supposed to know 
this; but if he ean become posted and 
advise with his eustomers who want 
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RANK OF DETROIT 


DETROIT, MICHIGAN 
TRANSIT DEPARTMENT 


With our direct connections and satisfactory arrangements 
with banks in Michigan, we are in a position to 
offer quick service at a minimum of cost 
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is likewise helping his customer to make 
a little money. No banker likes to have 
& customer borrow money for cattle and 
then only get enough out of them to 
meet his note. This merely enables him 
to make money and does not add any to 
the prosperity of his friends. 
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Reducing the Number of New Accounts 
Necessary for Growth 


Every account we lose increases the 
number of new accounts we must secure 
to show our expected growth, said the 
officers of the Liberty Trust and Savings 
Bank, Chicago, in planning their new 
building. So they put the new business 
managers desk right alongside the 
counters used for savings withdrawals 
just beyond which are the savings de- 
posit wickets. 


This serves two purposes. The new 
business manager is expected to inter- 
view parties closing out accounts with 
the result that the number of books can- 
celled is greatly reduced. It gives the 
new business manager an insight to the 
resistance he must overcome in securing 
new business and what must be done to 
keep present accounts. Also he is fully 
versed on the selling points of the bank 
and can advance the arguments neces- 
sary to keep at least a few dollars on 
deposit. 

It has also been found that depositors 
are thus protected from making worth- 
less investments with their hard earned 
savings and where investments are to 
be made, they are often made in bonds 
handled by the bond department. 


7. Liberty Central 
Trust Company 
prides itself on being 
equipped to render 
prompt and efficient 
service to out-of-town, 
correspondents. Special 
attention given to 
collections. 


be vg 
LIBERDY C RAL 
TRUST COMPANY 


ee 
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ANALYZING ACCOUNTS 


Se 


FOR PROFIT 


You 


can 


eliminate 


unnecessary 


losses from overly active accounts by 
handling certain customers tactfully 


NE of the first things a banker will 
find upon scrutinizing his business 
is that he has on his books a considerable 
number of small accounts with balances 
insignificant when compared with the 
expense of handling and rendering the 
services which they command and re- 
ceive. Almost any active account 
under one hundred, or even two hundred 
dollars may be included in this group. 
To large banks small accounts present 
a grave problem; they build up clerical 
expenses without materially increasing 
gross income. Most city banks either 
refuse to carry them, or protect them- 
selves against loss by assessing a service 
charge of from fifty cents to two dollars 
per month when an account falls below 
a certain minimum and reaches a certain 
point of activity. From the customer’s 
standpoint such a charge is entirely 
just, as there appears no logical reason 
why the bank should furnish him a 
passbook, checks, and deposit slips, do 
his bookkeeping for him, and afford him 
the convenience of a checking account 
without being reimbursed in some form 
or other for actual expenses, any more 
than the butcher should sell him meat 
for less than cost. 

The large bank ean afford to deal 
rigidly with small customers, for, having 
attained considerable size and a certain 
degree of independence, it can serve its 
own interest best by catering more ex- 
elusively to larger business. But the 
smaller institution is less often able to 
handle such accounts arbitrarily. 

The small bank which operates a sav- 
ings or safe deposit department, or does 
an insurance or investment business, may 
occasionally place a small customer’s 
business relations on a paying basis by 
constant cultivation. This often is the 
only possible procedure. 

Turning his attention from small ac- 
counts to larger ones, the banker may 
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*By The Committee on Analysis of Accounts of the Missouri Bankers Association. 


be surprised to learn that a few of thos 
he valued most highly are so proft- 
able as he thought. It is in seeking out 
such accounts that an analysis is of great 
service, for in many instances the causes 
which make the large account unproft 
able may, by tactful methods, be re 
moved. Look out for the customer who: 

1. Deposit checks which requir 
from one to four or more days for ed- 
lection, and checks against the balance 
thus built up before the proceeds ar 
available. 

2. Requires the bank to keep eash on 
hand to meet his payroll needs. 

3. Receives from the bank expensive 
checkbooks—often printed for his in 
dividual use—or great numbers of pay- 
roll checks. 

4. Asks the bank to remain open after 
business hours and keep additional cur- 
renecy on hand to cash pay checks for 
his employes. 

5. Deposits currency and sends large 
checks out of town, thereby necessitat- 
ing continual shipments of cash on the 
part of the bank to restore balance with 
correspondents or the Federal Reserve 
Bank. 

6. Deposits numerous sight drafts o 
individuals in other cities, which 1 
quire separate mailing and incur co 
siderable postage and stationery & 
pense. 

7. Discounts his customers’ notes with 
the bank. ; 

8. Continually stops payment on his 
checks, laying the bank liable in cas 
of inadvertence on the part of a book 
keeper. 

The above do not, with the exception 
of checking against uncollected funds, 
necessarily constitute things a customet 
shouldn’t do, nor is it intended to imply 
that they invariably result in losses 10 
the bank. But they are services which 
the customer should adequately pay for 
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with a respectable balance; the bank’ 
has a right to expect and demand that 
be pay for them. 

The manufacturer with an out-of-town 
market, the grocer, the insurance agent, 
the wholesale produce company, the 
merchant in a neighboring town—in 
fact, any customers who make frequent 
deposits of checks—may be drawing 
against their uncollected items, or float. 
In determining whether or not this is 
the ease the first step is to provide a 
schedule of time outstanding which will 
be applicable to items on various points. 
Checks on other banks in the same town, 
yhen deposited too late .for clearings, 
should be subject to a one-day deduc- 
tin; deductions for out-of-town items 
should be based on the Federal Reserve 
Bank’s schedule of deferred availability 
(plus one day, transit time to Federal 
Reserve city) if the analyzing bank is 
a member, or the actual time required 
through the agencies employed, if the 
bank is not. 

When the deposit of a customer whose 
aceount is under analysis is received, 
the teller, or whoever accepts it, may 
mark with his pencil opposite each item 
as listed, the number of days it should 
be outstanding according to the schedule. 
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at the end of the month and the amounts 
carried into the summary and reduced 
to a one-day basis as illustrated. Like- 

































































































Te For convenience small items of the gen- wise, the book balances shown at the 
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len 4 necessary daily posting having 
done, the columns should be totaled 









The difference between these will be the 
net balance or the net overdraft. 
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It will be noticed in the illustration 
that, over the entire month, the Ex- 
celsior Manufacturing Company’s float ° 
exceeded its balance by six hundred. 
seventy-five dollars. No doubt on some 
days the overdraft was even greater, but 
the method of computing net balances 
daily is so complicated that it will be 
omitted from this discussion. At any 
rate, the account is unprofitable. 

The overdraft shown by the first 
operation is not, however, the entire 
deficit. Although fictitious, the book 
balance of $557 ealls for a 7 per cent 
reserve with the Federal Reserve bank, 
and business requirements necessitate 
an equal or greater amount in cash and 
with correspondents. If the analyzing 
bank is not a member of the Federal 
Reserve system, the state law provides 
for a 15 per cent reserve. Each institu- 
tion may determine its true reserve per- 
centage by dividing all its cash on hand 
and balances with other banks by the 
total of its demand deposits. 

So an additional $84 is added to the 
deficit, making a total of $759.’ This, at 
6 per cent, would cost the bank $3.79 
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per month, or represent an annual loss 
of $45.48. 

For miscellaneous considerations, the 
following may be mentioned: 

Pay Roll Accounts—Any surplus cash 
which is held to meet the needs of a 
customer for his pay roll should be 
given consideration in the analysis, and 
interest computed at the current rate 
on the proper amount for the time the 
money is held. If any shipping ex- 
penses are incurred, they, also, should 
be added. 

Stationery—It should be needless to 
say that customers who receive consider- 
able quantities of checks, deposit slips, 
customers’ notes, sight drafts, coin 
wrappers, ete., gratis from the bank 
should be charged in the analysis for 
the cost of such supplies. It is not 
necessary to devise an elaborate system 
to keep a record of all check books and 
other stationery given out; only the 
more important items need be con- 
sidered. 

Accommodation Services—Staying 
open in the evening to cash pay checks 
often results in acquiring new savings 
accounts and is usually worth while, but 
handling sight drafts, issuing exchange 
without charge, acting as_ collection 
agent, holding securities for safekeep- 
ing, and furnishing rooms for stock- 
holders’ and directors’ meetings are 
services for which a customer should 
maintain a commensurate balance. 
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Activity of- Accounts—In this an- 
alysis no attention has been paid activ- 
ity, as in the ordinary small bank it is 
difficult to so allocate expenses that 
“ner item” figures have much import- 
ance. Any bank which eares to do so, 
however, might count a large customer’s 
checks and charge them up to him in 
the analysis at a nominal figure, say 
one cent each. Extreme activity, while 
it may not occasion additional expense 
for the bank, may be used as a talking 
point in convincing a depositor he 
should earry a larger balance. 


The Customer Who Draws Checks in 
Anticipation of Deposits—Such a 
practice, while it may not result in an 
immediate actual loss to the bank, is 
nevertheless a warning that the cus- 
tomer is a dangerous one. From the 
habit of covering checks the day they 
are due for presentation often springs 
willful manipulation, or “kiting.” 


Messrs. Bond and Hubbard have 
opened an office in the First National 
Bank Building, Chicago, under the firm 
name of Bond-Hubbard Company and 
will specialize in the designing and erect- 
ing of bank buildings. Mr. Bond has 
been for many years associated with 
bank work and Mr. Hubbard was for- 
merly an instructor of architecture in 
the University of Illinois. 


BANKERS DIRECTORY 


NOVEL PLAN FOR NEW Bus. 
INESS DINNER USED By 
CHEMICAL NATIONAL 


HE Chemical National Bank of Ney 

York recently held a dinner fo 
officers to arouse enthusiasm for ney 
business. The menu was folded like g 
railroad time table with a drawing of 
a fast train coming from a picture of 
the bank: under the caption, “Grand 
Chemical Terminal.” 

The time table corrected up-to-date 
showed that the Chemical National By. 
press stopped at 6:00 P. M. for celery 
and olives, at 6:10 grape fruit wa 
taken and so the schedule ran until 7:3) 
when the special arrived at demi tasse 
Letters following each stop led to foot 
notes such as one from soup to the con- 
ment “noiseless.” The last foot note 
read “Change here for good things to 
follow.” 

Inside the folder were caricatures of 
officers showing their special new bu. 
iness line. Senior Vice president 
Schenck was shown speeding on a type 
writer with coat tails flying over the 
doggerel. 

“On typewriter accounts Mr. Shenek 
loves to ride, 

“He banquets on ribbons with keys 
on the side.” 

Thus the Chemical National is work- 
ing for a billion dollars by 1930. 
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Established in 1872 


Insertable Celluloid Tab Guides 
for All Styles of Filing Systems 


‘Tabs made of solid celluloid with re- 
movable label— clean—-legible—durable. 
Just change the insert and use the guide 
indefinitely. 

Especially adapted for check file use 
in banks, where the names must be 
changed frequently. We furnish the 
perforated insert strips. 


We are the originators of the Solid Celluloid Tab Guide 


The J. C. Hub Manufacturing Co. 
2035 E. 3rd St. CLEVELAND, O. 


It is HONESTLY revised twice a year. It is 
COMPLETE, UP-TO-DATE and is published 
nearer to the date of the information it con- 
tains than is any other similar publication. It 
is printed in TABULATED FORM, all SIM- 
ILAR ITEMS being placed in the SAME 
COLUMN for the purpose of comparison— 
more expensive for us, more satisfactory for 
your purpose. It is BEAUTIFULLY 
PRINTED in clear readable type. 


You constantly have occasion to consult a 
bank directory and as conditions are changing 
daily, unless you have an up-to-date book you 
will get old and inaccurate information. You 
should have the latest and best and that is what 
you get in the Rand McNally BLUE BOOK. 


RAND MSNALLY & COMPANY, Publishers 
Rand McNally Building 
536 S. CLARK STREET 
CHICAGO, ILLINOIS 


The Bankers Directory is a Business Necessity 
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IRVING NATIONAL MERGES 
WITH COLUMBIA TRUST 


HE consolidation of the Irving 

Bank, New York, with headquarters 
in the Woolworth Building, and the 
Columbia Trust Company, 60 Broad- 
way, went into effect at the close of 
pusiness February 7, and on February 
§ the fourteen offices of the merged in- 
stitution in Manhattan, Brooklyn and 
the Bronx opened their doors under the 
new name, Irving Bank-Columbia Trust 
Company. 

Interest in this merger extends well 
beyond the banking fields. It possesses 
points of more than ordinary signific- 
anee to the business life of the entire 
community as well. Its real importance 
to the general publie lies in the greater 
service which, as a result of the bringing 
together of the highly specialized depart- 
ments of both institutions, the combined 
company can now offer to business. It 
isa move quite in step with the develop- 
ment of America’s commercial life, and 
a logical outcome of this development. 

Several unusual features in connec- 
tion with the merger have attracted wide- 
spread attention. The Irving, for a 
number of years, had been a national 
bank, operating under a federal charter 
and devoting its efforts chiefly to de- 
veloping services to promote the conduct 
of commercial operations at home and 
abroad. When the Federal Banking 
Law was amended a few years ago to 
permit the exercise of trust and fidu- 
cary powers by national banks, a con- 
solidation was effected with the Irving 
Trust Company, an affiliated institu- 
tion, which provided complete facilities 
for the conduct of all banking and trust 
business. This movement was toward 
fulfillment of the modern banking idea 
—the idea of completely rounded-out 
wefulnes in every phase of personal 
and commercial business where a bank 
can be of service to the public. 

This was a step forward entirely in 
keeping with the progress of business 
development. It has been recognized, 
however, that national banks still are 
more limited in the sphere of their 
possible usefulness than are banks oper- 
ating under charters granted by the 
state of New York, and the growing 
business requirements of the rapidly in- 
creasing and shifting population of 
New York have made further ex- 


tension of banks and banking activities 
essential. 


For more than a quarter of a century 
the Columbia Trust Company has spe- 
cialized in the development of its trust 
Serviees—personal and corporate—in- 
fluencing individuals in applying bus- 
mess management to their personal 
affairs and serving corporations as fidu- 
“lary agent. Besides its office in the 
Wall Street section at 60 Broadway, it 
has maintained offices at Fifth Avenue 
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Now Made in Eleven Sizes 


Every important paper in your bank from 
DEPOSIT SLIPS and DRAFTS to OLD 
CORRESPONDENCE can now be stored 
away in a neat systematic and extremely econ- 
omical manner in BANKERS BOXES. 

Ninety per cent of the banks in Chicago are 
now using these boxes—in use in over four 
thousand banks throughout the United States 
—Write or Wire for complete detailed infor- 
mation regarding these time and money-savers. 


Rand McNally Building 







Write Today For Specimen Box and Descriptive Folder 
With Sizes and Prices 


BANKERS BOX COMPANY 


INCORPORATED 


Manufacturers of Bankers Corrugated Fibre Board Files 
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A Sheet of Gummed 
Labels in Every Box 
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Read These Facts: 


Z With Bankers Boxes your old records will be 
* systematically filed, instantly accessible and 
Dermanentiy protected in economical sturdy 
ag a! boxes made of the best corrugated 
fibre board. 


2 One simple pull of the string fastener and the 
* box is securely sealed, — as steel and very 
light; no nails screws nor clips of any kind to 
oo loose and they cannot warp or come 


QUMUAMMDMAMA WW 


Extremely economical—24 inches of clear fil- 
* ing space in each box; they come to you = 
and occupy very little space until ready for ; 
Vaults are always neat and orderly because 


* “Bankers Boxes” assist in making transfer- 
ing a clean, quick job 
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and Thirty-fourth street and at Park 
avenue and Forty-eighth street, in the 
central ‘business section of Manhattan; 
at 125th street and Seventh avenue in 
Harlem, and at 148th street and Third 
avenue in the Bronx. 

The former Irving Bank, for its part, 
contributes to the merger the accumula- 
ted experience of more than seventy 
years of specialization in commercial 
banking, much of it on a world scale, 
with services developed by the steadily 
increasing demands of America’s com- 
mercial growth. In addition to the 
office in the Woolworth Building, it 
brings to the new institution five offices 
in Manhattan and three in Brooklyn. 
The Manhattan offices are at 81 Fulton 
Street, 92 West Broadway, Broadway 
and Eighth street, Fifth avenue and 
Forty-second street, opposite the Grand 
Central terminal. The offices in Brook- 
lyn are at 350 Fulton sfreet, Flatbush 
and Linden avenues and New Utrecht 
avenue and Fifty-third street. 

The new Irving-Columbia has an- 
nounced that in the future, as hereto- 
fore, each office will be a separate and 
distinct banking unit, equipped to meet 
all the banking requirements of its re- 
spective neighborhood. So far as its 
customers are concerned, the only 


changes are that the Irving-Columbia is 
newer, larger and under a new name, 
offering in combined form all the ele- 
ments of service that have been tested 
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A Handy Way 
to Subscribe 


~OR those who read THE 
BANKERS MONTHLY occasion- 
ally—why not fill out and mail this 
coupon today. Then you will be 
on the regular mailing list. Your 
BANKERS MONTHLY will come 
every month. 


RAND MSNALLY & COMPANY 
Clark, Harrison and La Salle Sts. 
Chicago, I1l. 


Surely, I want THE BANKERS 
MONTHLY regularly. Here's my $5.00.* 


Please enter my name for.a_ year's 
subscription. 
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= ee ————— ———— = and tried by both institutions in their 
long years of successful operation jy 


. i domestic and foreign trade. The larger 

SWISHER S number of offices also make for the 

‘| | greater convenience of customers, jy 

NEW INDEX ST AMP {| that they carry the facilities of th 


combined institution closer to Sections 


that formerly were reached only by om 
An Appreciable Gift for Banks to Their vd 


‘|| of them. Both the Irving and th 
DEPOSITORS |, | Columbia have been members of the 
4 Nope tastes Federal Reserve System and of the 


New York Clearing House Association, 
and the consolidated institution yil 
continue these memberships. 


The Irving-Columbia will have , 
eapital of $17,500,000 and surplus ani 
undivided profits of $10,500,000. Lewis 
E. Pierson, chairman of the Irving 
Board, and Harry E. Ward, president 
of the Irving, hold those offices in the 
institution. Willard V. King, president 
of the Columbia Trust Company, wh 
had contemplated retiring because of 
his health before the merger was de 
cided upon becomes chairman of the 
Advisory Board in charge of the office 
at 60 Broadway. Commenting upon the 
new institution Mr. Pierson said: 


“The Irving-Columbia may be con- 
sidered as a new or as an old institu. 

THE NEW IDEA tion, depending altogether upon how 
Dig es prenen covered index of complete lettering on rubber stamp. Nickel \f | you look at it. New power of useful. 
plated pressed steel shell and our patented PNEUMATIC CUSHION. ness will come through the consolidation, 
LIGHT—DURABLE—CONVENIENT and HANDSOME i_ | and every element of strength possessed 


Liberal discounts on Rubber Stamps ordered in quantity. 





Write us for quotation if | by the consolidating institutions wil 
OTHER SWISHER PRODUCTS } be preserved. In point of size, with the 

i\f | combined resources, the Irving-Columbia 
gu is new. It is new in name, and, with 
respect to the Irving’s participation, 
Stamp Racks §/[ | new in the sense that it will operate 
Seals under a state, instead of a National 
charter. It is new also in that it pr- 
vides a more fully rounded out and 
more widely distributed service for the 
publie. 


Endorsement —___ fxs 
Stamps —— Niger? arr Ink Pads 
Certification — 
Stamps 
Storage Files 


etc. 
Rubber Type 


35 Years of Knowing How 


Swisher Products—although costing no more than others, 
outwear them many times. 
“But here the newness ends. The com- 


mercial banking methods, facilities and 


THE R. D. SWISHER MFG. Co. \f | services developed by the Irving during 


| i ience of more than 
411-413 South Clinton St. CHICAGO, ILL., U.S.A. a ee 


Our complete catalog at your request 








seventy years in the field of commereisl 
ai banking, and the marked excellence 
quired by the Columbia in the field of 

personal and corporate trust serviee, wil 

go on, unimpaired and unchanged, si 

for the improvement which comes with 

time. The old intimacy ¢ = 

ser . relationship with customers will remal 

There are advertising novelties ciated: The same officers and e- 
ployes will be at the same places, follov- 


: “oe as ing the same policies and busines 
in the advertising pages of this issue and methods. In other words, back of the 


° . ° * . ° e . in the 
in the want ad section that are business service which will be available ai 
: consolidated institution, the custom 
oe. It will pay you to look these over will find larger resources, more fully 
for ideas that will bring profitable new rounded - facilities, a 
; : se erience and connections, bu 
business to the bank with minimum outlay. = it tor ae his arrangenl? 
or change the size or nature of the 
ing unit to which he has been %& 
customed.” 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 


. 











I 


Peeks s: B- 


Ons 
one 
the 
the 
the 
on, 
mill 


eOnl- 
itu. 
how 
ful- 
ion, 
ssed 
wil 
the 
nbia 
with 
tion, 
rate 


THEN AND NOW—SHOWING 
HOW RECORDS HAVE 
DEVELOPED 


(Continued from page 24) 


me if sickness or something else does not. I 
would rather go without luxuries or things I 
do not really need than to be out of money 
when I am old and have to go without things 
that I do really need. 


The older a man_ gets the harder it is for 
him to get a job. The possibility of being out 
of work or sick has always caused me some 
anxiety unless I had a pretty good bank account. 
I have nearly always had a bank account and 
have lost money in some that failed. (Not in 
Toledo) so that I naturally think of safety 
frst. It was an ad about the safety of the 
Guardian bank tacked up in an engineroom 
where I worked that caused me to choose this 
bank when I started an account. 


The girls in the savings department have been 
nice to me. That counts too. All bank clerks 
are not nice to everybody. Some will be nice 
to a well dressed business man and act hateful 
to a workingman. I quit one bank on that 
account. 


I have suggested to some of my acquaintances 
that they ought to save some money while they 
are getting good wages. Most of them say a 
workingman cannot save any money. Some of 
them say they they are going to enjoy them- 
selves while they can. They spend their money 
foolishly and do not get much good of it. I 
do not know what they expect to do if they are 
sick or out of work. 


When I get what I think is enough I can 
spend more for pleasure and I will have one 
pleasure which those who do not save will not 
have. That is the pleasure of knowing that I 
am provided for. 

Yours truly 
John McGlone 


Another interesting letter was from 
the wife of a business man, who had 
accumulated a neat savings account 
without his knowledge and was able to 
help him at a crucial point in his 
finances. A dentist who worked his way 
through dental school and left school 
with money actually in the bank, and 
who subsequently saved money for his 
own office, also wrote a convincing 
argument in favor of thrift which is 
incorporated in a booklet. The series 
contain twelve booklets in all. 


But cireularizing dormant accounts 
is by no means the only approach of the 
Commerce Guardian Trust and Savings 
Bank to the customer. The bank has 
recently installed a central file which 
is subject to numerous classifications 
and separation for the purpose of cir- 
cularizing customers. 


Commercial customers, too, get their 
meed of attention. Each officer of the 
bank (and there are eighteen) is asked 
to call on two customers and one non- 
customer a week, names which are fur- 
nished, and to dictate a report on the 
interview, whether of practical finan- 
cial nature, or simply a call for the sake 
of “good will.” Commercial customers 
often get letters about matters of in- 
terest to them, as well as tactful solicita- 
tion on other services of the bank for 
whieh they are possible candidates. 


The new file is being carefully 
‘quipped with the information which 
will ake it a pertinent guide to the 
Possibilities of each customer. Needless 


to say, all of the names are followed by 
addresses, 
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“Remarkable results” is the unani- 
mous verdict of every bank that is 
using T & T Signs, when they speak 


of the increase in business these signs 
have brought them. 


T & T Signs are neat, attractive and dignified. 
They are easy to change’ and can be used in 
many ways to build a bigger business for every 
department in your institution. 


Write now for our Catalogue B, it illustrates the 
many styles we manufacture and will help you 
to solve your display sign problems. 


THE TABLET &TicKET Co. 


1003 WEST ADAMS STREET 
CHICAGO 


35 WEST 45TH STREET 604 MISSION ST. 
NEW YORK_ SAN FRANCISCO 
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Honesty Among Tellers 


Foreign banks in South American re- 
publics are manned by managers and 
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clerks belonging to the same nationality Vox 
as that of the bank in which they are =a 
employed. One important exception to <a 
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this rule is the teller, who is invariably 
a oeies of the aude in which the CHANGEABLE 





bank functions. It has been found that —— py A hy He 

the handling of currency, detection of plates, Bronze Signs and Tablets. 

forgeries and recognition of obsolete ee pee eee 

notes are accomplishments difficult to DAVENPORT-TAYLOR MFG. CO. 
3 160 N. Wells St. 101 W. 42nd St. 

acquire by those who have not spent Chicago New York 

their life in the country. As there are ee eee 


no bonding companies, and as the pro- 
portion of business done for cash is 


exceptionally large, it speaks well for C. J. Melchior was elected president 
the honesty of these men that cases of of the Bank of Algoma, Wisconsin and 


abseconding tellers in South America are P. J. Andre, vice president, 
rare. officers were re-elected. 





All other 








You will remember that but a few 

years ago the work of our foreign 
department was primarily confined to 
foreign exchange transactions. This 
was the time when the trader was king. 
To make a good trader the following 
ingredients were required: an excellent 
knowledge of the market, a pointer’s 
nose for picking up the right scent, and 
an acrobatic skill in handling telephone 
receivers. No wonder then that it could 
be said that there were too many fingers 
on one hand to count the good traders. 


But the trader, in spite of his accom- 
plishments, was looked upon by his 
president as an indispensable nuisance. 
He was accused of business malpractice. 
Think of it, he dared to disregard the 
sacred code of banking ethies to the 
extent of bargaining with his seller or 
his buyer! But the wicked trader was 
good enough to be used as a selling 
argument and the new business men did 
not fail to extol the foreign exchange 
service of their banks whenever they 
were attempting to convince a pros- 
pective client of the excellency of their 
institution. So after all, the trader 
survived. Between you and me, I 
believe that those who survived were the 
hardy fellows who had nine lives in 
them. 


When the war came, we were but ill 
prepared. Foreign exchange is one 
thing, but international banking is quite 
another. The banks had not as yet 
produced as many international bankers 
as were needed. The private banking 
houses, it must be admitted, had a niuch 
better knowledge of foreign banking 
practice. They had foreign affiliations 
and also men whose banking education 
had been gained to a great extent in 
the European markets. But our banks 
accepted the challenge and foreign trad- 
ing ripened into international banking. 
This evolution is a most important 
phenomenon. It was brought about by 
the growing importance of New York 
as a world center, and more specially 
by the dollar’s supremacy. The more 
universal the dollar becomes as an in- 
ternational exchange medium, the less 
foreign exchange is needed. 


A world which would recognize the 
dollar as the currency unit par ex- 
cellence would practically ignore any 
other currency. Now it becomes daily 


By GEORGE L. Le BLANC 


Vice President, Equitable Trust Company, New York 
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ORGANIZE OUR INTERNATIONAL 
BANKING FOR PROTECTION 


Cut-throat methods of competition to secure business for 
other departments threatens to wreck our chances of es- 
tablishing the American dollar as the world’s standard 









more pertinent that a good part of the 
world has chosen the dollar as its cur- 
renecy standard. In Austria—to give 
but one example—treasury bonds redeem- 
able in dollars have been offered at a 
dollar price. When one speaks of sta- 
bilization one instantly has in mind the 
actual value of the depreciated currency 
in terms of dollars. But this very 
supremacy of the dollar makes it daily 
more imperative that we perform, in 
as perfecs a manner as possible, the by 
no means easy duties of an international 
banker. 


Let me repeat it again: At the 
present stage we have outgrown the 
foreign trading activities, and dollar 
financing has increased and will keep 
on inereasing our international banking. 

Our prime object must be to give to 
this country an international banking 
service which will enable it to hold its 
premier position in the international 
market. But if I am permitted to speak 
frankly I must make it clear that the 


co-operation of all of us is indispens- 


able. 


IT am not at all a pessimist. You 
know that only a confirmed optimist gan 
afford to be a foreign banker, but being 
a realist I am afraid that I do not ex- 
aggerate when I say that the foreign 
department is treated inside the bank 
as a stepchild, and in the market-place 
as anenemy. I am not going to propose 
the formation of a benevolent associa- 
tion to protect the downtrodden foreign 
departments, but I desire to ask my 
colleagues to get together and help them- 
selves. 

We are practically handling the 
world’s trade gratis. Our banks have 
been so eager in advertising our prow- 
esses that they have finished by offer- 
ing our services for the mere asking. 
A prominent business man told me that 
seven new business solicitors had called 
upon him offering him foreign service 
at lower rates than those charged by his 
bank, and that without having the 
slightest idea of the rates he was being 
charged. Now, frankly, shall the 
foreign department become a mere in- 
ducement, a sales argument, cleverly 
played upon by the urbane business 
solicitor? 


In all humility, we foreign bankers 
that we have created an 


ean claim 








organism which was practically  iney. 
istent in our banks a few years agp, 
And in the light of the banking history 
of the last few years, we may perhaps 
be even permitted to believe that oy 
work was successful and most usefil 
to the business community. 


But if we desire to build upon strong 
foundations we must stand together 
we must exchange our views, give and 
receive couusel, and listen in a spirit 
of good fellowship and _ broadminded. 
ness to such suggestions as may tend to 
improve the situation. I am sure that 
if the international bankers were given 
a chance to meet around a table it would 
be easy to establish standard rates and 
it would not be long before we would 
recognize an unwritten code of ethics. 

To bring about such a happy consun- 
mation it is necessary that we have re. 
course to a Landis or to a Hayes. The 
Clearing House, the Federal Reserve 
»Board, the Bankers’ Association, could 
easily do for the foreign departments 
what they have done for the domestic 
departments. In one word, the foreign 
departments can do very well without 
the bossing of a super-Czar, but they 
must conclude among themselves some 
sort of an entente cordiale. 

Lazare Carnot, who whipped into 
shape the raw recruits who were to form 
the armies of the French Revolution, 
was called the Organisateur de la Vie 
toire—the organizer of victory—ani 
not the organizer of the army. 


The question is not to organize inter- 
national banking. What we are after 
is to organize a victorious, a suecessful 
international banking. We have orgal- 
ized our offices and our traders’ rooms; 
our branches and our affiliations. I 
us now organize Victory! Let us now 
see to it that the splendid efforts which 
were made by the foreign departments 
of so many of our banks, 
strengthened by a loyal co-operation 
among ourselves! 


The demands upon our foreign de 
partments will, I am convinced, become 
heavier and heavier. We have to dis 
pose of our agricultural surplus, and 
our industrial production and ow 
mining output must perforee seek for- 
eign markets. 


My president, Mr. Alvin W. Kreeh, 
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wrote the following terse lines in his 
New Year’s message: 

“[solation is possible in so far that 
a nation refused to put its signature 
upon a treaty; but economic isolation, 
the shutting off from the very life of 
the world, is unthinkable.” 

More than ever, I assure you, the 
foreign departments in our banks must 
be prepared. This country will not give 
up the position it has gained in the 
international markets, and foreign bus- 
iness cannot. thrive without the assist- 
ance of its handmaiden, international 
banking. 


ENGLAND AVOIDS_ INFLA- 
TION IN ANY FORM 


GPEAKING before the annual meet- 

ing of the London County West- 
minster and Paris bank, Walter Leaf, 
the chaiman, said of British and Euro- 
pean conditions : 

“Of course we felt the burden of taxa- 
tion which honesty involved, and so far 
as the urgent cry for relief took the 
form of an insistence on reduced expen- 
diture—the one means by which taxa- 
tion could be legitimately reduced—it 
must have all our sympatlry. But when 
one saw suggestions that we should not 
attempt to pay our way, that we should 
accept a deficit in the Budget and 
borrow the money in order to relieve the 
burden of the moment by throwing it 
vaguely somewhere on the future, then 
it was time to raise the voice of protest. 
That was the start of the fatal slope of 
inflation. Naturally there was every- 
where a tendency to shift the burden on 
te one’s neighbour if it could possibly 
be done. In Germany, by the device of 
inflation, the burden had been thrown 
upon the middle classes and the thrifty, 
who had seen their savings taken from 
them and handed over to industrial 
profiteers who had passed on to their 
workmen just a living wage. Unem- 
ployment had been avoided for a time 
out of the pockets of the steady-going 
citizens, but a larger sum by far had 
been passed on to men of the class of 
Herr Stinnes, and, as one is inclined 
to believe, removed for investment out- 
side Germany. Here at home we have 
at least avoided any camouflage in the 
matter, and we have taken the ground 
that we must all stand or fall together. 

“The immediate problem of unem- 
ployment depended on the prospect of 
such an early improvement in trade and 
industry as would afford the natural, 
and therefore most efficient, remedy for 
the present troubles. The Continental 
outlook at least was not encouraging. 
The recent action of France on the Ruhr 
could only be viewed with the gravest 
anxiety, the more so as it served to 
complete the economic collapse which 
Germany had already been to all appear- 
anees rapidly approaching. It was 
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clearly impossible to hope for any great 
revival of trade from any of our old 
customers in Central Europe, whose 
recovéry was entirely bound up with 
that of Germany. We must draw what 
little consolation we could from the fact 
that so important an industrial rival 
as Germany had practically withdrawn 
from competition, except for certain 
classes of goods where she practically 
held the monopoly—notably dye-stuffs. 
That, no doubt, counted for something; 
but it was only a short-sighted view 
which could see in this an equivalent for 
the general prosperity which was inter- 
rupted by the war. In spite of the ad- 
verse conditions there were definite signs 
of a strong trade revival which was al- 
ready doing something to diminish unem- 
ployment here, and seemed likely before 
long to do a great deal more. Perhaps 
the trade which was suffering most was 
cotton manufacture in its various stages, 
but in the iron trade and in its various 
great branches we heard on every hand 
of renewed activity. The coal trade 
was very active, and exports were grow- 


> ” 


ing 


The following officers of the Conti- 
nental Bank and Trust Company, 
Kansas City, Missouri, were elected: 
J. G. Hughes, president; J. C. Williams, 
vice president and cashier; C. W. Shel- 
don, vice president; and M. Bingham, 
W. J. Skeer, and L. L. Maser. assistant 
cashiers. 


DAIRY PRODUCTS VALUES 
DROPPED LAST YEAR 


AIRY products in 1922, at farm 

prices, had a gross value of $2,- 
090,455,000, according to estimates by 
the United States Department of Agri- 
culture. The value of dairy products 
in 1921 was placed at $2,352,000,000, 
and, in 1920, the top year in values, at 
43,018,000,000. ; 


Whole-milk sales from farms and 
consumption on farms comprised 65 per 
eent of the total value of all dairy 
products in 1922, and are given a value 
of $1,357,000,000. In 1921 the value 
of such whole milk was placed at 
$1,567,000,000, and in 1920 at $1,- 
911,000,000. 


Farm-made butter had a value of 
$220,000,000 in 1922, compared with 
$242,000,000 in 1921 and with $366,- 
000,000 in 1920. 


The 1922 value of cheese made, cream 
sold, butter fat sold, buttermilk, whey, 
and skim milk, is placed at $513,018,000, 
compared with $542,817,000 in 1921 
and with $740,736,000 in 1920. 


The farm price of whole milk was 
19.09 cents per gallon in 1922, compared 
with 22.19 cents in 1921, and with 30.10 
in 1920. The farm price of butter was 
35.23 cents in 1922, compared with 37.16 


-eents in 1921, and with 54.25 cents in 


1920. ‘ 
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EUROPE IS SADLY IN NEED OF A 
MORATORIUM ON MILITARISM 


French invasion of the Ruhr is merely a symptom of 


a larger disease that must run its full course. 
both too late and too early for American intervention 


UROPE’S troubles are, in reality, 

more pathological than political. 
Fundamentally, it is a matter of shaken 
morals that goes back to the Great War. 
Europe remains in the clutches of fear 
and foree, and still thinks in terms of 
bayonets and battleships. There is a 
contempt for the councils of peace. 
The instinct for destruction outweighs 
the desire for conservation. As is the 
case with China, what Europe needs 
almost more than anything else is a 
moratorium on militarism. 


The French invasion of the Ruhr is 
merely a symptom of a deeper disease 
that, ‘o be eradicated, must run the full 
course of travail. A bloodless suffering 
akin in drastic economic consequenee to 
the physical ravages of war, is inevit- 
able and out of this ordeal may emerge 
something like stabilization. It means 
that both Germany and France will 
probably undergo drastic economie up- 
heaval before they eventually attain 
sanity and solvency. At the moment the 
general bankruptey of European states- 
manship is only equalled by the uni- 
versal moral paralysis. 

Neither loans nor leagues—and the 
League of Nations so far has only 
proved to be an artificial stimulant— 
will avail in the present crisis. In one 
sense it is too late for us to intervene, 
for we have missed our supreme oppor- 
tunity to be the arbiters of Europe’s 
fate, and in another sense, it is too 
early. Nature, in the shape of a final 
crisis—and life in Europe since 1918 
has been one crisis after another—must 
take its ruthless course. If the Ruhr 
adventure proves to be a deadlock, as 
now seems likely, both of the major 
nations at grips will suffer an economic 
reaction that will probably make the 
French frane a near brother of the 
German mark in the journey towards 
zero. 





It has become a platitude to say that 
every European economic issue has 
become a political problem, that the 
Versailles Treaty is the prize recipe for 
ruin and that the present confusion is 
due to a lack of leadership. All these 
things are perfectly true, because 
mediocrity has masqueraded as states- 
manship. But constant reiteration, 
coupled with personalities—and one 
basie reason for European chaos is that 
personalities have been substituted for 


By ISAAC F. MARCOSSON 


issues—constitutes no 
situation that menaces the very integrity 


remedy for a 


of civilization. In the revolt against 
civilization— and that is precisely what 
is happening in Europe—the larger issue 
of co-operation has been scrapped. 
Selfish nationalism, aided and abetted 
by delay, compromise and politics, have 
combined to bring Europe to her present 
plight. It has been easier, and at the 
same time costlier, to take a short-cut 
instead of squarely meeting the funda- 
mentals, regardless of consequence. 
Semi-remedies have been the mistaken 
panaceas. Everything has been patch- 
work, and each conference has been 
more futile than its predecessor. 
Europe has become a group of snarling 
Governments instead of a continent of 
co-ordinated peoples. Walter Rathenau 
was right when he said that the Paris 
Peace Conference, instead of European- 
izing the Balkans, only succeeded in Bal- 
kanizing Europe. 

Germany has persistenly evaded her 
responsibilities and deliberately mur- 
dered the mark. It is no secret that 
until the French were actually in the 
Ruhr she counted upon England or the 
United States to prevent this very event- 
uality. In facet, the Germans never 
believed the French would invade the 
Ruhr and I say this on the authority 
of men like Hugo Stinnes, with whom 
I talked last October. 


France, on the other hand, through 
a campaign of military diplomacy 
abroad and a fantastic fiscal policy at 
home, in which phantom reparations 
have played no inconsiderable part, has 
marched to an armed dictatorship that 
is rapidly bringing her to isolation. 
England has been maneuvered into a 
near impotency so far as larger conti- 
nental affairs are concerned. Imperial 
self-sufficiency will henceforth be her 
motto. 

Back of it all is the bigger fact that 
Loth the Germans and the Turks have 
capitalized Allied discord for all it has 
been worth, and the Turks in particular 
have gotten away with it. So far as 


the Turks are concerned, history has 
merely repeated itself because for four 
hundred years they have profited by the 
divided councils of the Great Powers. 
What the Turks need more than any- 
thing else is a sound spanking. Un- 
happily, this performance would pre- 


It is 





cipitate a new European war and the 
quota of European discord has already 
been reached. ; 

After Germany, Russia remains the 
key to the European economic stand. 
ardization. That she is eager and 
anxious to precipitate herself into the 
Franeo-German fracas is quite evident, 
But German industry wants no Soviet. 
ization. Besides, it is not among the 
probabilities of a Europe that is still 
fighting the war to find Russia and 
France once more allied. Economie 
necessity has done stranger things. 

In one sense the French adventure in 
the Ruhr may mark the final turning 
point and show the road to ultimate 
normalcy. At first it seemed to be the 
most outstarfding act of international 
madness since Germany plunged the 
world into war in 1914, and the final 
monkey-wrench thrown into an already 
deranged machine. 

As a matter of fact, it is a desperate 
remedy applied to a desperate disease. 
We would probably have done the same 
thing in the same circumstances. Its 
very desperation may prove its salva- 
tion. Whatever the outcome, it wil 
bring France to the realization that she 
can never collect an excessive indemnity, 
and by the same token, it will impres 
upon the Germans the folly of further 
evasion. 

Although the general feeling in Ger 
many is that France must accompaty 
her into economic eclipse, if the worst 
comes to the worst, I doubt if this mad- 
ness will prevail. One thing is certain, 
however. For a generation at least, and 
until Germany is in a position to setk 
redress with force, every German infant 
will suck hatred of France at its mothers 
breast. We are not likely to see the 
millenium of peace that uplifters dream 
about, in our lifetime. 

Speaking of future wars brings m 
to the all-important matter of war debt 
The acute complication about the Allied 
and Inter-Allied obligations may make 
it necessary to fight coming wars on & 
cash, or pay-as-you-enter basis. 

The one gleam of hope amid the et 
circling European gloom is that Italy 
has formally accepted the disarmament 
pact and that France, despite the Rubt 
undertaking, is likely to make 
ratification complete. Academically, 
therefore, some progress is registe 











but economic and political harmony 
will continue to be elusive until there is 
a sterilization of the minds of the 
nations of Europe of the suspicion and 
antagonism that have made the Con- 
tinent a welter of hate and a ferment of 
fear. In this larger spiritual disarma- 
ment lies the hope of a still distracted 
and shell-shocked world. 







BRITISH ECONOMIC POLICY 
DIVERGES FROM AMERICA’S 







































































































































h 
i wy]? is obvious that the first movement 
in trade comes from giving an 
he order’, said right Hon. R. McKenna at 
id. the annual meeting of the London Joint 
nd City & Midland Bank. “Trade is set 
the going by the expenditure of money, 
nt. whether it be on goods for immediate 
et. consumption or on goods which are to 
the be used in further production, such as 
till plant and machinery. The argument in 
nd justification of the Trade Facilities Act, 
mie that by its assistance traders can do 
business which would otherwise have 
in heen beyond their present capacity, is 
ing a recognition of the need, when we are 
‘ip suffering gravely from unemployment, 
the to do what we can to promote the giving 
al of orders. But the issue of Treasury 
the Bonds to pay off Treasury Bills held 
al by banks reduces purchasing power and 
ody tends to restrict orders. Thus in the 
: course of last year two diametrically 
- opposed policies have been pursued at 
“— the same time. In one ease the par- 
sale amount necessity to give a fillip to trade 
Its was recognized and government credit 
in. was used for the purpose; in the other 
vill the public were invited to invest their 
he savings in a way which deprives trade 
ity, of its natural stimulus. We know the 
in defence of the first policy, the need to 
‘her absorb our vast numbers of unemployed; 
it remains for me to state the argument 
Ger advanced in defence of the second. 
pany The primary ground on which policy 
neni of gradual deflation is recommended is 
al that it raises the exchange value of the 
tain, pound sterling in relation to the dollar 
and and hastens our return to the gold stan- 
-“ dard. As every measure of deflation 
sfant tends to lower prices or, in other words, 
ther's tends to increase the value of the pound 
the sterling in terms of goods, it must raise 
reas the value of our currency in the foreign 
exchange market. The only exception 
ie would arise if other countries pursued 
“debt. the same policy, in which case there 
Allied would be a fall in prices measured in all 
mais currencies. We had a partial illustra- 
yey tion of this process in 1920 and 1921 
when the United States adopted defla- 
ne e- — methods in concert with our own 
Italy oe authorities. There were con- 
fa 7 erable fluctuations in the dollar rate 
Rub a this period, but in April 1920, 
final vhen our bank rate was raised to 7 per 
ically, oa the dollar stood at 3.88, and 
ghteen months later, after America 
stered, b 





ad broken adrift from this policy, the 
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exchange was nearly the same. Since 
the late summer of 1921, when British 
and American policy diverged, bank de- 
posits in the United States have 
materially increased, prices have grad- 
ually risen and the unemployed, who 
were then numbered by milions, have 
been steadily absorbed. During the 
same period the dollar has depreciated 
in relation to sterling more or less con- 
tinuously, until to-day the two curren- 
cies stand to each other in a relation 
not far removed from parity. 

“Tt is admitted that deflation in this 
country tends to improve the value of 
sterling. But does it in the actual cir- 
cumstances of to-day do more than ae- 
celerate our approach to parity? 
Would our exchange not rise to par 
even if there were no deflationary efforts 
on our part and we were spared all the 
evils of trade depression and unemploy- 
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ment which attend such efforts? I think 
it would, unless financial policy were 
again reversed in America. Even if 
prices rise here, as they will under im- 
proving trade, they will not rise as fast 
as they must in America under the in- 
fluence of an excessive gold supply, and, 
if there be no deflation in either country, 
sterling will slowly appreciate until it 
finally reaches par.” 


Henry N. Burgin, who retired De 
cember 31st as probate judge of Harri- 
son County, Bethany, Missouri, after 
having served for two terms in that 
office, was elected president of the 
Bethany Trust Company, succeeding 
Joe Neff. , 


The First National Bank of Nanti- 
coke, Pennsylvania is takirfg bids for 
the erection of a new building. 
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A new bank, the Franklin National 
Bank, headed by Arthur P. Smith, for 
many years an officer of the Irving 
National Bank, is being organized in 
New York to supply banking facil- 
ities and service to business in- 
terests in the vicinity of Franklin 
and Hudson streets, where it will be 
located. Capital will be $800,000 and 
surplus $400,000. Bank will commence 
operations about April 1, upon comple- 
tion of extensive alterations to the 
ground floor of the Borden building. 


The Huntingburg Bank of Hunting- 
burg, Indiana, is planning a one story 
building costing $40,000. 


The First National Bank of Benson, 
Minnesota, contemplate remodeling its 
building to cost about $20,000. 


A bank and office building is con- 
templated by the First National Bank 
of Murphysboro, Illinois. 


OPERATION OF THE 
NEW TARIFF 


RESULTS so far achieved under the 
Tariff Law which went into effect 
last October confirm the prediction of 
its friends that it would be a success as 
a revenue producer. The official estim. 
ate is that in the fiscal vear ending June 
30 (including nine months under the 
new law), duties collected on imports 
will reach a total of $480,000,000. This 
estimate is based on the large collections 
of the past three months, the January 
total approximating $46,000,000. This 
exceeds any month of 1922 except 
September when there was a rush to 
anticipate the increased duties. The 
greatest amount ever collected by goy. 
ernment in the form of duties on jn- 
ports was $356,443,000 in 1922. 


Aside from considerations of revenue 
the tariff continues to be the subject of 
debate. Secretary Hoover unofficially 
made public last month a compilation 
showing that “practically 92 per cent 
of our import trade, on the basis of the 
1921 figures is outside the influence of 
the new tariff.’ In support of this 
surprising statement it is pointed out 
that in 1921 62 per cent of our imports 
by value were duty free. Since then 
wool and some less important articles 
have been transferred to the dutiable 
list, which will somewhat but not greatly 
reduce the percentage of duty free 
imports. 


In another classification Mr. Hoover 
includes some $375,000,000 worth of 
imports (ineluding sugar, dyestufls, 
ete. ) which he says are not likely to be 
affected by the tariff because they are 
essential. A third classification, includ- 
ing precious stones, art works, linens, 
ete., Mr. Hoover contends are less in- 
fluenced by cost than by the prosperity 
of the classes consuming them. It is 
not so easy to follow the Secretary's 
reasoning in the ease of these articles, 
which were imported in 1921 to the 
extent of $417,000,000. Altogether Mr. 
Hoover estimates that of $2,509,000,00 
of imports, $2,300,000,000 worth are 
actually or relatively immune from the 
effects of tariff duties. The Secretary's 
viewpoint is a new one, and if his a 
alysis and conclusions are correct too 
much worry has been devoted to the 
effect of higher duties on internation 
trade. 


However, neither Mr. Hoover's state- 
ment nor the operation of the new law 
as a revenue producer are effective a 
swers to the opponents of high tariffs 
The Fair Tariff League, for example, 
has compiled figures which show, to its 
satisfaction at least, that the Fordney 
tariff will add at least $3,092,000,00 
annually to consumer prices. 90 
$2,700,000,000 is stated to be. what 
manufacturers and retailers will add 
their prices as a result of the 
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The remainder of $392,000,000 is the 
Farm Bureau Federation’s estimate of 
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SHARP INCREASE IN 
DEMAND FOR CREDIT 


N an address delivered at the annual 

banquet of the Baltimore Bankers’ 
Association, Barret Montfort, assistant 
to the president of the Chemical Na- 
tional Bank of New York, talking on the 
subject of the Credit situation, spoke in 
part as follows: 

After stressing the importance of 
credit to industry and commerce, Mr. 
Montfort said: 

“Credit is a commodity and subject 
therefore to the operation of the law 
of supply and demand. The ratio of 
the supply of credit to the demand for 
credit is expressed in the price of credit 
and reflected in the prevailing rates of 
interest. Since the price of credit is 
one of the controlling factors which go 
to determine the cost of production, it 
is apparent that the credit situation is 
one of the factors in establishing not 
only the volume of business done but 
also the price level at which business is 
done. Thus, it will be seen that the 
rise and fall of the commodity prices, 
the degree of activity of production and 
trade, the prevailing prices in the secur- 
ity markets, the amount of speculation 
in both commodities and securities, and 
lastly and even of greater importance 
the ability and willingness of the 
ultimate consumer to buy—all are ‘di- 
rectly influenced by the credit situa- 
tion.” 

In regard to the intimate association 
between the credit situation and the 
business cycle, he had this to say: 

“Quite a different but a very im 
portant function of credit is to act as 
a governor set upon the fly-wheel of 
commerce and to exert a stabilizing in- 
fluence upon industrial activity and 
speculation. In time of business de- 
pression when the wheels of industry 
are but slowly turning over, the abund-. 
ance of credit is an incentive to the 
buying of commodities and securities. 
In a period of recovery the more than 
adequate supply of credit provides the 
propelling force necessary to expansion 
into prosperity. Should a period of 


prosperity because enthusiasm has 
gotten the better of judgment, develop 
into a period of boom, then the ex- 
hausted condition of the supply of 
credit and the attendant high trade of 
interest act as a brake upon industry 
and speculation, thereby serving to 
mitigate the severity of the depression 
that is to follow.” 

As to the present situation, his con- 
clusion is: 

“That there has been a marked in- 
evease in the demand for credit but that 
to satisfy this demand there is more 
than an ample supply of credit.” 

In conclusion, Mr. Monfort said: 

“There are certain factors which 
affect both the demand for credit and 
the supply of credit. These factors 
affect confidence. Uncertainty, gener- 
ated by an unsettled political or inter- 
national situation, does not create, nor 
is it conducive to confidence. A rise in 
the commodity price level up to a cer- 
tain point stimulates confidence— 
beyond a certain point it destroys con- 
fidence. Speculation in commodities 
and securities up to a certain point 
stimulate confidence, beyond a certain 
point destroy confidence. That which 
destroys confidence also destroys pros- 
perity.” 

“There are three attributes of the 
borrower which are commonly given as 
necessary qualification to the extension 
of eredit—eapital, character and capa- 
city. There is, however, a fourth quali- 
fication, which must inherently be an 
attribute alike to the borrower and to 
the lender of eredit—and that attribute 
is confidence—a confidence in future 
values.” 


The Iowa State Bank of Fort Madi- 
son, Iowa, at its annual meeting of di- 
rectors, re-elected all its officers, of 
which T. T. Hitch is president. 

During the past year the deposits of 
the bank had increased $135,000, bring- 
ing the total deposits up to $600,000. 


RESERVE BANK STATEMENT 
BEST ISSUED IN YEAR 


FEDERAL Reserve Board's report of 

~ the banking system was one of the 
best ever issued. Reserve ratio at 761 
per cent was up 2.5 points and this 
followed a gain of 2.3 points for the 
previous week. To find an equal in- 
provement in two weeks it is necessary 
to go back a vear and there have been 
only two such improvement in the same 
length of time in more than three years. 

Every important account was strength. 
ened during the week. The inerease 
in eash holdings amounted to about 
$27,000,000. Total cash now on hand 
amounts to $3,214,137,000, an increase 
of about $163,000,000 compared with 
a year ago. Present cash holdings 
exceed legal requirements by $1,632, 
232,750. Stated another way, the 
present volume of business is based on 
a eash reserve of $1,581,904,000 while 
$1,632,233,000 is available for expan- 
sion. Present volume of business could, 
therefore, be a little more than doubled, 
or at least loans could be doubled, with- 
out reducing cash reserve below legal 
requirements. 

Volume of loans for the system 
amount to about $514,000,000 practi- 
eally unchanged from a week ago, but 
investments owned were reduced $105, 
758,000. Of this amount about $77, 
000,000 of shrinkage occurred in certif- 
cates of indebtedness. It is unlikely 
that Federal Reserve banks were sellers 
of these investments in the open market. 
A week ago the system held $145,787, 
000 certificates, representing temporary 
loans to the Treasury. Reduction in 
this account probably indicates that 
these loans have been partly paid. 

Cash reserve must be held against 
total deposits and against Federal Re 
serve notes in cireulation—nothing else 
During the past two weeks the reduction 
in deposits and Federal Reserve notes 
has amounted to $210,000,000. At the 
same time there has been a cash inereasé 
of $52,000,000. Thus assets have ur 
creased while liabilities have decreased. 
These improvements may be regarded 
as largely seasonal, but nevertheless 
they will probably continue for several 
weeks. 
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Eugene M. Stevens 


Vice-President 





Investment Service for the Banker 


For many years this institution has been 
one of the largest holders of investment 
securities in the West, and its own require- 
ments have taught it the investment service 
needs of banks in general. 
department a trading department has been 
established which is designed to find markets 
for those who wish to sell, as well as buy. 


In the bond 


Bond Department 


ILLINOIS TRUST 
&@ SAVINGS BANK 


La Salle at Jackson--:Chicago 


Roger K. Ballard 
Manager Bond Department 


Likewise, a statistical department has been 
established to report on any securities on 
which our clients desire information. In 
our purchases of bonds for our clients, we 
aim always to have in mind the needs of 
bankers as well as private investors, and in 
many other ways we aim to make our 
service valuable to our banking clients. 








M. H. Bent 


Ass’t Manager Bond Department 








NORTHWEST FARMERS 
LOANS BEING LIQUIDATED 


HE chief recent outcome that is un- 

favorable from the farmer’s point 
of view is the quite general tendency 
towards advances in prices of manufac- 
tured articles and other commodities that 
he has to buy. The ill effects of the 
greater burden of costs that he is being 
called upon to bear will be cumulative 
rather than immediate. Liquidation 
continues at a moderate rate. Of 346 
bankers in Minnesota approached on 
the subject, 218 say that farmers in 
their communities will materially pay 
up this season on past due interest, 199 
of them say that local debts will also be 
reduced, and 169 of the number expect 
that bank loans made to farmers will be 
substantially liquidated. In 56 of these 
346 Minnesota communities it is defin- 
itely stated that there will be no im- 
provement in conditions this year. Sev- 
eral of the less fortunate communities 
are situated in the potato district, where, 
as is well known, there has been a very 
disappointing money return. A con- 
siderable portion of this crop is still 
unsold. “If the potato market is good 
next spring,” writes a Moorhead banker, 
“and if the farmer will receive a fair 


price, he will have at least a little money © 


for liquidation purposes when the 
Potatoes are marketed. We have a large 
Warehouse in this city which was erected 
last summer, in which there are stored 











at the present time, we are told, about 


two hundred thousand bushels of pota- 


toes.” There are some scattering re- 
ports from the state at large that offset 
to some degree unfavorable statements 
concerning liquidation, such as: “We 
do not need to ask eustomers to reduce 
indebtedness;” “we do not want any 
notes paid—we have money to lend;” 
“what we are after are good loans.” 
“Such outspokene expressions of 
opulence, infrequent though they are, 
are more numerous in the reports of 
Minnesota bankers than in those from 
states immediately to the west. In 
South Dakota, out of 118 communities, 
bankers in 85 say that past due interest 
will be reduced, 81 say that local debts 
will also be paid up to some extent, 59 
say that farmers’ indebtedness to banks 
will be reduced, while 16 say that the 
financial condition of farmers in their 
respective communities has either not 
improved or is less satisfactory than a 
year ago. Out of 191 communities in 
North Dakota, farmers in 149 will be 
able to make payments on back taxes, in 
144 they will be able to make payments 
on past due interest, in 119 on local 
debts, and in 90 communities it is 
believed that they will reduce their bank 
indebtedness. In 24 of these North 
Dakota districts it is believed that there 
will be no improvement in the farmers’ 


position this season. Farmers in 7 out of- 


57 Montana districts, according to re- 
ports made by bankers, are no better off 
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now than they were a year ago. In 41 
of these districts it is believed that they 
will make payments on back -taxes, in 
40 they will be able to reduce past due 
interest and local debts, and in 42 out 
of the 57 it is thought they will clear 
up some portion of their bank indebted- 
ness. 


HIGH GRADE SECURITIES 
IN DEMAND 


HERE has been a broad demand for 

good securities with sales largely in 
excess of those shown during the first 
six weeks of 1922. Absorption has been 
for the most part of the higher grade 
issues and of the kind which are ordi- 
narily taken by careful investors. There 
has been naturally a cessation in the 
United States of foreign government 
bond flotations and these will not be 
resumed until the European situation is 
more composed. Japan and various 
foreign countries are purchasing steel 
in the United States and it is probable 
that the foreign buying of American 
materials and merchandise will increase 
as the foreign exchange difficulties are 
cleared up and the world is able once 
more to do business again on something 
approaching a normal basis. 


A rear addition to the National Bank 
of LaCrosse, Wisconsin ¢osting $100,- 
000 will be made. 
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Financing 
Essential Industries 


HE permanent 


financing 


of well established indus- 
trial corporations manufactur- 
ing essential products, by means 
of bond issues, constitutes one 
of the principal activities of 
our organization. 


We will be glad to outline 
our services to manufacturers 


and bankers. 


Interviews for the discussion of 
details and terms may be 
arranged by communicating 
with either our Chicago or 
Milwaukee offices. 


Hyney, Emerson & Co. 
39 South La Salle Street . Chicago 


First National Bank Building 
Milwaukee, Wis. 


120 Burdick Arcade, Kalamazoo, Mich. 


The Alabama Power Company has 
sold $4,700,000 First Mortgage Lien 
and Refunding Gold Bonds 5 per cent 
Series, due 1951, to the Harris Trust 
and Savings Bank of Chicago. 

The company serves over 80 per cent 
of the urban population and practically 
all of the large industrial power re- 
quirements of the State of Alabama 
outside of the City of Mobile. The 
company has recently contracted to 
purchase the electric lighting, power, 
street railway and gas systems serving 
the important district of Montgomery. 
The company’s property includes a 110,- 
000 H. P. hydro-electric plant and about 
60,000 H. P. reserve steam capacity 
together with a 1500 mile transmission 


system. The company also controls 
water power possibilities aggregating 
several hundred thousand horse power. 
The company will shortly complete con- 
struction of a second large water power 
development to be known as the Mitchell 
Power Plant with an initial generating 
capacity of 72,000 H. P. and an ultimate 
capacity of 120,000 H. P. the addition 
of which will increase the total installed 
generating capacity to 242,000 H. P. of 
which over 75 per cent will be derived 
from water power. As officially re- 
ported, for the year ended December 
31, 1922, gross earnings were $7,118,- 
199; net earnings $3,137,880 or more 
than 2.2 times the annual interest of 
$1,411,730 on the funded debt. 


TAX EXEMPTION EVILS IN 
MUNICIPAL EXPENSE 


VIDENTLY there is a feeling jp 

business circles that there are two 
sides to the question raised by the pro- 
posal to prohibit by Constitutional 
amendment the further issuance and 
sale of tax-exempt securities. A resolp. 
tion recommending the adoption of 
such a change in our fundamental lay 
already has been passed by the Honse 
of Representatives, and is now before 
the Senate in committee. The poliey 
has been endorsed in a_ presidential 
message, and has been approved by 
the Secretary of the Treasury. In a 
recent debate at a meeting of the New 
York State Chamber of Commeree, a 
majority vote showed sentiment in fayor 
of the change, although there was a 
considerable sprinkling of sentiment in 
opposition. 

In this latter discussion, which re 
ceived the participation of some of the 
ablest banking minds of the financial 
center, arguments were adduced, pro 
and con, as to the effect upon the capital 
supply of the country owing to the 
tendency of large investors to purchase 
tax-exempt securities. It was pointed 
out, and with an impressive show of 
logic, that if there was any drying up 
of the country’s liquid resources as a 
result of this process, the blame should 
be placed not on the purchase of tax- 
free securities per se. This was held 
to be an effect, not a cause. The moving 
impulse in the whole business was shown 
quite clearly to be our present taxation 
methods which are so harsh and diserin- 
inatory in the ease of large fortunes. 
Remove the cause and the effect—at- 
tempts at escape by the purchase of the 
securities above mentioned—will dis- 
appear. 


The strongest points made in favor of 
the adoption of the amendment w- 
doubtedly related to the extravagance 
and uneconomie results emanating from 
the ease with which our municipalities 
are able to obtain funds for ill-considered 
expenditures. Divers forms of harm are 
produced. In the first place, many small 
towns, villages and counties, for that 
matter, embark on so-called improve- 
ment schemes that would not be under- 
taken except for the knowledge, and 
perhaps the suggestion, that there is 
no time like the present for obtaining 
an abundance of cheap money. The it- 
ducements for economy, imposed both 
by the difficulty of obtaining the funds 
and fhe rate of interest that must be 
paid, are lacking under existing condi- 
tions. 

As a consequence, the whole country 
is passing through an era of municipal 
expenditures that not only may bring 
an unnecessary and disproportionate 
burden upon the taxpayers, but may 
work even a more grave economic 1- 
jury through the placing of such a vast 
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amount of the country’s liquid capital 
in non-productive schemes. The United 
States, and the whole world for that 
matter, needs as much as possible of its 
available liquid resources for increas- 
ing the instrumentalities of production 
and distribution and we should think 
twice before tying up too much money 
in parks, costly decorations to buildings 
and other municipal luxuries that might 
be passed by. As to the road building 
program, it is needless to say that this 
should be permitted to develop along 
sane and liberal lines with no more 
financial restrictions than money market 
conditions might impose. 


Undoubtedly, this tendency toward 
municipal extravagance is piling up a 
burden that the taxpayers of the future 
will find difficult to carry. January 
figures on municipal financing estab- 
lished a new high record for the month. 
The total was $89,149,000, compared 
with $77,288,000 in January last year, 
and $74,181,000 January two years ago. 
It comes with disconcerting force to 
discover that the total of State indebted- 
ness exceeds the total pre-war govern- 
ment indebtedness. This now stands at 
more than $10 per capita. Certain 
States are paying the penalty for so- 
called “progressive” experiments. South 
Dakota, for example, has a per capita 
debt of $75.02, while the per capita 
debt of Oregon is $54.50. Western States 
as a rule, however, have not been wildly 
extravagant, and New England, as a 
section, holds the record with a per 
eapita debt of $24.38. 


$10,000,000 Bond Issue 

Price Brothers & Company, Limited, 
one of the largest manufacturers of 
newsprint paper and ground wood pulp 
in Canada, has sold $10,000,000 of First 
Mortgage 20-Year Sinking Fund 6 per 
cent Gold Bonds, Series “A” to the 
Harris Trust and Savings Bank, Chi- 
cago, Continental & Commercial Trust 
& Savings Bank Chicago and Baker, 
Fentress & Company. 


Price Brothers & Company’s business 
was founded in 1817 in Canada, and is 
now controlled and managed by the 
Price family which has been in con- 
tinuous control for 106 years. The 
company is one of the largest manu- 
facturers of newsprint paper and ground 
wood pulp in Canada and owns valuable 
leases of pulp wood timber limits, em- 
bracing about 8,700 square miles. The 
consumption of newsprint paper has 
mereased for the last twenty years at 
an average rate of 8 per cent a year. 


The company has water power de- 
velopments with a total installed capac- 
ity of 55,250 H. P. and its timber 
holdings are estimated to contain a 
supply for the operation of the com- 
pany’s mills for 120 years, making no 
allowance for reforestation. Taking 
into account the benefits of reforesta- 
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Financing Foreign Trade 





payment. 


59 Wall St., NEW YORK 


60 State St. 
Boston 


OR nearly a century merchants have 
recognized our Commercial Letters 
of Credit as a standard method of , 

They are of material assistance in 


financing trade with Europe, Africa, the Far 


East, Australia, or South America. 


They 


may be issued in dollars, sterling, francs, or 


other currencies. 


A Century of Service 


BROWN, SHIPLEY & COMPANY 


Established 1810 


Founders Court, Lothbury 
LONDON, E. C. 


tion, the raw material is estimated to be 
practically inexhaustible. 

The present market value of the 
Company’s outstanding capital stock is 
in excess of $19,000,000. 

The bonds are due February 1, 1943, 
and are being offered at 98% and in- 
terest, yielding 64 per cent. 


New National Banks 
The Comptroller of the Currency re- 
cently issued seven national bank 
charters. Proposed banks will have an 
aggregate capital of $575,000. 
Following are names, location and 


capitalization of proposed banks: First ~ 


National Bank, Quanah, Tex., $100,000; 
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Office for Travelers 


123 Pall Mall, LONDON, S. W. 


Security National Bank, Quanah, Tex., | 
$50,000; First National Bank, Taft, 
Tex., $50,000; First National Bank, 
Castle, Okla., $25,000; First National 
Bank, Ferrum, Va., $25,000; State Na- 
tional Bank, Paden, Okla., $25,000; 
South Side National Bank, Brooklyn, 
N. Y., $300,000. 

The Comptroller approved applica- 
tions to organize six banks, as follows: 
Haneock National, Sparta, Ga., $25,000; 
Eastland National Bank, Eastland, Tex., 
$50,000; Camp Hill National Bank, 
Camp Hill, Pa., $50,000; Flatbush Na- 
tional, Brooklyn, N. Y., $200,000; 
Columbus National, Columbus, Ohio, 
$500,000. : 


96 


QUIT MEDDLING WITH THE 
FEDERAL RESERVE SYSTEM 


(Continued from page 11) 
that year after year spends more than 
its income, and borrows to balance its 
budget, long can keep its currency sound 
and its exchange at parity. No nation 
with an unsound currency ean have 
good credit, and be able to borrow at 
regular market rates when it pleases. 
Today our currency is sound and our 
credit good, but how long would they 
so remain should our jpoliticians have 
their way unchecked? The most dan- 
gerous time is when the ways first 
divide. We are perilously near that 
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time. We must oppose the first wrong 
step no matter how remote the conse- 
quences may seem. Should Congress 
persist in its attempt to start our Fed- 
eral Reserve System on the wrong road 
we must persist in our opposition. 


Should all our efforts to keep the 
Federal Reserve System out of polities 
be unsuccessful, shauld it become so 
changed that state chartered institutions 
could not afford to remain as members, 
should national banks begin to surrender 
their national charters and take out 
state charters, that they might be free 
to leave the System, then the State of 
New York, with its enormous banking 
interests, must keep its system sound 
whatever happens to any other. In that 
event my suggestion would be that the 
State of New York establish a state 
clearing house association or a state re- 
serve association. Membership could 
be either voluntary or compulsory, as 
future thought might determine. If 
voluntary, which is to be hoped, mem- 
bers should be required to carry smaller 
reserves than non-members. As a ten- 
tative suggestion it might be assumed 
that the large institutions in New York 
City should carry ten per cent reserves, 
and the banks outside of New York City 
five per cent reserves, on deposit with 
the state clearing house association or 
reserve association. On these reserves 
no interest should be paid. Federal 
Reserve System principles on this point 
are sound and should not be departed 
from. 

In addition the association should 
have power by law to call on members 
for prorata contributions to any reason- 
able extent, in exactly the same way 
that clearing house associations now 
have that power by mutual agree- 
ment. Such contributions would be for 


PHILADELPHIA 
NEW ORLEANS 


TOKIO 
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the purpose of making loans to sound 
but needy members, or temporarily to 
increase the gold reserves as emergencies 
might arise. On these contributions the 
association should make no _ profit 
Every dollar collected in interest should 
go prorata to the contributing banks 
As a national system such an arrange. 
ment would be unwieldy. As a state 
system it would be simple, easy and 
practicable. It would give us an elastic 
system without the unnecessary fixed 
expense of carrying at all times an 
enormous gold reserve needed only in 
rare emergencies. The gold reserves 
should not be hoarded by the state as. 
sociation. Every dollar should be re. 
deposited with the Federal Reserve Bank. 


To the average banker a Federal Re 
serve Bank is principally a place to get 
redisecounts, to clear country cheeks, and 
to make credit transfers. While these 
functions are useful and important they 
could, in case of necessity, be performed 
by other agencies, perhaps not so well, 
but still performed. The two indispens- 
able functions of the Federal Reserve 
System, which operate so naturally and 
silently that often they are forgotten, 
are the mobilization of our gold reserves 
and the issuance of currency. What- 
ever other business Congress may 
compel us to divert from the Federal 
Reserve System these two functions 
never should be divided with any other 
agency. The entire banking interests 
of our country must stand or fall 
together on that basis. We should have 
no fiat money, or debased currency, such 
as Russia and Germany issue. ‘There 
should be no rival instiution of any 
kind, holding its own gold reserves and 
weakening our central gold fund. For 
these two functions there is no other 
agency, there should be no other agency. 


Notwithstanding this it is conceivable 
that the gold reserve might be divided, 
that in emergencies we might find 
methods of pooling our gold, which 
while far less efficient than the Federal 
Reserve System still might get ws 
through without disaster. The question 
of mobilization of gold reserves, im- 
portant as it is, falls into comparative 
insignificance when compared with the 
importance of having only one bank 
of issue and of keeping the currency 
issued by that bank sound beyond ques 
tion. The greatest danger we face 
today is constant congressional meé- 
dling, greater because Congress has no 
real intention of impairing the security 
of our currency issues, and probably 3s 
unaware of the fact that although not 
one of the proposed amendments may 
even mention currency some of them 
unintentionally may contain more po 
sible damage to it than if deliberately 
so designed. 

The average man does not discrim- 
inate between capital investment and 
loans, between notes based upon them. 
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or between long time loans based upon 
fixed property and short time loans as 
represented by notes the proceeds of 
which are used to buy lumber, grain or 
produce, which in a- short time will be 
sold, the proceeds of which will pay off 
the loans. Short time loans of this 
character are the only proper cover for 
that percentage of currency issues not 
eovered by gold. 

Whatever amendments may make elig- 
ible for rediscount at Federal Reserve 
Banks long time paper, or paper based 
on land contracts, or on assets not 
quiekly convertible into cash, such 
paper never should be eligible as a 
basis for circulation. In the conduct of 
ordinary banking business banks might 
have various standards, much slow and 
even poor paper might be discounted, 
with no worse results than reduction 
or temporary stoppage of dividends, 
but no such risk can be run with our 
currency. It is the lifeblood of our 
fnancial and business system. The 
slightest deviation from the highest 
standard would affect our financial 
health as quickly and as surely as the 
slightest vitiation of the blood affects 
physical health. Tampering with the 
Federal Reserve System is more than 
tampering with a mere banking system, 
it is tampering with the source of our 
eurrency. Should we debase our cur- 
rency those of moderate means and the 
working man would be the greatest 
sufferers. For proof turn not alone to 
Russia but to Germany. All the savings 
of the thrifty for vears now are payable 
in debased. currency, and are worth 
practically nothing. The wages a Ger- 
man worker gets today will be worth 
he knows not how much next week, 
probably less than now. The same 
eauses here will produce the same effects. 

I do not exaggerate. Rather do I 
understate, for fear of seeming exag- 
geration. To the average man who has 
not studied this question, who does not 
know that the unsound banking prac- 
tiees which led to the collapse of Ger- 
man currency date from long before the 
war, the sober truth, expressed in ade- 
quate language, would be unbelievable. 
I do not say that Germany deliberately 
chose the wrong road, but that the first 
Violation of sound banking principles 
started her on that road, probably with- 
out her knowledge. Every further 
Violation, even though apparently 
trifling, took her farther on that road. 
When the war broke out she could not 
go back but had.to travel that road to 
the end. Only when every man who de- 
posits a dollar in the bank, or carries a 
dollar in his pocket, realizes that the value 
of his own dollar is today in danger, and 
when our citizens as a body say to The 
Congress, “Don’t meddle with the Fed- 
eral Reserve System” can we consider 
our currency out of danger. 
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Paine, Webber & Co. 


THE ROOKERY, CHICAGO 


BONDS AND NOTES OF 


U.S. GOVERNMENT 
FOREIGN GOVERNMENTS 
AND THEIR 
MUNICIPALITIES 
RAILROADS 
PUBLIC UTILITIES 
INDUSTRIALS 


MEMBERS 


NEW YORK STOCK EXCHANGE 
BOSTON STOCK EXCHANGE 
CHICAGO STOCK EXCHANGE 
DETROIT STOCK EXCHANGE 

NEW YORK COTTON EXCHANGE 
CHICAGO BOARD OF TRADE 


INTERESTED PRIMARILY IN THE ORIGINATION AND DISTRI- 
BUTION OF INVESTMENT SECURITIES. FIFTEEN OFFICES 
IN THE PRINCIPAL FINANCIAL CENTERS OF THE EAST AND 
MIDDLE WEST, CONNECTED BY OUR OWN PRIVATE WIRE 
SYSTEM, ENABLE US TO EFFICIENTLY HANDLE INQUIRIES 
FROM BANKS ON ANY INVESTMENT SECURITY. 


BOSTON CHICAGO PHILADELPHIA DETROIT 
MINNEAPOLIS MILWAUKEE GRAND RAPIDS SPRINGFIELD 


WORCESTER DULUTH HARTFORD PROVIDENCE 


Are Y our Coal Mines 
making money today? 


Peabody-managed mines 
are. Let us show you why. 
Our service includes manag- 
ing, operating, financing, 
selling. Experience 40 years. 


PEABODY 


COAL COMPANY 
Founded 1883 
332 South Michigan Ave. - CHICAGO 


Operating 44 Bituminous Mines in 12 Fields with Annual Capacity of 23,000,000 tons 











F. W. WOODRUFF 


First National at Joliet Elects 

Frederick W. Woodruff has _ been 
elected President of the First National 
Bank of Joliet where Mr. Woodruff 
was formerly vice president, and suc- 
ceeds his brother George Woodruff 
who becomes chairman of the board of 
directors. 


Coffee in wharf sheds after unloading 


New Orleans 


V 
Coffee 


New Orleans, the second coffee 
port of the United States, imports 
annually 2,750,000 bags of coffee, or 
35 per cent of the total movement— 
enough to furnish 400 cups of good 
coffee to every family in the nation. 


Our Foreign Trade Department is 
especially equipped to finance theim- 
portation and forwarding of coffee. 

Hibernia Bank & Trust Co. 
New Orleans, U. S. A. 
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Robert Cameron, former cashier, 
became vice president. S. J. Scheidt, 
former assistant cashier became assistant 
to the vice president and F. J. Schmeis- 
ser was appointed cashier. Leon H. 
Sandiford, Charles R. Reardon, J. L. 
Fifer, and H. B. Green were named as 
assistant cashiers. 

A Book for Every Banker 

T. P. Kane, deputy comptroller of the 
currency, who for nearly forty years 
has been connected with the Currency 
Bureau at Washington, has written a 
book, giving his reminiscences, “The 
Romance and Tragedy of Banking.” 
In this volume of nearly 600 pages the 
author tells the inside story of hundreds 
of interesting incidents connected with 
the national supervision of the banks. 
A chapter is devoted to each of the 
Comptrollers of the Currency since the 
inauguration of the bureau. Besides 
giving a biographical sketch of each, 
the important developments under each 
administration are related. 

An important and interesting feature 
of the book is the information that it 
gives on all important and sensational 
national bank failures, embezzlements, 
defaleations, robberies, ete., such for in- 
stance as the Fidelity National Bank of 
Cincinnati, the result of Harper’s at- 
tempted corner of the Chicago wheat 
market, the wrecking of the Oberlin 
National Bank by the celebrated Cassie 
Chadwick by use of notes bearing the 
forged signature of Andrew Carnegie, 
with photostat’ copies of the notes and 
fictitious agreements. 

As the New York Times says, “this 
book gives much information which 
should be of great value to students of 
hanking.” It is published by the Bank- 
ers Publishing Company, 71 Murray 
Street New York and will be sent by the 
publishers on approval to any bank or 
banker. 


Recognition of fifty years of contin- 
uous service was given by the Board 
of Directors of the Irving Bank, New 
York to Benjamin F. Werner, a vice 
president of that institution, who re- 
cently celebrated the fiftieth anniversary 
of his association with the bank. A 
substantial sum of money and a set of 
resolutions, handsomely engrossed, were 
presented to Mr. Werner. Many bus- 
iness and personal friends called on Mr. 
Werner at the office of the bank in the 
Woolworth Building to offer econgratula- 


tions. 


HERMAN HUNICKE 


NE day last month a desk in the 

office of a St. Louis bank was m- 
oceupied. The next day its regular 
tenant was back in his place. 

But something momentous had hap- 
pened. The dean of St. Louis bankers, 
Herman Hunicke, 79, vice president of 
the Liberty Central Trust Company, 
had broken his wonderful record of 
nearly 60 years of service with the in- 
stitution. 

He had never been sick a day and 
had never taken a day off. Hunieke 
is quite certain that it will be a long 
time before such a thing will happen 
again. And his looks substantiate his 
belief. He is a pink-cheeked, white 
bearded man, with the sort of kindly 
face that one associates with good old 
Santa Claus. His twinkling blue eye 
insist on looking at the world from over 
the top of a pair of spectacles. 

In October, 1863, he entered the 
bank as a balance clerk. His progres 
was steady. In time he became heat- 
bookkeeper, assistant cashier, cashier 
and then vice president. 


The institution, at the time of bs 
first connection with it, was known & 
the German Savings Bank and ws 
housed in small, stoveheated quarters 
at Market and Main streets. In 1915 
it became the Liberty Bank and in 1921 
the Liberty Central Trust Compaty: 
As an institution it will celebrate its 
seventieth birthday on February 24 ™ 
the present magnificent quarters # 
Rroadway and Olive Street. 
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Hunicke came to this country from 
his birthplace, Bremen, Germany in 
1956. He landed in New Orleans and 
came up the river in the Alexander 
Seott, a steamboat of which Mark Twain 
was at one time pilot. In 1861 he came 
to St. Louis and worked for a few 
months until the outbreak of the Civil 
war for Angelroth & Barth, a commis- 
sion firm. Then he enlisted and served in 
the war for three years. 

These years of army life are credited 
by Hunicke for his present health and 
rigor. If you imagine that the man 
with this record is hunched over by 
years of desk work and pallid from long 
indoor confinement, you- are mistaken. 
He is erect and rosy. Three years of 
sleeping on Nature’s ground floor and 
a steady diet of pork and beans did it, 
he says. Hunicke walks, every day, 
five blocks uphill and down hill to and 
from his home in Ferguson to the train. 
He is at his desk daily at 9 a.m. He 
is a widower and lives independently 
alone in his own home. He takes his 
evening meals with a married daughter, 
who resides next door. 

No automobiles for this banker. 
“They only take you to the cemetery 
quicker; I believe in lots of exercise,” 
he says. 

In former years when he lived in the 
city he walked about three miles daily 
to his work. On Sundays he made ex- 
eursions on foot of several hours’ dura- 
tion. 

St. Louis, as he first saw it, extended 
not much further than Fifteenth Street. 
He recalls that once he lost his bearings 
and wandered around for several hours 
- when sent by an employer out to La- 
fayette Park to buy flowers from the 
one gardener then in the city. 

Hunicke takes care of a small garden 
and tends to his flock of 30 chickens 
himself. Four raw eggs, mixed with 
four spoons of sugar and a dash of 
lemon, constitute his daily breakfast. 
He eats little or no lunch, and a moder- 
ate dinner. He smokes cigars, but not 
to excess. 

“I go to bed about 9 every night and 
get up ahead of my chickens,” he says. 

He has never been to a movie and 
has no desire to go. “It’s my claim to 
distinction,” he adds, smiling. 

“Do right and fear nobody,” is the 
formula which he recommends to young 
men if they would live long and prosper. 


First National, Davenport, Burns 

The First National Bank building, 
Davenport, Towa was badly burned on 
February 3rd. The fire burned off the 
roof and the sixth floor of the building. 
The firemen were compelled to fight it 
with the thermometer ten below zero 
and the wind blowing twenty-two miles 
an hour. When the fire was put out the 
building presented a very picturesque 
“ppearance as it was almost covered 
with a heavy coat of ice. 


HE officers in charge of our Banks and 

Bankers Department have served the bank- 
ers of this country for many years and have 
developed a highly specialized Department. 


The services of this Department and the advice of the Officers 
in charge of it are at the disposal of our correspondents. 


Accounts of Banks and_Bankers Invited 


She NATIONAL (GiTY RANK. 
of CHICAGO 


DAVID R. FORGAN, President 


Banks and Bankers Department 
FRED A CRANDALL, Vice President 


S. P. JOHNSON, Assistant Cashier 


BECOMES VICE PRESIDENT 
OF WICHITA BANK 


STANDISH HALL, who has been 

Assistant Secretary of the Union 
Trust Company, Chicago recently ac- 
cepted the appointment as Director and 


STANDISH HALL 


Vice President of the Union National 
Bank, Wichita, Kansas. 

After graduating from Harvard 
University, Mr. Hall spent several years 
in travel and research in the countries 
of Europe and South America, and 
after his release from active duty as 
an officer of the Naval Reserve Force 
during the World War, he associated 
himself with the Union Trust Company, 
Chieago. He rose rapidly to a position 
on the official staff of this Bank and 
has filled various positions of respon- 
sibility, including that of Assistant to 
Mr. Harry A. Wheeler, vice president, 
and also that of manager of the new 
business department. 


R. V. KELLEY, Assistant Cashier 


Desobry in St. Louis 


Leo G. Desobry, formerly assistant 
cashier. of The National Stock Yards 
National Bank of National Stock Yards, 
Illinois, has resigned to become a vice 
president and director of The Broadway 
Savings Trust Company of St. Louis. - 

Mr. Desobrey was connected with the 
National Stock Yards Bank for fifteen 
years and has a wide acquaintance 
among bankers, particularly the country 
bankers. 

Charles §. Macferran, assistant vice 
president of The National Bank of the 
Republic, has been made general man- 
ager of all of the foreign business of 
that institution. Mr. Macferran has 
been with the bank for many years, 
having served in practically all-of the 
departments of the institution, and 
during the past few years has made a 
thorough study of the foreign exchange 
and foreign trade business. He will 
henceforth devote his entire time to the 
foreign trade interests of the bank. 


Dr. S. J. Francis was re-elected* as 
chairman of the board of the Citizens 
Bank of Luling, Texas; T. T. Brown, 
president; R. P. Rector, vice president; 
L. A. Ridout, eashier and Miss Addie 
Walker, assistant cashier. At the Lips- 
comb Bank Dr. Francis was re-elected 
as president; G. C. Walker, vice pres- 
ident; Albert Taylor, eashier; D. B. 
Cochran, Mrs. J. D. Walker and Miller 
Ainsworth, assistant eashiers. 


J. O. Miller, assistant bank examiner 
of Santa Fe, Texas, resigns and accepts 
position as cashier of the Logan County 
National Bank of Sterling, Colorado. 


James S. McKnight has been appointed 
Manager of the Trust department of the 
Marine Bank, Long Beach, California. 
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On April 1, the Citizens Title & Trust 
Company of Uniontown, Pennsylvania 
will start work on its new $500,000 
banking house. The building will be 
one story high. 


The First Trust & Savings Bank of 
Chicago will make improvements to its 
home costing $3,000,000. 


The old Observer building of Char- 
lotte, North Carolina, was purchased 
by the H. C. Sherill Company and the 
Charlotte’ Morris Plan Bank, of which 
Mr. Sherill is president, for a considera- 
tion of $175,000. The building is four 
stories high. The ground floor will be 
used by the Sherill Company. 


Contract has beeen awarded for the 
erection of a new bank building for the 
Pank of Mount Airy, North Carolina. 
Work will be commenced about April 
Ist. 


The erection of a twelve story bank 
and office building is planned by the 
Union Bank & Trust Company of Hun- 
tington, West Virginia. 


Plans of the First National Bank of 
Santa Ana, California to build a six 
story bank and office building will be 
earried out in the near future. Its 
capital stock has been increased from 
$550,000 to $750,000. 


A $350,000 five story bank and office 
building with a mezzanine floor will be 
erected for the Ithaca Savings Bank of 
Ithaca, New York. 


Plans are being drawn for the erec- 
tion of a one story building for the 
Central Trust Company, Thurmont, 
Maryland. It will cost $35,000. 


Contracts have been awarded for the 
construction of a bank building costing 
$200,000 and two stories high for the 
Hamilton Savings Bank, Washington, 
D. C. 


A new brick and stone bank building 
three stories high and costing $200,- 
000 will be erected for the Broad Street 
Bank of Richmond, Virginia. 


A handsome new building is being 
erected for the Fremont Savings Bank, 
Fremont, Ohio. 
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TRENTON TRUST COMPANY’S 
PROPOSED NEW HOME 








Trenton is about to put up its tallest 
building. The Trenton Trust Company 
of which. H. Arthur Smith is the pres- 
ident and Washington A. Roebling, the 
engineer of the Brooklyn Bridge, is the 
vice president, have just given instruc- 
tions to go ahead with their fourteen 
story building, which will overtop any 
building in New Jersey’s capital city. 

This building will form the hub of 
the section of the town which contains 
the new Stacey-Trent Hotel, the new 
ten story apartment house, ete., which 
is also about to be undertaken on Chane- 
ery Lane and the development of West 
State Street will have emphasized this 
condition. 


The building will contain twelve 
stories of offices above the main bank- 
ing room which will be two stories high. 
The building will be modern in every 
particular and will be of limestone con- 
struction. 

The banking room will occupy the 
entire first floor, which will be sixty-six 


feet fronting on West State St. and 149 
feet deep. In this department will 
the various banking rooms, officers quar. 
ters, together with the trust department 
which will be on the west side of th 
building separated by a lobby extending 
through the building from the maj 
banking department. The  anzilian 
saving department will also be located 
on the west side, while the directors room 
will be on the mezzanine floor, accessible 
from stairs and one of the three ley. 
ators to be installed. Another elevato 
for freight will be installed in the rear, 

The entrance to the vault will be in 
the rear of the public lobby, and this 
will be fitted with a huge cireular serey 
door which will provide protection equi 
to that of any of the great Metropolitan 
Banks. 

The architect and engineer for the 
work is Alfred C. Bossom, of New York, 
who also acted for the First Nation 
Bank of Jersey City. 


The Western Saving Fund Society 
of Philadelphia, Pennsylvania, has pur 
chased a site at Frankford Avenue and 
Paul street for its new building. 


Negotiations are under way between 
the Commercial Trust Company ani 
the Fox Amusement Company of 
Springfield, Massachusetts, for the eree- 
tion of a building costing $3,000,000. 


The new Commercial Bank of Middle 
town, Ohio, has leased the old (if 
Hotel building on East Third Stree 
and after the construction of vail 
and installation of furniture the ope 
ing is planned for April 1. 


The new home of the Oxford Saving 
Bank, Oxford, Michigan was opetél 
January 22nd. The building, was 
structed at a cost of $35,000. 


Plans have been drawn for the et 
tion of a $250,000 five story bank ant 
office building for the American Com 
mercial & Savings Bank, Washingtot 
Dp. €. 


A two story bank building to cost $2; 
C00, for which plans are now being draws, 
will be erected by The Veela Buildint 
and Loan Association of Cleveland 
Ohio. 
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THE EDWARDSVILLE NATIONAL BANK 
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WILL YOU KNOW WHAT YOU 
WANT WHEN IT IS TIME 
TO BUILD? 

(Continued from page 20) 
space on the opposite side of the bank 
lobby reached through the safe deposit 
lobby. This makes the space occupied 
by employes and officers a unit, as the 
safe deposit lobby is protected from 

the public lobby by a bronze grill. 

On the left of the entrance is a room 
for customers separated from the lobby 
by a counter. Back of this and dupli- 
eating the tellers’ cages opposite are four 
more windows, which can be used for 
statements and similar uses, as they are 
in front of the bookkeeping department. 
This department connects with the safe 
deposit lobby and joins the working 
space behind the paying and receiving 
tellers’ cages. 

The book vault, which is built onto 
the main vault, has a separate door, 
opening directly into the bookkeeping 
space. In the farthest corner beyond 
the bookkeeping space is a large locker 
room. Stairs go to the basement where 
the storage room is located. Stationery 
room and similar space is provided here. 
Going up over these stairs is a flight 
weading to the work room, on the rear 
mezzanine floor which extends across the 
rear of the bank. This mezzanine floor 
is similar to that devoted to offices in the 
front of the building. 

Tf at any time, it becomes necessary 


a gid at 


MARINE SAVINGS BANK 


Marine City, Mich. 


ESIGNED, built and equipped 
complete by us under our 
“ACTUAL COST” plus “FIXED FEE” 


contract at a substantial saving to 


the bank. 


Bankers Are Assured Our Personal 


Attention to Every Detail. 


No obligation for consultation 


BOND-HUBBARD COMPANY 


Bank Builders 
1438 First National Bank Building, 
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to devote the cages on the bookkeeping 
side of lobby to curreney operations 
this space can be replaced in the work 
room or by absorbing some of the space 
used by offices in the front of the bank. 
To the right of the vault are three coupon 
booths and in the corner a spacious 


‘THE main floor plan of the 
City’ National Bank of 
Goshen, Indiana, on the op- 
posite page was prepared by 
K. M. Vitzthum and Company, 
bank architects. Another blue 
print on page 107 shows 
the interior elevations in dif- 
ferent parts of the bank and 
gives an idea of the height of 
walls and partitions and their 
finish. Mr. Vitzthum explains 
in detail many of the features 
of this new bank in the accom- 
panying articles. 


directors’ room, which ean also be used 
for consultation purposes. This will 
come in handy when lawyers come in to 
draw up papers, mortgages and wills 
for clients, and will have a direct bear- 
ing on the development of the trust rela- 
tions of the bank. 


Just around the corner from the vault ° 


is a closet for stationery and office 
supplies, so it is not necessary to go to 
the basement for minor requirements. 
Opening off the customers’ room is a 


10% 


spacious room for lady depositors, which 
will be specially used for their conve- 
nience. 


The vault itself is built of reinforced 
concrete walls complying with the re- 
quirements of the burglar insurance 
underwriters laboratory, so as to reduce 
burglar insurance to the lowest amount 
consistent with secure construction. 

The vault door is equipped with a 
quadruple time lock. Inside the-door is 
a day gate which will be used to protect 
the vault during the working hours. 
The opening of this gate rings a bell 
as an additional protection to the vault. 
The forepart of this vault will be oe- 
cupied by 2100 safety deposit boxes. 
The vault is separated by a grill so that 
the back: will serve as the security vault 
of the bank. This security not only 
saves the expense of another vault, but 
brings to the attention of the safety 
deposit box renters the fact that they 
have the same protection as the bank. 

One section of the cash and security 
vault will be devoted to files, especially 
designed to hold securities. The other 
side will contain money chests and in- 
dividual money lockers for each teller. 
These lockers will be equipped with — 
combination locks so that each teller 
will be responsible for the sums charged 
against him. . 


The floor of the bank lobby and the 
safety deposit lobby will be of marble, 





Remodeling 


Old Bank Buildings 


T ISN'T always advisable to entirely de- 
molish the old building. A big part of our 
business consists in modernizing old bank 
structures that are still serviceable in part. 
The utilization of a foundation, wall or roof 


frequently means a big saving to our client 


without sacrifice of beauty or efficiency. Our 


advice and suggestions are always available 
and we'll appreciate an opportunity to confer 


at any time with your building committee. 


Send for our new rotogravure portfolio, “BANKS” show- 
ing photographic views of bank buildings and interiors. 


ST. LOUIS BANK EQUIPMENT CO. 


Chicago, II. 


807-811 Walnut Street, St. Louis, Moi 
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Design Your New Building 


for Increased Revenue 


Recent articles in THE 
BANKERS MONTHLY 
show how other bank- 
ers are increasing their 
revenue through wise 
planning of the bank 
building. 















How to secure definite returns through a 
banking and office arrangement is discussed 
in the February 1922 issue. Read about 
these profitable arrangements. Send fifty 
cents for a copy. 










An attractive community room in the 
Dundee, Illinois, State Bank doubled the 
deposits in one year. Send fifty cents for 
details of this plan reported in the June 1921 
issue of THE BANKERS MONTHLY. 


THE BANKERS MONTHLY 













540 S. Clark St. 
Chicago, Illinois 
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while the floor used by employes and 
officers will be covered with battleship 


linoleum, which is much softer to walk on 


and more comfortable. 

The bank walls are finished is een 
stone, which gives a soft buff effect 
The ceiling which is 25 feet in the clear, 


because of the mezzanine floor, is finished 


in ornamental plaster. The color jg 
ivory with the ornamental figures jp 
high lights. 

The building is heated by a vapor 
system, which will keep the entire build. 
ing at a uniform temperature. The 
vestibule will serve to reduce the direet 
drafts from the doors as they open and 
close. 

The front and intermediate parti. 
tions of the cages are of heavy clear 
plate glass. The die or partition below 
the teller’s counter, and the columns and 
cornice of the banking screen are of 
imported Tavernelle marble. The 
wickets themselves are of statuary 
bronze; the cabinet work throughout is 
all in mahogany, as are the desk and 
other furniture. 

The seven windows extending along 
the side are six feet wide and 17 feet 
high, thus flooding the bank with day- 
light. Because of the three side open- 
ings every room in the back is supplied 
with natural light and ventilation. The 
plan is such that it can be adapted to 
an inside lot by the installation of a sky- 
light. 

While this bank is planned for a 
corner lot and the officer’s quarters and 
teller’s cages are arranged along the side 
street with its series of huge windows 
throwing a stream of light over their 
working area, the plan ean be reversed 
for a different corner or can be used as 
it is if a skylight is installed. 

One of the difficulties to be handled 
in a bank that is wide enough for cages 
on both sides is how to connect the two 
sides without interfering with the publie 
lobby and yet give the bank and its em- 
ployes the protection of privacy. It is 
this difficulty that is so admirably 
worked out here and a deep building is 
not necessary to accomplish this end. 

Too much emphasis ean not be placed 
on the value of any plan in which & 
pansion is provided for. As pointed 
out in the beginning this bank did not 
see much prospect for a considerable 
inerease in business because of its long 
record in its present relative position. 
But the beginning of the new building 
saw a rapid growth in deposits and no 
doubt, there will be many new accounts 
secured in the next few years not only 
because of the new building but because 
the employes will take a new interest 
in seeing the business already in the 
bank grow and prosper with the new 
accounts. 

In addition to these features, we have 
very helpful suggestions worked out by 
the architect. For instance, the door for 
the book vault is the door which was 
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| | eA Triumph Over Time 
| Today when one hears of a permanently constructed building, one instinctively thinks ot 


Indiana Limestone, for this country contains so many beautiful old structures in which 
nd this natural stone has been used. 


ide ai In the accompanying illustration is shown the Court House at New Albany, Indiana, 
built of Indiana Limestone sixty years ago. While other buildings constructed at that time 
eit of inferior materials, have long since deteriorated, this civic landmark stands today in 
sed its stately majesty as sound as when erected. 


There are many venerable structures throughout our Nation which attest the extreme 
2 r. : 8 
led durability of Indiana Limestone. In some instances, where the architectural styles have 
become obsolete, Indiana Limestone buildings are being torn down and the stone, 
ges ;, oe 
ap: sound after half a century’s service, is being re-cut and re-worked for use 
lie in newand important buildings. This salvage value is unequaled in any other building material. 


Builders who select this worthy material are assured of lasting satisfaction, for Time 
| is cannot efface the durable beauty of “The Nation’s Building Stone.” 


ts The latest addition to the Indiana Limestone library is just off the press. This booklet 
> illustrates many fine examples of bank buildings and will be sent free upon request. 


Indiana Limestone Quarrymen’s Association, Box 783, Bedford, Indiana 
ted Metropolitan Service Bureau, 622 Marbridge Building, New York City 
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LIBERTY TRUST CO., NEWARK, N. J. 


HE new building of the Liberty Trust Company 

of Newark, N. J., which has just been completed 

is carried out in that refined type of Colonial architec- 

ture which is so often found a little off the beaten 
track throughout the State of New Jersey. 


The. interior arrangement is such as to provide 
complete facilities to the bank’s customers with a 
maximum of efficiency. There is a special sound- 
proof room in the rear for the bookkeépers, so that in 
the private space for the officers and the ladies’ room, 
there is not the noise usually found in banks of this 
size. The Directors Room is on the mezzanine. A 
modern vault equipped with safe deposit boxes is 
also provided. 


The engineering and architectural work through- 
out was in charge of 


ALFRED C. BOSSOM 


Bank Architect and Equipment Engineer 
680 Fifth Avenue NEW YORK 


Correspondence Invited 
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used in the vault of the present Structure, 

A lift has been placed in the side. 
walk of the side street, so that stationery 
and other supplies can be lowered ty 
the basement and trucks and other large 
packages for the storage vault can he 
taken in this way. The storage vaglt 
door is of two inch steel. 

The City National Bank selegteg 
fire proof construction because of the 
large saving in insurance. Bu ary 
protection on a bank of this size ang 
the additional cost for fireproof gop. 
struction is a comparatively smaller item, 


HE interior elevations 

shown on the _ opposite 
page are from the City Na- 
tional Bank of Goshen, Indiana 
and supplement the plan of the 
main floor on page 102. The 
letters in circles below the 
elevations indicate correspond- 
ing positions on the floor plan 
and show how the partitions 
and walls look from the points 
indicated on page 102. 


considering the protection, as it only 
amounted to about $5,000. However, 
in larger banks the per cent of inerease 
for fireproof construction is greater, s0 
that in large bank and office buildings 
this may amount to 20 per cent of the 
total. 

In studying the blueprints, the letters 
in circles on the main floor plan indicate 
similar positions in the page of blue 
print elevations, thus giving an ides 
how that seetion of the bank is finished. 

Taken as a whole this bank represents 
conservative design with a thought of 
future expansion and growth constantly 
in mind as well as constant attention to 
the interests of the public to be served. 


CONVERTING CHRISTMAS 
SAVINGS INTO DEPOSITS 


THE Merchants & Savings Bank of 
Kenosha, Wisconsin finds that t 
can convert a large percentage of met 
bers in their Christmas Savings Club 
into regular depositors, by mailing 
checks direct to the member at the lose 
of the fifty weeks. With each check 
goes a personal letter thanking the 
member for his business during the past 
year and suggesting membership during 
the coming season. It is natural for 
the depositor to go back to the bank to 
have the check cashed, at which time 
the'teller makes a special effort to opé 
a savings account with a part of the 
money. ; 
Under the circumstances it is dit 
fieult for the customer to decline and 
thus the thrift habits ereated during the 
past year at an actual loss to the bank 
are converted into permanent form to 
the advantage of both the customer and 
the bank. 
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BANK BUILDINGS 


COMPLETE 
EQUIPMENT 


ROGERS PARK NATIONAL BANK, Chicago, Illinois 


FREDERICK J. TEICH 


ARCHITECT AND 
BANK ENGINEER 


814-816 Garrick Building 
64 West Randolph Street 
CHICAGO 


Our trained corps of Architects and Engineers 
are specialists in PLANNING, DESIGNING, 
CONSTRUCTING and EQUIPPING the 
MODERN BANK 





















































































BOOKLET UPON REQUEST 
INTERIORS 
VAULTS 



















The Nassau County National Bank 
will erect a new building to cost 
$100,000. 


Plans for the new building of the 
National City Bank, Memphis, Tennes- 
see, have been completed. It will cost 
$300,000. 


Bids are being taken for construction 
of the eight story bank, office and apart- 
ment building to be erected by the Rum- 
ford Falls Trust Co., Rumford, Maine. 


A four story bank and office building 
is being planned for the American Ex- 
change Bank, Milwaukee, Wisconsin, to 
cost $600,000. 


: 


The Brawley, California, branch of 
the Southern Trust and Commerce Bank, 
has moved into new and more commo- 
dious quarters. 


The First Penny Savings Bank, Phil- 
adelphia, has purchased a site upon 
which it will erect a two story bank 
building. 


The Highland Trust and Savings 
Bank Chattanooga, Tennessee, has let 
the contract for its new building. 


Bids are being received for the erec- 
tion of a $150,000 building for the 
First National Bank of Pomona, Cali- 
fornia. 
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ville, Kentucky, has had 
completely remodeled. 


Texas, has remodeled its building. 









The Pikeville National Bank, Pike. 
its building 





The State National Bank, Houston, 


Texas, is planning to erect a twelve 
story building. 


The American National Bank, Terrell, 









The People’s Guaranty State Bank, 
Tyler, Texas, has purchased a building 


which it will remodel. 


Plans have been completed for a ten 


story building to be erected by the 
Home Savings Bank, Toledo, Ohio. 


The following officers of the Nebraska 
State Bank, O’Neill, Nebraska have been 
re-elected: S. S. Welpton, president; 
J. A. Donohoe, vice president; J. F. 
Q’Donnell, cashier and P. J. O’Donnel, 
assistant cashier. 


The old officers of the Canton, Ohio, 
Morris Plan Bank were re-elected re 
cently as follows: C. W. Keplinger, 
president, E. A Bowman, J. H. Kenny 
and C. W. Krieg, vice presidents; H. 
Ross Ake, secretary and treasurer, and 
Leroy Jackman, assistant secretary and 
treasurer. H. H. Timken was re-elected 
chairman of the board. 









Roger K. Williams is again manager 
of the bond department of the Southern 
Trust and Commerce Bank, San Diego, 
California, after having been conneeted 
for more than a year with the Califor- 
nia State Bank of East San Diego. . 


New officers of the Commercial Bank, 
Ocala, Florida, have been elected as 
follows: J. H. Therrell, president; 
Roger Dodd, vice president and cashier; 
R. J. Wass, assistant cashier. 


The Oak Park Trust and Savings 
Bank, Oak Park, Illinois, is erecting 4 
three story bank and office building. 


Plans are being drawn for a $100,000 
bank building to be erected by the 
Greenpoint Savings Bank, Brooklyn, 
New York. 





The Bellevue State Bank, Bellevue 
Michigan, is contemplating new quarters. 


The City Savings Bank and Trust 
Company of Shreveport; Louisiana, 
has purchased from the Merchants 
Building Company the eleven story 
office and bank building at the corner 
of Market and Milam Streets. 


George Barrington, cashier of the 
Liberty Center Deposit Bank of Bluf- 
ton, Indiana, has resigned and is su¢ 
ceeded by Roy Mossburg. 
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TWENTY YEARS 
EXPERIENCE 


BANK DESIGNING 


MODERN BANKING ROOMS AT 
INTERESTING PRICES 


WE PLEASE AND DO NOT USE 
UP THE SURPLUS OR 
CAPITAL EITHER. 










LEBANON, KY. 






A two. story addition will be made to 
the National Bank of North Hudson, 
New Jersey to cost $80,000. 






Plans are being made for a $150,- 
000 addition to the Yorkville Bank of 
New York City. 






The Colonial Bank of New York 
City is planning to erect a new build- 
ing. 







Plans have been made for a new bank 
building for the Merchants Bank & 
Trust Company, Tuscaloosa, Alabama. 
It will be eleven stories high and will 
cost approximately $400,000. 








The First State Bank of Lamesa, 
Texas is preparing to enlarge its bank- 


ing quarters by making a 50-foot ex- 
tension. 








The new home of the Federal Reserve 
Bank of Oklahoma City, Oklahoma is 
expected to be completed by the first 
of April. It will be three stories high 
and will cost $450,000. 








E. E. Wist was elected president of 
the First National Bank of Seappoose, 
Oregon. Other officers elected were Sin- 
clair Wilson, vive president; R. L. 
Shreve, cashier; Mrs. E. E. Wist, as- 
sistant cashier. 











MARION NATIONAL BANK 





Sam R. Lawder, who opened and 
became the first manager of the El Paso 
and the Houston branches of the Fed- 
eral Reserve Bank, was elected a vice 
president of the First National Bank of 
Houston, Texas. F. E. Russell, who 
was connected with the First National 
Bank for thirty-three years, was pro- 


moted to vice president. O. W. Jack- 
son, former assistant cashier was 
elected cashier. Mr. Jackson has 
been with the First National Bank 


for eleven years. H. T. McClung, 
manager of the collection department, 
was promoted to assistant cashier. He 
has been with the bank eighteen years. 


C. B. Garlington, who has been with 
the Unidén Bank and Trust Company 
of Searey, Arkansas, for several years, 
has been elected cashier of the new bank 
at Beebe, known as the White County 
Bank, with J. E. Lightle, president and 
Hugh Garrett, vice president. 





W. D. Kuhn of the Denton-Kuhn 
Grain Company of Kansas City, Mis- 
souri was elected president of the South- 
east State Bank succeeding George S. 
Tamblyn who resigned but remains on 
the board of directors. 


The First National Bank of Glendale, 


California, will erect a four story bank - 


building. Plans will be announced soon. 
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WRITE US IF CONTEMPLATING 
BUILDING OR. REMODELING 


C.C.& E. A. WEBER 


ARCHITECTS & SUPERINTENDENTS . ; 
INGALLS BLDG., CINCINNATI, O. 


Addition Planned for Invincible Metal 
Furniture Company . ; 

Following reports of the officers, 
which showed 1922 to have been the best 
year since the re-organization of the 
company, stockholders of the Invincible 
Metal Furniture Company, manufac- 
turers of safety deposit boxes and vault 
and filing equipment, voted to build a 
brick and conerete addition to the plant 
at once. This new addition will be 200 
feet by 90 feet. 

With orders coming in so fast that 
it was necessary to put on an 11-hour 
shift, in addition to the regular crew, 
it was decided that an addition to the 
plant, that will allow of the employment 
of 150 additional hands was absolutely 
imperative. ; 

With the new addition the Invincible 
Metal Furniture Company will be in a 
position to more than double its capacity. 
They have been making additions to 
their line of files and office equipment, 
and will soon be manufacturing a com- 
plete line of steel office furniture and 
equipment. This is in addition to the 
making of safety deposit boxes. 


The First National Bank of Ashland, 
Virginia, at its recent annual meeting 
re-elected the old board of directors, 
which re-elected C. Walton Saunders, 
president; C. S. Luck, vice president, 
and V. Nelson Vaughan, tashier. 





BANKERS 


Hinst Natiounll Banks 


CAPITAL $105,000 ~ SURPLUS $105,000 


scoov cierto Prrngetins, IM, 


ERNEST C ROE Asst Cosrer 


August 1, 1922. 
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‘ees 


Rand McNally Bankers Directory, 
Chicago, 
Tll. 


Gentlemen: 


r of congratulations upon the 


I thank you for your oe with the First National Bank 


occasion of my fiftieth anniver 
of Princeton. 

‘ the RAND McNALLY 
leasure that I state that 
BANKERS 18 SECTOR io the "book I ae ee on a 
a. 4. - 4 a bs 5 ; : 
over fifty years I have found the B ae eS cae beet DAE 


i r te, and in my opinio : 
relisdle aay PUBLISHED, or ever published during my half century’s 


experience in the banking business. 


“ishing your publication its merited continued sucsess, I am 


Yours vepy wet, 


CEH tere 
7 


P-TO-DATE, progressive banks throughout the United 

States use the RAND MCNALLY BANKERS DIRECTORY 

as a daily help to efficient service. For a half century it 

has been the standard book of its kind—complete, accurate 
and comprehensive. 

Practically all of our subscribers show their appreciation by renewing 
from year to year, proving the BLUE BOOK to be entirely satisfactory, 
and we certainly are trying to make it more so with every issue. 

The next issue— January 1923—is now being compiled. If your 
subscription has not been sent to us see to it that you are recorded as a 


subscriber, as only sufficient books are published to fill orders received 
prior to printing. 


The BLUE BOOK is in constant service in eighty per cent of the 
banks of the United States. It has four times the circulation of any similar 
publication—the largest bank circulation in the world. 


RAND MENALLY & GOMPANY 


Largest Publishers of Banking Publications in the World 
536 S. CLARK STREET CHICAGO 
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H.C. ROBERTS WITH | 
NATIONAL BANK 50 * 
YEARS AS OFFICER 


Golden Anniversary ot Princeton ; 
Bank President to Be Cele- j 
brated Saturday Night 
with Banquet. 


|STARTS AS BOOKKEEPER 


Devotion to Duty and Tireless 
Energy Win Place for Mr. 
Roberts as Head of One of 

County’s Leading Finan- 
cial Enterprises—Dean 
of Bankers’ Fed- 
eration. 

In celebration of the Mth Anniversary, 
of the connection of President Harry © 
Roberts with the First National bank, 
| the directors of that institution have 
jarranged for a banquet at the Peal 
Methodist church on Saturday evening, 
to which the presidents, vice presidents, 
cashiers and assistant cashiers of every 
bank in the county have beet invited. 
It is given to few men to serve one in- 
stitution for half a century, particnlar+; 
ly with such honor and credit to him- 
self as_well as to the institution served, 
and the directors of the First Nationat/ 
feel that they want to shov * \ appre 
ciation to Mr. Roberts o = 
able record." 

Mr. Roberts enmered f 
First Nations Wo 
and bookk: 
he was pr 
fant cash 
| Wag 


Po 
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